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FOUNDATION PACKAGE 


2” x 4” double walers 
\ 2” x 4” studs 
\ ___ Plywood sheathing 


\ 
\ | Poured concrete 


\ 
\ 


\ \ \ Richmond Snap-Ty 
Lovin 
| 


Here's the easy way to get more contractor business... with 
ure repeat sales every time the contractor starts a new foun 
lation! This “foundation package’ with Richmond Snap-Tys 
gives a stronger, better-built foundation that buyers prefer 
a foundation built faster and easier...often at lower cost than 
even a concrete block foundation! It requires no special skill 
or experience either—forms can be set up easily and stripped 
quickly by any carpenter 

That's why when a contractor starts building Snap-Tyd 
foundations, he keeps using Snap-Tys! Every time he starts a 


foundation, you get an order—and not just for Snap-Tys 


either! He needs lumber, mason’s supplies, miscellaneous | 


and you get the bulk of the order because he's buying his ___ Tyholder wedge adjusts for variations in 

’ . lumber thickness. Just hammer tight 

Snap-Tys from you! 
Year after year, in good times and bad, these repeat Snap-Ty |_ Fixed head washer on end of Richmond Snap-Ty 

, : ; ‘ engages Tyholder wedge 

orders keep coming —and you keep making the Snap-Ty profit 


lus the extra profit from your ex/ra related item sales. So Flats prevent Richmond Snap-Ty from turning 
I 


when breok-off pressure is applied 
why miss out on a good deal like this! Get the facts now ona 





Richmond agency which is especially profitable for lumber Snap-Tys are grooved here for clean, easy 


4a 
, break when wooden forms ore removed 
dealers! Don't wait—the information is yours free without ob ; 


ligation! Address Richmond Screw Anchor Co., Inc., 820 Spreader washers lock side of form tight- 





, , Ha? also give accurate spacing fer finished wall 
Liberty Ave., Brooklyn 8, N. Y., or 317 South 4th Street, 9 _—" 
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RICHMOND GIVES YOU: KNOW-HOW ... DEPENDABILITY . . . SERVICE 
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The New 
KWIKSET 


OO 


LINE 








Distinctive Styling 
Dependable Performance 
Moderately Priced 





FIRST IN FEATURES 


@ Six pin tumbler security. 
@ Unique, dual-locking, “‘push-turn” button. 
@ Exclusive adjustable strike. 
@ All steel and brass construction. 
to CGO? @ Full % inch latch bolt throw. 
LINE @ Feather-touch knob action. 
@ Equi-distant knob projection. 
@ Unconditionally guaranteed. 


Available in all popular functions and finishes 
for finer residential and commercial building. 
Sales and Service Company 


Anaheim, California THE NEW “600” LINE WILL BE SOLD UNDER THE SAME UNPARALLELED SALES POLICY AS THE KWIKSET ‘400’ LINE 
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Here! 
Aye —— yre 


Brand New Styles . . . in arg Brand You Know! 


These MIAMI-CAREY Ventilating fans are 
styled to give plus value to any home, built to 
assure trouble-free performance, designed for 
fast, easy assembly and cost-saving installation. 
That's why builders choose MIAMI-CAREY — 
the brand they know, the brand their customers 
know. And builders like the minimum of as- 
sembly steps required . . . the snap-in assembly 
of propeller-motor unit . . . the ease of cleaning 





> ramous Mil 
VENTILATING FANS 


that wins praise from home buyers. 


Even the prices are good news! Compare, and 
you'll see! This is the top profit-making line to 
offer your trade for smart-looking kitchen, bath- 
room, utility or recreation room installations. 


Be wise. See your MIAMI-CAREY representative 
today or write for full details. Remember, the 
price tag is low on this brand-you-know! 


eget 


a ) MODEL MC-83* 
8” Through-Wall Fan 
(with pull chain) 


MODEL MC-103 


}0” Through-Wall Fan 


At last — deluxe fan features at down-to- 
(Same features as MC-83) 


earth prices. 1-piece grille with gleaming 
baked-on white enamel; allows maximum 
passage of air; snap-in assembly of pro- 
peller and motor unit for easy installation ; 
fast cleaning; convenience plug located 
forward for quick access; fans packed 
“knocked down”’ for time-saving assembly. 


Daisy-fresh, odorless, greaseless kitchens 
are the result when this economical attrac- 
tive fan is installed. Features 1-piece snow 
white baked-on enamel grille; induction 
type motor — no radio or TV interference ; 
standard 314” x12” furnace duct and ac- 
cessories — provides 20% more cross sec- 
tional duct area; housing 31,” in depth 
for installing either in ceiling or side wall; 
2 dampers prevent backdraft ; deep-pitched, 
3-blade propeller for maximum air delivery. 


MODEL MC-CW103* 


10” Combination Wall and Ceiling Fan 


% (Chrome finish and 3-speed switch optional 
at slight extra cost.) 


MIAMI-CAREY DIVISION 


The Philip Carey Mfg. Co. 
Middletown, Ohio, Dept. AL12 
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VANCE PUBLISHING CORP., 


EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, Ill. 





PUBLISHER 


HERBERT A. VANCE 
A W. BOULTON, Assistant to Publisher 


EDITORIAL STAFP 


ARTHUR A HOOD, Editor 

RICHARD W. DOUGLASS. Executive Editor 
GORDON J. LAWLER, Managing Editor 
ROBERT Y. KERR, Washington Editer 
DONALD O. CARLSON, Assosiate Editor 
GEORGE F. VAN ZEVERN, Associate Editor 
REED PORTER, Associate Editor 

ROBERT E. RUSSELL, Associate Editor 

8. H WAMBOLT, Associate Editor 


BUSINESS STAFP 


W. G. SIMPSON, Manager 

L. J. POHLMANN, Merchandising Manager 
CHARLES HOEFER, Jr., Sales Monager 
LOUISE PLISKA, Advertising Produetion 
A M. SCHWAB, Classified Advertising 


DISTRICT MANAGERS 


NEW YORK 17, Tom Lindsey, Bob Monetti 
Poom 5622 Grand Central Terminal 
70 E. 45th St., Murray Hill 3-8333 

CLEVELAND 15, Hal Hursh, Room 405, 
2123 E. 9th St.. Prospect 1-3235 

CHICAGO 2, Clair Heyer, Duke Lynch, 
Charles E. Truax, Financial 6.5380 

ATLANTA, T. L. Wiliams 1000 Boulder 
crest Drive, S. E., Dixle 5829 

SEATTLE ond SAN FRANCISCO, J. P. Austin 
4401 White Bldg., Seattle 1, Main 0226 

SAN FRANCISCO 8, (Boh Wettstein) Jerry 
Nowell, 209 Post St., Yukon 6-2522 

LOS ANGELES 57, Bob Wettstein, 672 
Lafayette Park Place, Dunkirk 8-2286 


CIRCULATION DEPARTMENT 


THORNELL BARNES, Manager 
ELMER O. OLIN, Asst. Manager 
€ B. CUNNINGHAM, Service 
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Lumberman 


& BUILDING PRODUCTS MERCHANDISER 


ESTABLISHED 1873 ISSUE No 


DECEMBER 14, 1953 


NEWS 
Newscast Late and Important Industry Trends 
Dealer's News 
Report from Washington 
The Lumber Market at Press-Time 


EDITORIAL 


80 Years of Change for Dealers 


BUSINESS FORECAST 
Outlook Bright for Dealers in 1954 


DEALER SCRAP BOOK 
We Celebrate 80 Years of Industry Progress 
American Lumberman Salutes These Pioneer Dealers 
on Its 80th Anniversary 
Dealer Pointers 
Dealer Marks 80th Anniversary 
The Lumberman’s Poet 
This is How It W as in the “Good Old Davs” 


WHAT'S AHEAD FOR DEALERS 


American Lumberman’s Yard and Store of 
‘Tomorrow Today 


Grossman's New “Store of Tomorrow” 

Sunshine Works for New Singer Showroom 

What You Should Expect from Your Employes and 
What They Should Expect from You 


American Lumberman’s House of the Future 


NEW DISTRIBUTOR TECHNIQUES 
Distribution Through the Wholesaler 
Making Merchandising Partners of Dealers 
New Products 

DEPARTMENTS 
ADservice Announcing Ad of the Week 
Among the Dealers 
Marufacturers in the News 
Advertisers’ Index 
New Building Products 
What’s Your Answer? 
New Sales Aids for Your Business 
Equipment in the News 
Manufacturers’ New Literature 
Classified Advertising 




















...S0 we’re selling your customers on ; = oreening 


- on televi- 
sion .. . today’s biggest screening news is 
ALUMINUM—the modern metal screening 
that's NON-STAINING. Aluminum Company 
of America, 1920-M Alcoa Bldg., Pittsburgh 
19, Pennsylvania. 


Aicoa CO. 
Aluminum 


ALUMINUM COMPANY OF AMERICA 


In leading national magazines . . 





ROM * 
SCREENING MADE F P 
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IT’S AVAILABLE NOW! 
Place Your Order! Display It! 
Feature The Alcoa Label! 


And remember! Tough, long-lasting screen wire 
of Alcoa™ Alclad Aluminum meets Federal speci- 
fications. It is woven to the most rigid standards 
of quality by these leading screen weavers. 


Alabama Wire Co., Inc. 

American Wire Fabrics 
Corp. 

Chase Brass & Copper Co. 

Clinton Wire Cloth Co. 

Cyclone Fence Division 


(American Steel & Wire 
Company) 


Dixie Screen & Wire 
Products Co. 


Gilbert & Bennett Mfg. Co. 


Hanover Wire Cloth Div. 
(Continental Copper & 
Steel Industries, Inc.) 


Heilig Bros. Co., Inc. 


The C. O. Jelliff Mfg. 
Company 

Keystone Wire Cloth Co. 

New York Wire Cloth Co. 

Pacific Wire Products Co., 
Inc. 

Pennwoven, Inc. 

Phifer Aluminum Screen 
Company 

Southern Aluminum Cloth 
Company, Incorporated 

Spargo Wire Company, 
Inc. 

Standard Wire Cloth & 
Screen Co, 

Wickwire Brothers, Inc. 
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LATE AND IMPORTANT Developments of the Industry 


THE HOUSING MIRACLE. We have been building homes for 350 years and yet of all 
the houses standing today, one out of six has been built since world 
War II ended. In 1940, there were 132 million people, 37 million 


dwelling units. Today, there are 158 million living in 48 million 
houses. 


WHY FEWER STARTS IN 1954? Estimates for new construction next year all predict 
Slight declines, reflect many factors. New family formations will be 
less because of the low birthrate during the depression of the '350's.. 
there also seems to be a slowdown in the migration from city to the 


suburbs. Stories of jammed schools, higher taxes and the like are 
discouraging many a move to the suburbs. 


WE ARE NOT OVERBUILT. The Census Bureau will give you an argument on any serious 
drop-off in new home building. The boys with the big books estimate 
that by 1960 our population will be about 176 million, an 18 million 


increase over 1953. The Bureau says at least 7 million new homes must 
be built before 1960. 


CAUTION THAT DOESN'T MAKE SENSE. Bankers are justifiably selective in making 
conventional loans but their attitude on Government mortgages is 
mighty hard to understand. The FHA and VA loans are guaranteed and the 
prevailing interest rates offer an ample return on their investment. 
Pressure for banker cooperation is growing and in the words of Albert 


M. Cole, HHFA director, private enterprise will be called on more and 
more to “carry the ball." 


MORE MONEY FOR APARTMENTS. Government loan plans for '54 include a plan for 


guaranteed mortgages on rental and co-op apartments. Section 608 loans 
for apartments have been off the market this year. 


THE CHANGING U.S. SKYLINE. In the past five years over 100 big elevator-type 
buildings have been built. October saw a new high of $179 million in 
Starts. In 1954 about $850 million will be spent on office buildings, 
up 15% from the 1953 level. Many of these buildings will experiment 


with new building materials, develop ideas with possibilities for 
smaller commercial buildings, homes. 


BUSINESS GOING UP IN SMOKE. U.S. losses by business for the past eight months 
has hit a record $616 million, 17.9% over 1952. Lumber yards have 


been one of the worst hit by fires, and the insurance companies are 
planning higher rates next year. 


NEW LUMBER DRYING TECHNIQUE. The National Lumber Manufacturers Association is 
experimenting with many new ways to dry lumber cheaper, faster. One 
under test is a chemical that is merely sprinkled on the lumber. 
Drying takes just a few hours and the chemical can be re-used. 

WATCH YOUR CREDIT. 


up 19% from a year ago. Installment loans are $21.1 billion, up 26% 
from 1952. There are increasing reports of increased delinquencies. 


It's a good time to rely more on Title I loans for your protection on 
Substantial sales. 


The Federal Reserve reports consumer credit at $27.4 billion, 


(continued on pree 9) 
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BRADLEY 
MIXED CARS 


bring you...Precision Service 


There is no substitute for 
our satisfaction in loading 
your order exactly as 
you want it. There is no 
substitute for your 
satisfaction in unloading 
Bradley Quality—and 
finding exactly what you 


expect—the best. 


Prompt Attention to Your nquiry for: 
Bradley Brand Hardwood Flooring 


Straight-Line Standard Strip 
Unit Wood Blocks 


Random Width Oak Plank 
All in Finished or Unfinished 


\ Risers 
0 A K Thresholds ¢ Stair Treads 
| ] Glued-up Panels 


LUMBER COMPANY TRAGE-MARKED ARKANSAS SOFT PINE 


Satin-like Interior Trim, Wall Paneling Mouldings and 
0 f A N K A N 5 A 4 Finish of supreme soft texture and figure; Stair Treads 


and Risers, Ceiling, Siding, Boards and Dimension 


OAK BEECH PECAN 


Call Our Nearest Sales Representative 


that work easily and nail without splitting 


GRP wien eee Bo oe tee A SRS 
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Se a Seas 
¥ 


The Bureau of Labor Statistics 
reported non-farm housing starts 
in October totaled 88,000, or 4,000 
below September and 13,100 fewer 
than in October 1952. 

In October of last year starts 
were 101,100 which included 99,200 
private homes and 1,900 public 
housing units. 

Despite this drop, however, the 
B.L.S. said that, barring “ex- 
tremes”’ in weather this month and 
next, “the Government’s estimate 
of close to 1.1 million housing 
starts for this year should be real- 
ized.” 

Officials said the 4,000-unit, or 
4%, drop from September was 
largely due to the ‘virtual ab- 
sence”’ of new public housing starts 
during the month. Private housing 
starts were only 1,000 below Sep- 
tember, they added. 

On a seasonally adjusted basis, 
private starts were at an annual 
rate of 1,006,000 in October, com- 
pared with 989,000 for September 
and 1,134,000 in October 1952. 

During the first 10 months of 
this year, privately owned hous- 
ing starts alone totaled 919,500, 
“slightly more” than in the com- 
parable 1952 period, according to 
the B.L.S. However, because of a 
drop in public housing starts this 
year, the total private and public 
housing figure for the first 10 
months is “lagging slightly behind 
a year earlier,” the B.L.S. added. 

The report said private housing 
activity so far this year has ex- 
ceeded the 1952 volume in all re- 
gions of the country except in the 
southern and west north central 
regions. 


NRLDA Suggests 
Free Hand for FHA 


The FHA should adopt one of 
two methods for making more cer- 
tain that insured mortgage loans 
will be available to prospective 
home buyers in outlying sections of 
the country, according to a state- 
ment by Henry J. Munnerlyn, pres- 
ident, National Retail Lumber 
Dealers Association. Munnerlyn 
suggests: 

1. A_ differential in interest 

rates. 

2. Additional origination and 
servicing fees in order to at- 
tract investors to those 
areas where funds often are 
not available under the pres- 
ent system. 


BuitpiInc Propucts MERCHANDISER 


October Starts 13,100 Below Last Year 


“This problem has been particu- 
larly acute during recent months 
in the south, southwest, and west- 
ern states, but at times, when 
mortgage money is_ relatively 
searce, difficulty in financing in- 
sured loans has been experienced 
in non-metropolitan areas in other 
parts of the country as well,’”’ Mun- 
nerlyn said. 

“The benefits of FHA insurance 
should be made equally available 
to home buyers everywhere and 
that can happen only when geo- 
graphical factors affecting the lo- 
cal supply of mortgage funds are 
recognized and provided for in 
FHA’s regulations. 

“When mortgage money becomes 
scarce, lenders tend to confine 
their loans to communities where 
the cost of arranging and servic- 
ing loans is the lowest, because 
that is the most convenient and 
profitable way for them to operate. 
However, allowance for geographi- 
cal factors will help to make funds 
available everywhere on an equal 
basis. 

“The areas in question account 
for at least one-third of all new 
homes built annually and thus rep- 
resent a large segment of the total 
housing market,’’ Munnerlyn con- 
cluded. 


Sees 7 Billion Dollar 
Modernization Market 


William Waldman, newly elected 
president of the Insulating Siding 
Association, predicts that the 
home modernization market will 
increase at least 10° during 1954 
and that at least 900,000 new 
homes will be built during the year. 

Waldman, president, Brixite 
Manufacturing Co., South Kearney, 
N.J., said that market studies by 
siding and roofing manufacturers 
indicate than more than 7 billion 
dollars will be spent on home mod- 
ernization in 1954. Of that total, 
more than 20% will be spent on 
roofing, siding and insulation. 

Another optimistic note sounded 
by the association president was 
the fact that the number of new 
homes built with insulating siding 
increased by 40° during the year, 
as compared with 1952. Credited 
for the increase was the acceptance 
late last year by FHA of insulat- 
ing siding installed over insulating 
board or exterior gypsum board 
sheathing. 
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WORK WAS STARTED on 88,000 new non- 
farm dwellings in October. This was 4,000 
under the September total—dve mainly to 
a sharp decline in public housing. The 
total was also 13,100 under October of last 
year, 


New Panel System 
Headlines Short Course 


A simplified panel system for 
exterior walls of houses will be 
presented at the University of Il- 
linois Small Homes Council's ninth 
annual short course in residential 
construction, January 20-21. The 
two-day session for dealers and 
contractors will be held on the 
university campus at Urbana, IIl. 

The panels, developed as part of 
a construction study sponsored by 
the Lumber Dealers’ Research 
Council, are readily adapted to a 
wide variety of house designs. 
They can be pre-assembled in the 
yards of builders or material deal- 
ers, and can then be trucked to the 
site along with pre-assembled roof 
trusses. Four feet in width and of 
wall height, the panels are so de- 
signed that windows can be incor- 
porated in the panels prior to ship- 
ping them to the site. 

How the panels can be used will 
be illustrated by five house plans 
of contemporary design developed 
during the study. Designed for dif- 
ferent climates and_ sites, the 
houses can be easily varied in ap- 
pearance. Each of the plans has 
three elevations and three roof 
systems. Each can be built on a 
slab, over a crawl space, or over a 
basement. A variety of window 
treatments can be used. The houses 
have from 960 to 1,120 square feet 
of floor area. 

Another highlight of the two- 
day program will be a comprehen- 
sive discussion of the post-and- 
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beam method of house framing 
its effect on architectural design, 
insulation problems, consumer ac- 
ceptance, construction problems, 
structural design, costs. This meth- 
od of framing, which results in 
open-ceiling rooms, was developed 
in California and is spreading east- 
ward. Construction and design of 
windows, radiant heating research 
and air-conditioning are other top- 
ics included on the program. 
Registrations for the _ short 
course are being accepted now by 
the Division of University Exten- 
sion, which is cooperating in pre- 
senting the two-day session. The 
$12.50 registration fee will include 


the annual dinner, the field trip to 
housing developments and research 
activities, and ‘the publications to 
be distributed to registrants. Ad- 
ditional information can be obtain- 
ed from R. K. Newton, Supervisor 
of Engineering Extension, 7131, 
South Wright St., Champaign, IIl. 


Rising Civilian Use 
Absorbs Aluminum Cutput 


Military demand for aluminum 
has slacked off this year but civil- 
ian consumption is rising enough 
to bring 1953 shipments up to a 
new “all-time record high” of 3.4 








NOW you can offer your prospects a wide 


range of plywoods 


...a choice of AETNA- 


PLY products from mills all over the world 


. a sure-fire way to increase sales. 





AETNAPLY PRODUCTS 
™ 


Plywood 

Hardwood and 

Fir in all sizes 

and grades 
Over 50 species of 
Plywoods and Veneers 
Foreign and Domestic 
Cupboard and 
Flush Doors 
Glues and 
Sealers 

7 


24-hour shipping 
service 


—— 


—— 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. * 


With AETNA as your supplier you never 
miss a sale for lack of variety in species, 
grades or sizes (standard, odd sizes, cut to 
size). Whether you want Decorative or 
Utility plywoods — Interior or Exterior — 
if it’s plywood you can bet AETNA has it! 


You can sell plywood from all over the 
world and still keep your inventory low. 
AETNA’S 24-hour Shipping Service is 
geared to fill orders fast... quicken your 
.. EXPAND YOUR SALES. 


W rite for Aetna’s New Price Lists TODAY! 


turnover . 


Chicago 22, Ill. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford, Detroit 


Call 
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AETNA for PLUS VALUE 


in PLYWOOD 





billion pounds, the Commerce De- 
partment said last week. 

This would be about 700 million 
pounds more than last year’s ship- 
ments, and doesn’t include alumi- 
num going into the national stock- 
pile. The size of the stockpile is 
secret. 

The estimate of this year’s ship- 
ments came from the Aluminum 
Division of the Department’s Busi- 
ness and Defense Services Admin- 
istration, successor to the National 
Production Authority. It said the 
increase in shipments of all forms 
of aluminum this year “is attribu- 
table to expanded use of aluminum 
in civilian products.” 


Erects Building 


Resembling Sphere 

An 85-foot-high building that 
covers two acres has been built by 
R. G. Le Tourneau, Inc., at Long- 
view, Tex., and not one of the 
workers who erected the big struc- 
ture even left the ground. 

Shaped like half a gigantic ten- 
nis ball, the building is made en- 
tirely of aluminum and needs no 
structural supports. Le Tourneau, 
which said the space can be used 
as an auditorium, warehouse or 
even a factory, describes the con- 
struction feat this way: 

A center column was erected and 
a sliding collar attached to it. Next 
a circle of concave aluminum sheets 
was bolted to the ring, and the 
whole business was hoisted into 
the air. 

After that, a second row of 
sheets was attached to the first. 
As still more rows were bolted in 
place in concentric circles, all of 
them were hoisted from the ground 
until they formed a huge umbrel- 
la 300 feet in diameter. The foun- 
dation was set last and the rest of 
the building lowered onto it. 

The result, according to Le Tour- 
neau, was an enclosure that covers 
70,686 square feet and—if used as 
an auditorium—can accommodate 
12,000 persons. 


Competition Brings 
Talking Ad Gimmicks 


The widespread buyers’ market 
for virtually all types of consumer 
goocs is opening new fields for de- 
signers and manufacturers of 
point-of-purchase advertising de- 
vices. 

Oil cans that talk to motorists, 
home appliances that deliver their 
own sales pitch and vending ma- 
chines that compliment your choice 
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"AMF De WAT is the finest. 
all-around saw I've used in 57 years!" 


“I’ve been in the lumber and woodworking business for 57 H| e | | 
years. Take my word for it, De Walt’s the best. That holds J ny | WOK vcls 
true whether you need a saw to make one or many cuts ARE BETTER...dy design 
“De Walt" is not only a perfect cut-off saw, but I've used it 
to rip, bevel, miter, plough, shape and make other cuts. And 
it adjusts easily to make any cut, quickly and accurately. De Watt IN¢ @ Lancaster, Pa. 
“I’ve used this De Walt for the past 12 years. All that time 
it’s done heavy service, 8 hours a day. What’s more, it’s 
needed no maintenance. 
“It isn’t often that a machine gives you perfect perform- 

_ ; ee ; : ’ ae POWER SAWS 
ance day after day, year after year. That’s why it’s such 
a pleasure to use De Walt, it does just that.” SOS NS SND SNS GED GED CED CED GD GD GED GaN GD ED CED CED CDG 


ad 
! 
j DE WALT Inc. Dept. AL-53-12, Lancaster, Pa. 
De Walt’s unmatched speed, versatility preci- 
sion and safety can save you time, money and i 
labor in your operations. See your AMF DeWalt =| 
! 
! 
I 
| 
i 


Piease send complete information on the 
De Walt Radia! Power Saw line, 


NAME___ 
dealer for full details. 


ADDRESS 
Increase your all-around efficiency. MAIL THIS COUPON TODAY. 


city ZONE STATE 


! 
| 
I 
i 
! 
! 
| 
! 
t 
ri 
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of merchandise are just a few of 
the point-of-purchase gimmicks 
now in use or on manufacturers’ 
drawing boards. 

Midget record players, operated 
by flashlight batteries and the de- 
velopment of miniature speakers in 
tone-arms, now enable manufac- 
turers of displays to sell them for 
as little as $7.85 per unit in quan- 
tities as compared with about $125 
only a few years ago. 

Sears Roebuck is trying the idea 
on refrigerators. When the door is 
opened, the concealed record gives 
the customer a concise sales talk. 
The record players are small 


enough to be hidden in a paper 
milk carton in plain view on the 
shelf. 

In the trial stage is an ordinary 
quart can of motor oil which an at- 
tendant places in a customer's 
hand. The short-play record in- 
side the can delivers a sales mes- 
sage outlining the merits of the 
oil. 


The use of talking displays has 
obvious interest to retailers of 
building materials. It seems one 
answer to the problem of handling 
customers effectively during peak 
selling hours. 


e 


Rossoro Lumber Company 
Springfield, Oregon 


12 (To obtain more data on advertised products see page 179) 


High Quality Douglas Fir 
and West Coast Hemlock 





1954 CONVENTION DATES 
Januar 

11-12-13, Kentucky, Louisville, Brown 
Hotel 

12-13-14, Northwestern, Minneapolis, 
Auditorium 

17-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
and Sherman Hotels 

19-20-21, Ohio, Cleveland, Public Au- 
ditorium. 

25-27, Northeastern, New York City, 
Statler Hotel 

25-26-27, Western Retail, Spokane, 
Wash., Davenport Hotel 

27-29, Southwestern, Kansas City, 
Mo., Municipal Auditorium 


February 

2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel and Civic Auditorium 
3-4, Western Pennsylvania, Pitts- 
burgh, Wm. Penn Hotel 

3-4-5, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Tllinois, Chicago, Hotel Sher- 
man 

10-11-12, Mountain States, 
Shirley-Savoy Hotel 
16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19, Virginia, Old Point Comfort 
(no exhibits) 

22-23. West Virginia, Charleston 
W.Va., Daniel Boone Hotel 

24-25-26, Nebraska, Omaha, City Au- 
ditorium 


March 

2-3, North Dakota, Fargo, City Au- 

ditorium 

2-3-4, Indiana, 

Temple 

4-6, Intermountain, Salt Lake City, 
10-11-12, Iowa, Des Moines, Exhibit 
ldg. 

16-17-18, Carolina, 
rangements pending 
17-18, Louisiana, New Orleans, Jung 
Hotel 

17-18-19, Independent Retail Associa- 
tion, Minneapolis, St. Paul Auditor- 
ium 

24-25, South Dakota, 

Coliseum 

24-25-26, New Jersey, Atlantic City, 
N.J., Hotel Claridge (No exhibits) 
25-26-27, Tennessee, Memphis, Audi- 
torium (no exhibits) 

April 

5-6, Mississippi, Biloxi, Buena Vista 
Hotel 

8-9-10, Florida, Jacksonville, George 
Washington Hotel (no exhibits) 
11-12-13, Texas, Fort Worth, Will 
Rogers Coliseum. 

20-21-22, Southern California, Los 
Angeles. Statler Hotel 

21-22, Kansas, Salina, Lamer Hotel 
(no exhibits) 

22-23-24, Arizona 
San Marcos Hotel 

23-24, Northern California, Yosemite 
National Park, Ahwahnee Hotel (no 
exhibits) 

All conventions have exhibits unless 

noted in the listing 


Denver, 


Indianapolis, Murat 


Charlotte, ar- 


Sioux Falls, 


Chandler, Ariz. 
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Cut custofiat kick-backs —..—— 


| pas | | | 


: 


ARCH-HOR Flush doors 


Hasko Arch-Kor Doors have trouble-free quality 
built-in . . . a result of Haskelite’s uniformity 

of construction, uniformity of materials, and 
uniformity of production methods. This arched 

rib gives maximum panel support which eliminates 
buckling, gives the door greater dimensional 

stability and resistance to warping. 

The Arch-Kor Door is another instance of 

how Haskelite, through engineering leadership and 
constant attention to quality construction and control, 
helps you overcome your sales or installation 
problems . . . cuts down on profit wasting 
customer kick-backs. 


Write for detailed catalog 
information today! 


sie HASKELITE MANUFACTURING CORP. 


Grand Rapids, Michigan 
Mobile, Alabama 
Marquette, Michigan 
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NRLDA Asks Liberalized FHA Program 


A score of recommendations de- 
signed to encourage new housing 
construction and repair and mod- 
ernization work have been submit- 
ted to President Eisenhower's 
Committee on Housing by the Na- 
tional Retail Lumber Dealers As- 
sociation. 

The association urged that the 
terms of FHA Title I loans be lib- 
eralized, that the maximum limits 
on loans for single family homes 
be increased to from $16,000 to 
$20,000, and that down payment 
requirements on Title II loans be 
revised to eliminate discrimination 
against buyers of houses in the 
$11,000 to $15,000 price brackets. 

NRLDA recommended that FHA 
extend terms on Title I moderniza- 
tion loans to either $3,500 for five 
years or $5,000 for seven years. 
The association also suggested 
that FHA put into force the prin- 
ciple of the open-end mortgage and 
that it study the possibility of in- 
suring mortgage loans up to $5,000 
with a maturity of at least 15 to 
20 years for substantial moderniza- 
tion. 


It also advocated a secondary 
mortgage market facility to be pri- 
vately operated without government 
funds, but with sufficient govern- 
ment supervision to assure that 
any policies adopted would con- 
form to the general policies of the 
federal agencies concerned. 

To eliminate confusion and dup- 
lication of expense, NRLDA urged 
that the staffs of FHA and the Vet- 
erans Administration be combined 
under FHA so that there would be 
only one organization making ap- 
praisals, credit examinations, and 
field inspections. 

Other recommendations included 
complete separation of public hous- 
ing, slum clearance, and other wel- 
fare activities from the purely 
credit functions of the government 
and recognition of the principle 
that the responsibility for such 
welfare functions should be placed 
principally on the state and com- 
munity governments. 

NRLDA also proposed that cer- 
tain emergency and special func- 
tions of the Housing and Home Fi- 
nance Agency be discontinued, that 
the agency relinquish its operating 
and liquidating functions, and that 
it serve as a coordinating and su- 
pervisory agency over FHA, the 
Home Loan Bank Board, and the 
Public Housing Administration. 
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EXTERIOR VIEW of the Stern & Price house as constructed on the roof of Macy’s downtown 


San Francisco department store. 


Department Stores Build Homes on Roofs 


A home merchandising technique 
new to the West Coast is now at- 
tracting public attention in San 
Francisco where home _ builders 
Stern and Price and home designer 
Cliff May have emulated Mahomet 
who went to the mountain when 
the mountain wouldn’t come to 
him. 

The enterprising “salesman” 
have taken their homes to the cus- 
tomers, by transplanting their 
product from the neighborhood 
suburban sites to the roofs of two 
downtown San Francisco depart- 
ment stores where hundreds of vis- 
itors are daily streaming through 
both houses. 

Cliff May built his house, an 836 
square foot, 5-room home priced 
to sell at $7,495 on a level lot, on 


the 8th floor roof-top sales room 
of W. & J. Sloane. It is complete 
with garden, patio, carport and 
cream colored MG automobile. 

Stern & Price built their full- 
size 3-bedroom home, also complete 
with garden patio, play yard and 
service area, on the roof of Macy’s 
San Francisco store. The $8,650 
house is one of the models Stern & 
Price are building in their 1,600- 
home tract in Cupertino, on the San 
Francisco peninsula. 

The Macy “home on the roof” 
features vertical redwood siding, 
sloping gable roofs, exposed beam 
ceilings, floor to ceiling windows in 
all rooms, masonry dividing walls 
tween kitchen and living areas and 
a carport with enclosed storage 
space. 





New Orleans Mayor 
Honored by Builders 


The National Association of Home 
Builders has honored Mayor de- 
Lesseps S. Morrison of New Or- 
leans for outstanding leadership in 
the fight to clean up the slums of 
the historic port city. 

In tribute to his efforts in the 
anti-slum crusade sparked by the 
home builders in New Orleans and 
other cities around the country, 
Morrison was presented with a 
massive bronze plaque at the open- 
ing session of the annual congress 
of the American Municipal Asso- 
ciation at the Hotel Roosevelt, New 
Orleans. 

The plaque was presented by 
Salt Lake City builder Alan E. 
Brockbank, immediate past presi- 


dent of NAHB and chairman of 
the NAHB’s housing rehabilitation 
committee. 

Brockbank pointed out that, al- 
though New Orleans began looking 
into the NAHB plan only last 
spring, it already has rehabilitated 
one block of homes in one of the 
city’s worst slum districts and is 
preparing to do the same for 300 
housing units in the surrounding 
area. 

In addition, he said, the New 
Orleans budget now includes whole- 
sale rehabilitation job on 5,000 
blighted dwellings in the city dur- 
ing 1954. That would account for 
more than 11% of the city’s 45,000 
substandard houses and would give 
New Orleans a good start toward 
its announced goal of rehabilitat- 
ing all its slums in the next nine 
years. 


December 14, 1953, AMerican LUMBERMAN 6 





are a distributor, 
Plywood. Under 
handled by 
Properly serve th 
and through ther 











Evaneer from Evans’ ow N stands o 
Produced in | vans’ mills, Shipped 
ly and dependably has made “Evar 





dealer, or user of Douglas Fir 
this Policy Evaneer Sales are 
Y recognized distributors — Who can 
© specialized needs of dealers, 
n, the ultimate user, 





ir Plywood 
| sells Evoneer Douglas ” 
le icin distributors. 


ith 
1. tvons backs distributors and dealers * 
oggressive merchandising and promotion material. 


f timber, 
Prompt- 
1S” mean 


“a good source of Supply” for al] Standard 


grades of Interior water-resistant 


and } X 


terior water Proof Douglas Fir Plywood 
Evang Products Company, Western Divi- 


n, Dept. §-7 ‘lymouth, J 


lichigan 


Wills at ( 00s Bay, Ore ° Roseburg, Ore. ; 


ance uver, B c. 





BuILpING Propuctrs Merce HANDISER 





DOUGLAS FIR PLY W000 ong 


MEMBER . DOUGLAS FiR PLYWOOD a 


W000 PRODUCTS 


(To obtain more data on ada ertised products See page 17 





FOR SUMMER COMFORT, 


the U. S. National Bureau of Standards rates 
multiple layers of aluminum FIRST 


among all insulations it tested, as reported in its booklet, 
“Effect of Ceiling Insulation upon Summer Comfort,” BMSS52. 
(You can get it at our expense.) 


T o be comfortable in summer you must ward 
off unwanted heat rays or radiation. Most heat 
flow thru a roof space in summer is by radiation. 
There is no convection down, and little conduction 
thru low density air. 


Temperatures can reach over 140° F. in some 
attics. With an absorptivity for heat rays of only 3%, 
reflectivity 97%, and emissivity 3%, multiple accor- 
dion aluminum is an effective shield against summer 
heat. The slight mass of its components, air being 
preponderant, makes it very low in heat storage. 


COST OF AIR-CONDITIONING REDUCED 


This shield against radiant heat lifts part of the 
load from house-cooling equipment, reducing in- 
stallation and up-keep costs. But the building, which 
is not artificially cooled, needs this shield even more! 


Multiple accordion aluminum is also markedly 
effective against radiation through a wall space. 


Air of higher outside temperatures will support 
more vapor than the cooler air inside a building. 
Often vapor flows from the outside to the inside of 
the house, obedient to the law of physics that vapor 
travels from areas of greater to less density. 


Multiple accordion aluminum has long, continu- 
ous metallic sheets on both sides which are impervi- 
ous to water vapor. Infiltration under the flat, stapled 
flanges is slight. The scientific construction of mul- 
tiple layers of aluminum, fiber and air spaces, mini- 
mizes condensation formation on or within this type 
of insulation. Timber rot, crumbling plaster, peeling 
paint, etc. are minimized. 


COST OF INFRA INSTALLED 
in new construction between wood 


joists, material with labor Name 


CAUTION: We do not recommend that vapor 
barriers be placed on both sides of all insulations. 


IN WINTER, NEED FOR INFRA EVEN GREATER 


The low conductivity, the slight heat ray absorp- 
tivity and emissivity of multiple accordion alumi- 
num, and the retarding of inner and outer con- 
vection by the multiple layers of metal and fiber, 
amazingly effective in summer, assume paramount 
importance in winter when this 3-fold bar to out- 
ward heat flow cuts fuel bills and increases comfort. 


NEW INSULATION NOW GIVES EDGE TO EDGE COVERAGE 


Multiple accordion aluminum is now available 
which completely covers and protects the space 
between studs or joists with a “blanket” of uni- 
form depth. Commercially, it is available as Infra 
Insulation, Types 6-Si and 4-Si. Write for descrip- 
tion and samples. Use the coupon to get the booklet 
on “Summer Comfort.” 


RES 


INFRA INSULATION, INC. } 

525 Broadway, N. Y. C. Dept. U. 12 | 

(0 Send Bureau of Standards Booklet 
BMS52. — Send Infra samples. 


5 
REPORT BSS? 








Type 6-S; under 9¢ sq. ft. Firm 





Type 4-S; under 7/2¢ sq. ft. Address 


Laeseeeeseeanwowoeaeoeoeand 


INFRA INSULATION, INC., 525 Bway., New York, MW. Y. WOrth 4-2241 
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Report from 


Editor's Note—In recent issues we have 
urged our readers to send us their ques- 
tions on the Washington scene. The 
material that follows covers the most 
frequently asked questions recetwed 


Q. Does anybody have figures on 
the American habit of moving from 
one house to another? 


A. The Census Bureau has re- 
cently released the statement that 
18% of American families move 
once a year or oftener; 42% once 
in five years; 39% stay put for 
more than five years; and about 
1% don’t move at all. There's less 
moving in big cities than in smaller 
communities; and single people 
move less frequently than do mar- 
ried people. 


Q. What about Federal finances? 
All those fancy words get a person 
balled up; so are we busted or are 
we busted? 


A. Don’t bother too much about 
technical terms and processes. For 
comparative purposes, better stick 
to simple deficits; since they’re 
likely to be with us for a time, 
even though we’re NOT busted. 

We're about the most unbusted 
country in the world. Secretary of 
the Treasury Humphrey says there 
will be a deficit of from eight to 
nine billion dollars in the fiscal year 
ending June 3, 1955. That isn’t 
hay; and the secretary doesn’t 
think it is. He’s been going a lot of 
heavy lifting; trying to reduce the 
amount. Clear down to nothing, if 
possible. 

A country isn’t necessarily broke 
if it runs a deficit. It is broke if 
the Treasury can’t borow the mon- 
ey to cover the deficit. Andrew 
Mellon used to berrow carfare from 
his secretary. But he wasn’t bust- 
ed, and neither is Uncle Sam. 


Q. What as of now are the of- 
ficial predictions, if any, for con- 
struction totals in 1954? 


A. The Commerce and the Labor 
Departments, which may be con- 
sidered official, estimate the dollar 
value of new construction for next 
year at $34 billions; about 2% less 
than the estimated amount for this 
year. 

It’s a sum that would place 1954 
pretty high among the construction 
big years. Private building is es- 
timated at $22.8 billions; a decline 
of about $600 millions from this 
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year’s figures. Public construction 
is expected to remain about the 
same; little if any change from this 
year. Dollar value of new residence 
units will be down by 7%; but 
home improvements, often known 
as “dealer business,” will probably 
increase by 18%. Farm building, 
because of lowered farm income, 
will decline by 12%. Office build- 
ings, warehouses and the like are 
due for an increase of 18%. 


Q. What if anything is being 
proposed about double taxation? 


A. Corporations of course pay 
corporate income taxes on earn- 
ings; including those earnings later 
distributed to stockholders as divi- 
dends. Then, stockholders pay indi- 
vidual income taxes on the divi- 
dends. Canada allows stockholders 
an offset credit of 10°; but it 
seems certain that the United 
States will not allow that large a 
credit. There’s talk of a 5% credit; 
but even this amount is uncertain. 


Q. Does the President’s  turn- 
down of the Federal Tariff Com- 
mission’s recommendation for high- 
er import duties on briar pipes 
mean that the Administration will 
ask for generally reduced tariff 
rates? 


A. President Eisenhower's de- 
cision did not follow the usual ar- 
gument for lowered tariffs. That 
argument is along the line that 
calls for American economic sacri- 
fices so that our foreign friends 
can sell goods in our markets and 
thus accumulate dollar exchange 
with which to buy our export 
goods. 

The President stated simply that 
the slump in the industry under 
consideration had not been caused 
by foreign competition and could 
not be corrected by higher tariffs. 
The slump was due to the fact that 
Americans had been buying fewer 
pipes. Some people say the Presi- 
dent does favor a more liberal im- 
port policy. But this special case 
seems neither to prove nor to dis- 
prove the statement. 


Q. What is the “new policy” in 
foreign trade that Sinclair Weeks 
has suggested? 


A. Secretary Weeks of the De- 
partment of Commerce suggested 
this new policy in an address to 
the National Foreign Trade con- 
vention in New York. He called it 


WASHINGTON 


“fair competition — hard, tough, 
fighting, but fair competition.” 

Mr. Weeks thinks American in- 
dustry can and should face foreign 
competition on this basis; at most 
points, except one, without special 
protection. The exception centers 
about the fact that American labor 
is paid higher wages than is for- 
eign labor. “I am not willing,” he 
said, “to have American industry 
compete at the expense of the 
standard of living of American la- 
bor.”’ 


Mr. Weeks suggested a gradual 
shift of the present tariff laws to a 
type of protective legislation cen- 
tering largely, if not exclusively, 
around wage differentials and the 
relative productivity of American 
and foreign labor. Other points 
could be left to competitive adjust- 
ments. 


Q. Is there a possibility of re- 
viving the U.S. census of business 
and manufactures, the one for 
which Congress failed to make an 
appropriation? 


A. This page heard a high Fed- 
eral official say the government 
had “fallen flat on its face’ when it 
left this project for dead on the 
floor of the economy drive. This 
special census, taken once in five 
years, is intended to produce a 
complete and exact picture of this 
big sector of the economy; by 
states, cities, counties, lines of busi- 
ness, number and kinds of stores 
and factories, dollar totals of sales 
and payrolls, number of employes 
and so on. 

There’s been much protest from 
business over the dropping of the 
project; and a big effort is to be 
made to get this census reinstated. 
The “saving” was about nine mil- 
lion dollars. The loss to the Bureau 
and to business simply can’t be cal- 
culated. The Bureau is one of the 
most efficient of Federal agencies; 
at least it was. The rank and file of 
workers who handle the torrents of 
figures must be highly trained. 

It is said around the Bureau 
that no worker is fully equipped 
until he’s been through one of the 
big ten-yearly censuses. Failing to 
grant the appropriation has led to 
the discharge of large numbers of 
these skilled workers. There may 
be a hasty finding of the needed 
money; but much of the blue rib- 
bon staff has already gone with 
the wind. 
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DEALERS WHO EXPECT THE BEST 


CHOOSE ECONOMICAL CHICKASAW 
A. C. Plank Flooring 


CHICKASAW A. C. Plank Flooring is manufactured in 
3” and 4” widths, Prefinished, with Walnut or Oak plugs 
inserted in the center of each plank near both ends. Cus- 
tomers have the privilege of specifying Red Oak or White 
Oak. 


The grade of A. C. Plank Flooring is Sound and Better, 
with all of the upper grades included. 


The trade name “A. C.” serves us as a constant reminder 
that “A. C.” is an abbreviation for actual count, that you 
simply add 4 to 5% tor mechanic’s waste to actual floor 
space to be covered in determining amount of flooring to 
be used. All A. C. Plank flooring is shipped in equal 
amounts of. lineal feet of 3” and 4” widths, so the two 
widths can be alternated across the room. 


CHICKASAW A. C. is the baby plank, a magnificent prod- 
uct, one of America’s finest flooring attractions. 


# Member National Oak Flooring 


Manufacturers Association 


Memphis Hardwood Flooring Co. 


1591 Thomas Memphis, Tenn. Phone 8-7306 Since 1905 


Makers of Quality Oak Flooring 


Read the story on how to lay oak flooring in 
your HOME Maintenance and Improvement 
Magazine (Winter Issue) 
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CABINET HARDWARE 


Four beautiful “Matched” designs Authentic Colonial “Heart” design. 
in Polished Chromium. A design “Old Weathered” Black, Antique 
for every purse and purpose. Copper and Swedish Iron finishes. 


1, Made of Wrought Brass in Polished 

or Dull finish, also available in Dull WROUGHT BRASS CARINE 
Bronze, Dull Chromium and Polished “oe 
Chromium finishes. 


2. Patented Wintite SASH LOCKS—can- 
not be opened from the outside. Con- 
structed of Wrought Steel or Brass in 
five beautiful finishes. Sash lifts to match. 


3. Furniture Trim of traditional pat- 
terns in Antique English finish or mod- 
ern design in Satin Brass finish. For 


rejuvenated or unpainted furniture. 


FEATURES EXCLUSIVE OR ORIGINAL WITH Amerock 


Triple-plated chromium finish— Taped wood screws—convenient Notched machine screws —2 5-knuckle hinges, raised joints, 
copper and nickel underpletings. to handle, assures full count. screws in 1. Notched piungers. precision countersunk screw holes, 





f------------ _ 





| AMERICAN CABINET HARDWARE CORP.. ROCKFORD, itt, Al-12 


| « Z 
ASK YOUR JOBBER Please send latest catalog on Amerock” Cabinet Hardware to: 


or send for complete catalog 








GENUINE 





HARDWARE 
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When you need strong, moisture-resistant 
bonds, you'll find the answer in Cyanamid’s 
URAC Resin 185. In doors, cabinets, 
counter tops, panels and many other ap- 
plications, URAC bonds stand up under 
rough use and moisture. 


This urea-formaldehyde resin adhesive is 
gap-filling, craze-resistant, fungicidal. It 
makes one of the strongest possible joints. 
Moisture-resistance tests have shown wood 
will deteriorate before the URAC 185 bond. 
It’s easy to mix, easy to work with (sets 
at room temperature and low pressure .. . 
can also be used with strip heating). 


That’s why URAC 185 is first choice with 


(To obtain more data on advertised products see page 179) 


America’s leading manufacturers of fine 
wood products for a wide variety of as- 
sembly and secondary gluing operations: 
bonding of decorative laminates to ply- 
wood or lumber cores, lumber core bond- 
ing, bonding of edge veneers, etc. 


Write today for complete information. 





CY 





> 
AMERICAN Cyanamid LOMPANY 


PLASTICS ANU RESINS DIVISION 
30 Rockefeller Plaza, New York 20, N. Y. 


In Canada: North American Cyanamid Limited 
Royal Bank Building, Toronto, Ontario 
5550 Royalmount Avenue, Montreal, Quebec 
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3 NEW LINES of 


Grand Traverse Sales Co. | 
proudly presents 3 beauti- 

ful new lines of Birch flush hunrel 

doors — each a leader in (4SA 


low price, each quality 


made for fastest turnover! FLU S H D ‘@) O ~ S 


Shoreline ADMIRAL —made from A-Select Birch 
Shoreline COMMANDER —made from A-Birch 


Shoreline CHIEF —made from Paint Grade Birch 








LOWEST PRICES URAC 185 Resin Adhesive 
ANYWHERE! 


Volume production of over 
10,000 doors a day from 3 
modern plants — backed by 
the resources of 11 of North 
America’s most promineni 
The Shoreline ADMIRAL Birch mills— assure you the 
—o ty Sar Ge lowest priced flush doors 

available. Each Shoreline 
grade costs less than any 
other doors of comparable 
quality. 


gives outstanding strength to 
all Shoreline doors. Urac 185 
is unique in its adhesion to 
narrow cross sections of the 
hollow door cores. It provides 
a gap-filling, craze resistant 
glue _ reinforcement which 
keeps Shoreline doors fiat, 
strong, greatly resistant to 
warping, checking and crack- 
Sell more flush doors than ng. 
ever before! Shoreline 


doors are quality made 




















stiles, rails and cores are 

milled to micrometer readings, with 24 market! Your customers will snap at the 
pieces of 5/8” all wood ladders and beav- outstanding Shoreline values. Mail the 
tifully finished Birch faces. The use of coupon today! 

Urac 185 guarantees that each Shoreline 

door will lay flat without any dips or waves. 

And prices are lowest of any doors on the 


Grand Traverse Sales Co. 
Suttons Bay, Michigan 


Please send me at no obligation complete information and 


GRAND TRAVERSE SALES [iaaaane 
COMPANY cae 


SUTTONS BAY, MICHIGAN BIRMINGHAM, MICHIGAN Address 
TEL. SUTTONS BAY 61-71-93 TEL. MIDWEST 4-3450-1-2-3 


City 
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YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOoW DISTRIBUTORS 
Rocky Mount, Virginia 


ARKANSAS 
CENTRAL ReGeW DISTRIBUTORS OF ARKANSAS 
North Little Rock, Arkansas 


CALIFORNIA 
CALIFORNIA BUILDERS SUPPLY, INC. 
Richmond, Fresno, Sacramento 
T. M. COBB CO 
Los Angeles, San Diego 


COLORADO 
LUMBER DEALERS, INC. 
Denver, Colorado 


CONNECTICUT 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


DELAWARE & DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC, 
Baltimore, Maryland 


FLORIDA 
V. E. ANDERSON MFG. CO. INC, 
Bradenton, Fla. 


GEORGIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


IDAHO 

BOISE SASH & DOOR, INC. 

Boise, Idaho 

JOHNSON BROS. PLANING MILL CO. 
idaho Falls, idaho 


ILLINOIS 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentucky 
IMSE-SCHILLING SASH & DOOR CO 
St. Louis, Missouri 
ReOQeW WINDOW CO 
Joliet, Illinois 


INDIANA 
V. E. ANDERSON MFG. CO., INC 
Owensboro, Kentucky 
ReOoW WHOLESALE DISTRIBUTORS, INC 
Norwood, Ohio 
ReOQeW WINDOW CO 
Joliet, Illinois 


1OWA 
ANDREW A. KINDEM & SONS, INC 
Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT CO 
Merrill, Wisconsin 


KANSAS 
MARTIN MATERIAL CO. 
Kansas City, Missouri 


KENTUCKY 
V. E. ANDERSON MFG. CO. INC 
Owensboro, Kentucky 
ReQeW WHOLESALE DISTRIBUTOR, INC, 
Norwood, Ohio 


MAINE 
GENERAL WOODCRAFT CO., INC 
North Bergen, New Jersey 


MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 


MASSACHUSETTS 
GENERAL WOODCRAFT CO., INC 
North Bergen, New jersey 


MICHIGAN 
FLINT SASH & DOOR CO. INC. 
Flint, Saginaw, Michigan 
PORTER-HADLEY CO 
Grand Rapids, Michigan 
ROYAL OAK WHOLESALE CO 
Royal Oak, Michigan 


MINNESOTA 
ANDREW A. KINDEM & SONS, INC, 
Minneapolis, Minnesota 


MISSOURI 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 
MARTIN MATERIAL CO 


R:-O-Ws outsell other windows by 2 to 1 ao =a 
Production economies have made it possible FALLS WINDOW & CABINET SHOP 
to sell this premium quality window (with INTERSTATE LUMBER co. 

the extra-value removable feature) at a WESTERN BUILDERS 


° ° ° e Billiags, Montana 
lower price than ordinary quality windows. maeneene, 


THE SOTHMAN CO 
Grand Island, Nebraska 


lif 4 ° | NEW HAMPSHIRE 
GENERAL WOODCRAFT CO., INC. 
you can | t it out iil y North Bergen, New Jersey 
NEW JERSEY 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 


R*O'W SALES COMPANY 1344: - 68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK 
GENERAL WOODCRAFT CO., INC 
North oe New Jersey 
A. ROBERSON & SON. INC 
Binghamton, New York 
THE WHITMER-JACKSON CO. INC 
Buffalo, Rochester. New York 


NORTH CAROLINA 
DALTON-BUNDY LUMBER CO., IN 
Norfolk, Virginia 
MILLER MILLWORK CORP 
Charlotte, North Carolina 
ReOoW DISTRIBUTORS 
Rocky Mount, Virginia 


NORTH DAKOTA 
JACK R. KINNARD & CO. 
Minot, North Dakota 


OHIO 
FABROW MFG., INC 
Toledo, Ohio 
THE MAHONEY SASH . DOOR CO. 
Canton, Youngstown, Ohi 
ReOeW WHOLESALE DISTRIBUTORS, INC. 
Norwood, Ohio 


OKLAHOMA 
LUMBERMEN’S SUPPLY CO. 
Oklahoma City, Oklahoma 


OREGO 
ACME MILLWORK _ 
Kirkland, Washingto 
SPOKANE SASH & “DOOR co. 
Spokane, Washington 


PENNSYLVANIA 
ADELMAN LUMBER CO. 
Pittsburgh, Pennsylvania 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 
A. ROBERSON & SON, INC. 
Binghamton, New York 


RHODE ISLAND 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


SOUTH CAROLINA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virgmia 


SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO. 
Watertown, South Dakota 


TENNESSEE 
V. E. ANDERSON MFG. CO., INC, 
Owensboro, Kentucky 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


TEXAS 
CHUPIK WOOD MFG. CO., IN 
Temple, Texas 
KRITZER SUPPLY CO, 
Amarillo, Texas 
LUMBERMEN’S SASH & DOOR CO. 
Dalias, Texas 
SOUTHWEST SASH & DOOR CO. 
Houston, Texas 
H. E. WOODRUFF CO. 
Corpus Christi, Texas 


UTAH 
R. W. FRANK & CO. 
Salt Lake City, Utah 


VERMONT 
GENERAL WOODCRAFT CO. INC. 
North Bergen, New Jersey 


VIRGINIA 
DALTON-BUNDY LUMBER CO., IN 
Norfolk, Virginia 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


WASHINGTON 
ACME yo INC 
Kirkland, Washington 
SPOKANE SASH ee DOOR CO. 
Spokane, Washington 


WEST VIRGINIA 
ReQeW DISTRIBUTORS 
Rocky Mount, Virginia 


WISCONSIN Buyers of modern homes are entitled to the 
; N N e 
————" convenience and beauty of removable wood 


WYOMING windows. No other window can duplicate 
FOWLER & PETH 


Cheyenne, Wyoming the weather-snug construction of R-O-Ws. 
CANADA 0. . ail. 

CALGARY SASH & DOOR CO. Over 8,000,000 R:-O Ws are now in daily use. 

Calgary Alberta, Canada 

CRANBROOK SASH & DOOR CO. 

seen B.C A, g~ Pe 53. ive. ‘ . ‘. 

HAYWARD BUILDI UPPLI 

Camonton, Alberta, Canad wash both sides indoors 

MT. PLEASANT SASH & *DooR co. ; 

Vancouver, B. C., Canada 

D. PORTER & SON 

Stellarton, Nova Scotia 

CUSHING MILLS, LTO 

Calgary, Alberta, Canada 


R*O°-W SALES COMPANY 1344: - 68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 


manufactured Appalachian Hardwoods. 


*Christian Lumber Co 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


Monticello, Ky. 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Dota and Air Dried Appalachian Hardwoods 
Century” Oak and Maple Flooring 


*M. E. Crisp Lbr. Co Welch, W. Va. 
West Virginia and Kentucky palachian Hardwoods, Oak. 


Poplar, Beech, ga Ash, 5 Chestnut and other 
hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co... 
Hemlock. Hard woods, 


.Robbinsville, N. C. 
Flooring, Dimension 


Consult them on your next hardwood requirements. 


*The Mower Lbr. Co Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued-up Dimension. 
Dry Kiln and Planing Mill facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord and Pettus, W. Va. 


*Wood-Mosaic Co., 


Inc Louisville, Ky. 
“Parkay” 


Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick. Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky 
Complete é of Appalachian Hardwoods. 


"Maple 
and Oak Flooring 


*j. P. Hamer Lbr. Co Kenova, W. Va. 
Manufacturers 


Appalachian dardwood Lumber 





Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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Acme Steel Strapping 
insures S.A 


New carloading method pays off for U.S. Plywood 





READY FOR THE LAST LOAD. This carload of plywood will be ready to ship, once the last unit is loaded aboard and 


secured with Acme Steel Strapping. 


Out in Seattle, U. S. Plywood Corporation 
secures carload shipments of plywood with 
Acme Steel Strapping. And satisfied cus- 
tomers report they receive the plywood in 
far better condition than when rigid, bulkier 
bracing methods were used. 

In addition to insuring S.A. (Safe Arrival) 
—and the satisfaction to shipper and receiver 
that goes with it—Acme Steel Strapping is 
fast and easy to apply, and it saves worth- 


while time and labor, too. And often it takes 
the place of bulkier bracing methods, to save 
on materials, too. 


Ask your Acme Steel representative to 
show you how you can apply Acme Steel 
Strapping to advantage in shipping your 
products. Or write Acme Steel Products 


Division, Dept. AL123, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, III. 


STRAP IT... STITCH IT... SHIP IT... SAFELY ! 


(To obtain more data on advertised products see page 179) 





An old friend, and a leader in weather strip 

sales for 30 years. Conveniently packaged in sets for windows 
or doors in individual cartons. A perfect over-the-counter 

sales item. Place your order now for a supply of Numetal 
and be ready to make those weather strip sales. 


Numetal Window Sets come complete 
in convenient packages. Fits all stand- 
ard 28", 30”, 32” -and 36” double 
hung windows. Quickly and easily 
installed by anyone. Each set contains 
necessary strip for complete job, plus 
nails and instructions. Individually 
packaged — ready to hand customer! 


-Va:'WAY WEATHER STRIP 
Easiest in the world to put on 


Any clerk, regardless of experience, can sell Nu-Way Weather 
Strip! That's because any customer can put it or quickly and 
easily, 

Nu-Way works perfectly on most any type window, storm-sash 
or door, Made of moth-proof, pre-shrunk, color-fast wool felt 
and white metal. 

Yes, Nu-Way keeps out cold — saves fuel. And sells at a low 
price that really brings in sales! 


This colorful, attractive display 
carton really sells the goods! 
Contains one individual 18 ft. 

roll of Nu-WAY, with sufficient 
nails and instructions for easy 
installing. Stock up today! 


> Mac says “Be prepared for COLD WEATHER SALES!” 
| ORDER NOW — your order will be shipped same day received 





Leading WEATHER STRIPS! 


4 
FOR DOORS at =e 
Numetal Weather Strip comes in 
handy sets for almost all standard 
doors. Available with regular stain- 
less steel and felt door bottom strip, 
or with threshold and exposed hook. 
Easily installed —no special skill or 


tools needed. Comes complete. All 
ready to install. 


How to put Mumetad on Doors 
a TS 2 
i) TRY TS . wy f ‘a 


~ 
+ 


j 
/ NS } S, 4 


- 


Na GARD Zdomalic 


DOOR BOTTOM & DRAFT ELIMINATOR 


Show customers how it works, and this automatic 

door bottom sells itself. It's the perfect answer for St pr 

all drafty doors — inside or outside' Compketely ot : 

solves the old problem of clearing rug or carpet every / UP snugly when 
time. door opens. Nu-GARD is beautifully designed j avtomatically door cleses 


with smart, silvery-satin finish and easily installed. } when door acorn Thick felt 
Will F d 70% >” ” T opens RUG j bottom now 

ill not rust or tarnish. Furnished in 28", 32°, 36°, = : / Felt bottom See hugs floor to 
42” and 48” lengths. May be shortened approximately < / raises to clear (+ fteen seal out drafts, 


2 carpets and rugs. — noises, odors. 


2”. Packed in individual cartons. 
WNumetal voor BOTTOM STRIP 


Here's a fast-selling weatherproof item that is tops 
in the ficld! Made of thick, wool felt and heavy 
gauge stainless steel. Furnished in standard lengths 
— 28", ”, 32”, 36", 42” and 48” — packed 
Y, dozen samz length to cartoa. Also furnished in 
special lengths. 


MACKLANBURG 
DUNCAN CoO. 


OKLAHOMA CITY, OKLAHOMA 














Exclusive 6-Ply Lamination gives 
amazing strength 


RTI Bb tc amie " 08 Os - ema we 


ee 


C o EC K A 6-ply laminated sheathing panel. 
Strength. Far and beyond other panel 


materials. 











these plus values of = 
y All Weath Sizes. Almost unlimited, exceeds any 
peon eather other type of panel material. 


Water Absorption. 3 times better than 
required by Federal Specifications 
LLLF-321 B. 


Panels 


The Upson Com- Painting. When used as an exterior 
pany has 45 years finish, no special sealer is required. 


of “know how” in Meisture Content. We publish our 
the handling and moisture content—10 te 12%. No Apply wood siding directly over 
formulation of fi- wetting or special treatment 24 hours Upson All Weather Panels. 
bers into panels. before using required. 

Nail Holding. Resistance to nail with- 

drawal 80% greater than %5¢” insula- Available in 9 sizes: 

tion sheathing tested . . . 43% greater 4 ft. wide x 8, 9, 10, 12 ft. long 


than a '5¢” homogenous panel material. Gient Sizes: 
in 
Thermal Conductivity. .43 B.T.U. 8 ft. wide x 12, 14, 16, 18, 20 ft. long 


Sun-Fast Coler. Will not fade. Will A full %" thick. 
not water streak. When painted, base 
color will not bleed through. 


The Upson Company 
9412 Upson Point, Lockport, New York 


Please send me detailed information on Upson All Weather 
complete eed 


details NAME 


Visit the Upson Booth 





mail NAME OF FIRM 
the | ADDRESS 
coupon city 
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FREES i you enjoyed laughing at Herb Brammeier's mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular ‘Everything 
Hinges on Hager” cartoons! It’s FREE! Jus? address 








L 





C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Completely new—the most powerful, finest performing, 
best-looking Advance-Design trucks ever built! 


Here’s America’s greatest truck builder’s latest and 
greatest truck! Here’s the brand-new line of Chevrolet NEW RUGGEDNESS 
Advance-Design trucks for 1954! AND RELIABILITY 





Heavier axle shafts on 2-ton mod- 
els. Bigger, more durable clutches 
on light- and heavy-duty models. 
Stronger, more rigid frames on all 
‘ou’ they’re packed with great new features... : ; 
You'll find ey P B models. New pickup and stake bodies are built to stand 
loaded with big new advantages that mean faster, more . iene 
ffici ; dl ersa sa al salen Sal the roughest going and to keep coming back for more 
ficient service and lower operating cos ‘ ; : 
ee ee P 8 J J —and they give you greater load space for ’54! 














You get new high-compression ; 3 
NEW POWER ower and greater operating econ- New Comfortmaster cab provides 
P ith iP, pera s00 ahi rm NEW COMFORT increased visibility with new one- 
my w bree advi yalve-in- ; ; 
AND ECONOMY omy ; AND CONVENIENCE picce curved windshield. New 
head engines. Bigger, brawnier : Nee ; 
“Thrif : 239” encien Guened duis “Coad Ride Control Seat* brings you 
ee 2 : 2. 2 : - 7 : 
= goes e se nw lew “habeas 261" extra driver comfort. New truck Hydra-Matic trans- 
aster 2 -ngine. Mi -ne aster 26 ie ; ie: 
vemersed™ ; ae al f ry pad alii deceils Miliiees mission* offers the last word in no-shift driving ease. 
. »*_ most powerful in Chevrole ; - ip 
rer y Available not only on ¥2- and %-ton Chevrolet trucks, 
but on i-ton models, too! 























Plan to see the completely new '54 Chevrolet trucks, and 
get the whole money-saving story at your Chevrolet 
dealer’s now... . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


*Optional at extra cost. Ride Control Seat is standard on C.0.E. 
models, available on all other cab models as extra equipment. 
Rear corner windows in standard cab, optional at extra cost. 


MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE 
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A SPACE SAVING SOLUTION 


for “door swing” problem areas 


The new Amweld Slide-Away is an attractive steel flush door when 
closed — yet disappears completely by gliding into a hidden wall 
pocket — out of sight — out of the way. It is the practical answer 
for floor plans where“swing’’space may not be conveniently avail- 
able. Suggest this to your customers for bathrooms, kitchens and 
bedrooms for apartments and homes. Like other Amweld Building 
Products, it is a time, space and money saver for builders. 











Fits Standard door opening 


The Slide-Away Frame Unit is avail- 
EASY-TO-INSTALL able for 2'@’’ and 2'8’’ Amweld 
Designed for use with standard Amweld Steel Flush Doors — it is Flush Doors (1%’’ thick, 6'8” 


easily installed without mortising or drilling. Frame unit available high). Pocket frame fits into con- 
separately for use with wood doors. Complete step-by-step in- — 2 = 4 = eee 
structions furnished in every carton. Factory primed with grey aio: ara — 
baked-on enamel, Amweld Flush Doors are ready for builders’ . ‘ 

choice of colors. 


Sold by Authorized Amweld Dealer Only 


At present several choice Amweld Dealer 
franchises are open. Write to us 
for complete information. 


Finger Pulls or Latch Sets 
Ay aseraney Sees souneet pod 
f / 4 3 Sie ee pulls are urnis ed where Slide- 
%@7 Amweld Building Products Division Away is used for ordinary doorways. 


Latch sets available for privacy in 
bathrooms or bedrooms. 


THE AMERICAN WELDING & MANUFACTURING COMPANY 
320 DIETZ ROAD ° ° WARREN, OHIO 
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THE ‘‘STILEMANOR’‘’* 

A precision-made, standard-duty, qu; 
line of locks and latches. Availak 
wrought brass, bronze or aluminum 


popular functions 


For fine re 


homes and light commercial co 


usswiN 


“ALL-STAR” LINE OF 
BUILDERS’ HARDWARE 


“HOMEGARD”* 
A husky, attractive, economy line of 
locks and latches. Available in wrought 
brass, bronze and aluminum . . . five 
popular functions. All internal wane 
parts of pressed steel, zinc-ploted, 
dichromated. No die-cast parts. 


a 
SN eZ , 


} 


/ 


~ 
> 
} 
| 


} 
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Dealers who usually make the most profits in builders’ hardware, feature a 
complete, standard, recognized line . .. and here’s the specially designed line 
for the job, the Russwin “ALL-Star” Line. It’s short and simple! Every item 
is selected for fast turnover, steady sales, easy handling and colorful display. 
Two new lock lines meet demands for speedy installations and for a choice 
to fit pocketbooks. Unique sales aids pre-condition prospects. Dominating 
publication advertising stimulates interest. A handy dealer promotion book 
plus the latest idea in catalogs spotlight the program. Ask your jobber. 
Russell & Erwin Div., The American Hardware Corp., New Britain, Conn. 


A COMPLETE LINE OF FINISHING HARDWARE 
FOR EVERY TYPE AND SIZE OF HOUSE 


PRESSURE-CAST 

ALUMINUM TRIM HARDWARE 
Attractively- sty!ed, rustproof, 
velvety-smooth finish, light yet 
strong, economical. Line con- 
sists of sash fasteners, drawer 
pulls, wall door stops, etc... . 


HANDLE SETS 
Heavy, cast brass or bronze, 
ah 4h W aA, z A h 





die sets with matching 
knockers, push Suttons, in- 
terior knobs and handle. 





NIGHT LATCHES 

Wide range of rim and 
tubular night locks and 
latches. 





SCREEN-STORM DOOR HARDWARE 
Air-controlied Door Closers, 2 Sizes, 
Rim & Mortise Door Catches 
Quality Liquid Type Door Closer 


Buitpinc Propucts MERCHANDISER (To 





MISCELLANEOUS 

HARDWARE 
Popular assortment of Case- 
ment Sash Hardware, House 
Numbers, Letter Box Plates, 
Transom Latches, Chain 
Door Fasteners, Surface 
Floor Spring Hinges. 


Ussw 


ALWAYS 
HAVE THE EDGE 


"PATENTS APPLIED FOR 
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PLAIN... EMBOSSED...CROSS CRIMPED 
Aluminum ROOFING 


brightens your profit-picture 
with volume sales! 





Quaker STaTE Aluminum Roofing, 

Plain, Embossed or Cross Crimped, 

will satisfy your most demanding 

customers for each type is packed 

with valuable buyer-benefits. 
ae ee W's Easier to Install... 


tration shows two sections of 144‘ corrugated QSM Aluminum Roofing in light-weight 
placed one on top of the other to show the lack sheets is easier to handle, covers larger 
of unsightly end and side laps. areas, “goes-on”’ quickly. 


It’s Economical... 





QSM Aluminum Roofing never needs 
painting, is rust-proof, rat-proof and fire- 
proof. And its bright finish looks new 
for years. 


e 


It’s Insulating .. . 


QSM Aluminum Roofing keeps build- 
ings cooler in summer, warmer in winter. 


Brighten your profit-picture—sell the 
full line of QSM Aluminum Roofing, 
Siding, Roofing Accessories, Rain 
Carrying Equipment and Reflective 
Insulation. We’ll be glad to send you 
Plain and Embossed Finish is available in three 


; = ; 
types: 1%4'' and 244" corrugated and 5-V crimp. complete informatio ' ncluding 
Also Heavy Aluminum Industrial Roofing and Siding. delivery and prices. 


Make QSM. your HQ for Aluminum! 


QUAKER STATE Metah. COMPANY 


P. O. BOX 1138, MANHEIM PIKE 
Lancaster, Pennsylvania 
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for Volume and Profits! 
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The Thor Built-in range can be your hottest 
profit opportunity. Cash in quick by offering 
the new Thor Built-in Electric Range to both 
important classes of customers—contractors and 
do-it-yourself home owners. 


LEESON STEEL PRODUCTS, INC., DEPT. AL 
Subsidiary of Thor Corporation 

2115 S. 54th Avenue 

Chicago 50, Illinois 


it sells fastest because it’s got the fastest-selling 
features! Built-in oven is easily installed at any 
eye-level height desired. Top-surface cooking 
units are also easily installed in any standard 
counter-tops — with a flexibility that fits into 
any kitchen floor plan. For full information mail 
coupon now! 


' re 
Ns 


‘es 
eo 
_ \ee — —<« —_— 


Without obligation, send me sales opportunity facts about the new Thor Built-iag 
Electric Range. 


Name 


Address 
Automatic Oryer Spinner Wringer Washer Refrigerator Freezer Gladiron 
Firm 
THOR CORPORATION, Chicago 50, Ill. 


City Zone State 


ie | 





Quick Facts about 


the new 


Shor élecvie range 


Fits most standard kitchen cabinets 








Largest Built-in Electric Oven on the market 





Fastest Oven Pre-Heat of any electric range 


Timer that automatically times oven cooking opera- 
tions 





Broil-R-Roaster Rack that eliminates need for turning 
and basting 


Compact packaging makes unit easy to warehouse 


ideal for either new homes or for kitchen remodeling 
work 


OVEN AVAILABLE IN 
FOUR ATTRACTIVE COLOR OPTIONS: 














1. White porcelain enamel 
2. Satin silver 

3. Anodized copper 

4. Thor gold 














ef 


Post sy 
sng tal Postage Stamp 
Will be Paid rn 
by 


If Mailed in the 
Addressee United States 





BUSINESS REPLY CARD 


First Class Permit No. 2502, Sec. 34.9 P.L. & R., Chicago, Ill. 











LEESON STEEL PRODUCTS, INC. 
Subsidiary of Thor Corporation 
2115 S. 54th Avenue 

Chicago 50, Illinois 


7-HEAT CLICK POSITION SWITCHES 
Perfect cooking performance is 
assured by precise heat control 





WHY MORE MOTELS 
ARE GOING FOR 


ARMSTRONG’S M-67 MONOWALL f 


With walls that are subject to constant inspection by the 
public, motels want an attractive wall finish that reflects 
cleanliness and good taste. And motels are going for Arm- 
strong’s M-67 Monowall because it is a finished wall mate- 
rial that’s lustrous vet easy to clean. 





It's easy to show motel managers how Armstrong’s 
Monowall can save them money. In new construction or 
remodeling, Monowall provides attractive walls and ceil 
ings for rest rooms, kitchens, dining areas, and wherever 
quick, easy cleaning is essential. The tough M-67 plastic 
finish is as smooth as glass, can’t hold dirt. and is easily 
wiped clean with a damp cloth. Monowall stays bright 
and new looking for years because it resists hard knocks, 
soaps, solvents, and acids. 

Monowall cuts remodeling costs by eliminating periodic 
painting, papering, or plastering. Most any maintenance 
man or carpenter can install the handy size sheets of Mono 
wall right over old walls. This decorative panelboard 
comes in a variety of lustrous colors that “dress up” any 
interior. Designs are tile, plain, and streamline. 

Your profit on just one motel job is usually more than on 
several residential jobs. You can boost your Monowal] 
sales by contacting motels and the other commercial mar 
kets on the check list below. For an illustrated booklet 
describing, “How to Install Armstrong’s M-67 
Monowall,” write Armstrong Cork 


Company, 
$112 Rieker Avenue, Lancaster. 


Pennsylvania. 


Because of fast tourist turnover, motel interiors—especially the walls 
of rest room and kitchen areas—must be easily and quickly cleaned. + 
That's why motels form a profitabie market for M-67 Monowall. 


's M- owall 
Here’s your check list of commercial markets for Armstrong s M-67 Mon 


GROCERIES LAUNDRIES 


COUNTERS 
CLUBS GYMNASIUMS W/ ome 
MS M 
po LOCKER ROOMS LOCKER ROO scan 
sau as “n a ESEARCH LABORATORIES 
vonage DAIRIES CORRIDORS R 
BOWLING ALLEYS 


RESTAURANTS 
ENS 
S TERMINALS DELICATESSENS KITCH 
BU 


SCHOOLS 
‘ LABORATORIES 
TICKET COUNTERS DENTISTS’ OFFICES sean weet SERVICE STATIONS 


— FISH MARKETS 
ee nee DOCTORS’ OFFICES a eupensatett 
BUTCH 
DRUG STORES TAVERNS 
SHOPS 
eng DRY CLEANERS toaoae cunesens 
io AREAS FLORIST SHOPS peso 
DININ 
CANDY STORES 


AMUSEMENT CENTERS CLINICS 


Armstrong’s Building Materials 


M-67® Monowall® + Cushiontone® + Temlok® + Hardboards 


* Insulating Wool 
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gives you 
Quality Lumber 
and Wood Products! 


Above, our plant located 
at Vernonia, Oregon 


At the left, our plant located 
at Longview, Wash 


You can count on these Long-Bell 
, : I ice! 
Long-Bell’s Modern 20 Plants provide dependable service on your lumber Plants for dependable service 
' : pap : . SAW MILLS, TREATING PLANT & 
needs, wherever you are! Leading retailers, distributors and industrial users MILL WORK FACTORY 


las Fir and Wes ‘inl 
have learned over the past 78 years to count on Long-Bell . . . to “Look to oan th a nr thgnaadeaaaeaa 


Long-Bell” for the kind of lumber and wood products that pay off in a more SAW MILL 
. . Douglas Fir and West Coast Hemlock 
profitable operation! Vernonia, Oregon 
SAW MILL 
Long-Bell’s Resources . . . from timber stands in seven states to 20 efficiently- Douglas Fir and West Coast Hemlock 


Vaughn, Oregon 
operated plants . . . make up a single, reliable source of supply! That's why SAW MILL 


: Douglas Fir and West Coast Hemlock 
you're sure of fast delivery on the products you want when you order from a = = 
Long-Bell representative. Call him today! SAW MILL & PLYWOOD PLANT 
Douglas Fir and West Coast Hemlock 
Gardiner, Oregon 
SAW MILL 
Douglas Fir and West Coast Hemlock 
» Reedsport, Oregon 
From 20 Modern Plants, Long-Bell dependably SAW MILL, TREATING PLANT, MILL 
" FACTORY AND PLYWOOD PLANT 
Supplies these Quality Wood Products: Ponderosa Pine and White Fir 
Weed, California 
© West Coast Fir ® Douglas and White Fir @ Southern Pine and TREATING PLANT 
Wess Coast Ulock @ Timber Fabrication Hardwoods Joplin, Missouri 
. on GLAZING PLANT 
and Cedar @ Mill Work & Factory Products Treated Products Se Smut, Arkenene 
Ponderosa Pine @ Oak Flooring @ Plywood SAW MILL 


Southern Pine and Hardwoods 
Sheridan, Arkansas 


’ SAW MILL AND OAK FLOORING PLANT 
AVAILABLE TO THE TRADE ~~ Mae ’ r Southern Pine and Hardwoods ° 


Quitman, Mississippi 
f 1 Use of Long-Bell’s 31-Minute 16 MM Sound Picture, SAW MILL, TREATING PLANT AND 
FOC. “From TREE TO TRADE”. OAK FLOORING PLANT 
Southern Pine 


Showing the complete story in full, natural color DeRidder, Louisiana 


of lumber Pe snerne nage from forest to finished 
product vailable to the trade on request! as 


The Jonc-Beu [umber Company 


Established 1875 — Kansas City 6, Mo. 











LONG-BELL DIVISIONAL OFFICES 


EASTERN DIVISION — KANSAS CITY, MO. WESTERN DIVISION — LONGVIEW, WASH. 
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With L:O-F Window Glass... 





Mr. Steve Vesha of New Deal Hardware, Cleveland, Ohio, showing 
\," strip he has just trimmed off a piece of L‘O-F window glass. 


It’s easier to trim an edge! 


You'll Trim Your Waste, Too! 

L:O‘F is easier to cut into big pieces or little pieces. 
It's easier to cut angled or curved pieces. You can 
even cut off a narrow strip with a light, easy stroke, 
as illustrated above. 

L:O-F cuts easier because it’s annealed more 
slowly, more patiently. That makes it less brittle— 
so it’s a safer buy for your customers, too. 

In a recent survey, 30 dealers in different parts of 
the country were asked to take a ‘‘Blindfold Test’. 
They test-cut four well-known brands of single- 
strength window glass—the labels had been re- 
moved and the brands were identified only by the 
letters A, B, C, D or W, X, Y, Z. 28 of the dealers 
picked L-O-F as the easiest to cut—no matter how 
they cut the glass, or in what order! 


l 
| 
| 
| 
l 
I 
I 
I 
l 
I 
| 
I 
| 
| 
I 
I. 


TRY THE “BLINDFOLD TEST’ 
YOURSELF! 


Cut L’O-F first, last, or 
brands. Run any kind of a cut you want. You'll 


in-between the other 


see why you have fewer bad cuts, less waste and 
more profit with L:O-F. 
These 


Call your nearest L:O-F Distributor 


local businessmen are listed under ‘‘Glass”’ in 
the yellow pages of phone books in many prin- 
cipal cities throughout the country. 

And send for your free copy of our booklet, 
For Greater Profits in Window Glass. Write Libbey’ 
Owens'Ford Glass Company, 65123 Nicholas 


Building, Toledo 3, Ohio 


aly LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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Arthur W. Ruff 


We can’t promise that the “Dutch Boy” 
Color Gallery will increase your flat wall paint 





i volume by about 50 percent as it did Uptown 
Hardware’s, Portland, Oregon. 


We can’t promise our Color Gallery will 
give you the 30 percent increase in interior 
paint sales it gave John M. Schonveld, Kala- 
mazoo, Michigan. 


We can’t promise it'll duplicate for you the 
27 percent increase in business Florida’s South- 
land Paint & Lacquer Corp. writes about. 


Why we’re sure the Color Gallery 


will help you sell more paint 


Simple system 


easy for your customers to under- 


stand and use. 


The colors you need to meet today’s demands, either 


traditional or modern . 


. . pastels, in-between shades, 


deep tones. But not so many colors that customers are 
confused, sales slowed down 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


(To obtain more data on advertised products see page 179) 


.--this shows you why 
I’m sure my Color Gallery 
will help sell more paint 
and make extra 
profit for you 


But from the experience of these, and other 
“Dutch Boy” dealers, we’re sure of this: Prop- 
erly used, the Color Gallery will help you sell 
more paint ... make extra profit on every 
Gallery gallon sold. 


Interested? 


Write or phone our nearest branch office. A 
“Dutch Boy” salesman will be glad to show you 
the Color Gallery. Glad to explain why we feel 
it’s a “sure-fire” money-maker for you... 
whether or not you now have a color system. 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 

Big nome brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right— customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 
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JOHN M. SCHONVELD 
“the paint man" 


preraeuTor 


eeamuracTunene 
1601 S° Burorc* sr KALAMAZOO wice 


National Lead Co- 
Pp.0. Box 7000 A 
cnicag°? go, 11}. 








Gentlemen: 
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Another lifetime roof of 


“ 


vl 


ASBESTOS-CEMENT SHINGLES 





Because they are made from asbestos 
fiber and portland cement, “Century” 
shingles resist fire, weather, and decay. 
Thus they give years of dependable ser- 
vice with almost no maintenance. They 
are made in various styles and colors to 
suit them to every kind of residence as 


well as many other types of structures. 


R) 





Franklin County Childrens Home, Columbus, Ohio. Roofed with “Century” No. 5 black asbestos-cement shingles. Architect: Inscho, Brand & Inscho, 
Columbus. General Contractor: George Sheaf & Co., Columbus. Applicator: Romig Roofing Co., Springfield 


Even with all these clear advantages, 
nationally-advertised ““Century” shingles 
are surprisingly low in cost. Home owners 
recognize them as a sound buy—for a 
new home, for a remodeled one. 

Ask your K&M distributor for more 
information about “Century” shingles. Or 


writedirectly tous for detailed information. 


KEASBEY & MATTISON company + AMBLER + PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 
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Overwhelming preference—OAK FLOORING’S 
New 4th Dimension Appeals 
to Dollar-Wise Dealers. 


Preference—overwhelming preference—is a 4th Dimension quality of 

Oak Flooring. It’s a matter of record that on a nationwide basis 80°% of all 
architects, 88°% of all contractors, 96°% of all realtors, and 83°% of all future 
homeowners prefer Oak Flooring over all other flooring materials. 


Oak Flooring has earned its 4th Dimension because, more than any other flooring, 
it combines lustrous durability and valuable insulating qualities with 

underfoot resilience for walking comfort. 

Oak’s overwhelming preference has real significance for you. 

Dollar-wise dealers pay more and more attention to Oak as one of their most 
important lines—a line that is continually becoming easier to sell. 

Increasing numbers of contractors are installing Oak Floors in the houses they 
build. Since Oak is the accepted criterion of flooring excellence, a ready market 
already exists for Oak Flooring. You profit from this ready market when 

you sell and promote Oak Flooring. And as the demand continues to increase, 
you'll find it’s easy to promote a product that is wanted by your customers. 


You'll enjoy fine profits when you sell the only flooring that provides beauty, 
durability and overall economy for the life of the house. 


National Oak Flooring Manufacturers’ Assn., Sterick Building, NOFM A 
> is 2, Te »ssee OAK 
Memphis 3, ‘lennessee. a, ay 
This mark on Oak Flooring is your assurance that it meets NOFMA standards. . 


§ 
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KORINA ... the beautiful blond hardwood that comes 
from our plant in the Belgian Congo. It’s a decorator’s 


joy because it complements any type of furnishings, 
traditional or modern. The above illustration will be 
seen in full color by more than 15 million readers in the 
January Issues ol leading magazines, 


WELDWOOD KORINA checkerboard panels (4’ x 8’) 
used for walls in bedroom of General Electric 
Wonder Home, Louisville, Ky. Architect: Carl D 
Russel. Builder: John Walser 





Tired of earload sales 
for penny profits: 


Then promote Weldwood hardwood wall paneling. Your profit per sale is 


greater than the cost of other types of low priced wall covering. 


It’s no great secret that the way to better unit 
profits is to sell-up on each customer that comes 
into your yard. Weldwood hardwoods help you 
upgrade sales because the natural beauty and self- 
evident quality of real wood is unmatched by any 
other type of wall covering. 


When you promote the sale of Weldwood 
hardwoods yours becomes the prestige yard. You 
invite repeat business and best of all each sale 
represents a maximum unit profit. 


There is a great variety of Weldwood wall 
paneling products for you to sell. Take Plankweld 
for instance, It’s pre-finished and pre-packaged, 
there’s no cutting, no odd waste pieces, It’s a 
clean off-the-shelf sale. 


Then there’s Weldwood Novoply — Weldtex, 
Surfwood and a host of Weldwood hardwoods 
which come in handy panel sizes. You can do a 
hetter selling job when you carry them in stock, 


ready for on-the-spot 
ucts are immediately 
Plywood Corporation 


delivery. Weldwood prod- 
available at United States 
and U. S.-Mengel distrib- 
uting units everywhere. 


PLANKWELD requires no on-the-job finishing. Comes in 
164” x8’ factory pre-finished panels, about 108 sq. ft. 
per package. Can be placed on any dry wall without furring 
or nailed directly to studs. Grooved edges and special metal 
clips conceal nails, Available in 6 beautiful hardwoods. 


ire nationally advertised in leading consumer and 
building publications. Contact builders. Let) your 
customers know you have Weldwood hardwoods in 
stock, Display reprints of the national advertising. 
Use free newspaper mats and direct mail literature. 


eldwood 


United States Plywood Corporation 
WORLD'S LARGEST PLYWOOD ORGANIZATION } 
55 West 44th Street, New York 36, N. Y. 


Korina, 
Plankweld, 
Novoply and 
Surfwood are 
registered 
trademarks 


U.S.-Mengel Plywoods, Inc. 
Louisville, Ky 


DISTRIBUTING UNITS IN 60 PRINCI®** CITIES 


NOVOPLY, the flattest panel 
ever made. Novoply sliding 
doors are virtually warp-free. 
Good two sides, it’s the perfect 
material for partitions, walls or 
built-ins. Comes in handy sizes. 


- 5 


MENGEL DOORS are a hallmark 
of quality in any room, En- 
gineered for strength, they are 
guaranteed to give lasting satis- 
faction. Special sizes and faces 
to order. They are economical. 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


AL-12-53 


Please have your salesman contact me with full 
details about Korina and other Weldwood products. 
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Wall of Daylight will hide an unwelcome 
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Insulux interior partitions help 
you gain maximum utility from every square foot of area 


n light 
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protection with plenty of light 
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SAAS 


BUILDINGS, PLANNED OR BUILT, 


ARE GOOD PROSPECTS FOR Daylight Engineering 


In on the planning of new building? 
Find out how Insulux Walls of Day- 
light add beauty and efficiency to any 
type of structure. 

Or if you wish to build a bigger vol- 
ume of modernization work, practi- 
cally every building—house, store, 
office or industrial is a good prospect 
for a Daylight Engineering job. 

Insulux Glass Blocks®™ have the in- 
sulating efficiency of an 8-inch brick 
wall. They're hard to break, can’t rust 
nor rot, never need to be painted or 
puttied 





Applications around the house are prac- 
tically limitless. Stairwell, bathroom, 
basement, garage, to name just a few 
places—can use glass block panels to 
advantage. Plan now to push—and 
profit from—this versatile, practical 
building material 


information about how 
you can profit from the increasing use 


of Insulux—in home, school, factory, 


For more 


or commercial building—just write 
Insulux Glass Block Division, Kimble 
Glass Company, Dept. AL12, Box 
1035, Toledo 1, Ohio. 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio—Subsidiary of Owens-Illinois Glass Company 





1 
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Where on this map 4) 
Q 


do your customers live 


In nearly 2 out of 3 U. S. counties, Country 
Gentleman circulation also surpasses that of Life, 
The Saturday Evening Post, Ladies’ Home Journal 
or Better Homes & Gardens. 


In all counties where there is prosperous farm- 
ing, your best rural customers are getting buying 
ideas from the advertising in Country Gentleman. 


So when a manufacturer tells you "It’s advertised in 
I, these 2,224 shaded counties (out of the 3,071 


Country Gentleman,” you know he is putting sales help 
U. S. total) Country Gentleman is read by more 


where it will help you—among good customers right in 
your own local trading area. 


Sel your best nuwal customers... 


wr: Ly- 
— CIRCULATION NOW OVER 2,600,000 ——— Count 


a» Gentleman 


customers than Look reaches. 


A CURTIS PUBLICATION _ bere 


4 7 
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SCIENTIFIC HARVESTING— Production of quality lumber 
products begins with progressive forest management and 
scientific harvesting. Weyerhaeuser practices continuous re- 
stocking of forest lands through natural re-seeding, or the 
transplanting of “superseedlings” such as those shown above. 


CAREFUL GRADING AND HANDLING—Extensive 
training courses are given to Weyerhaeuser grading and 
handling personnel. Skilled graders above are working on the 
“green chain”. In handling, lumber is constantly safeguarded 
against damage to appearance or effectiveness. 


(To obtain more data on advertised products see page 


179) 


THIS BRAND 
NAME ON LUMBER 


EFFICIENT LOGGING—Modern logging is truly on the 
grand scale. Loads weighing up to 125 tons are carried in one 
trip on this mammoth truck unit, typical of modern Weyerhaeuser 
equipment. Logs reach Weyerhaeuser mills in prime condi- 
tion to produce maximum lumber footage. 


Grade for grade and species for spe- 
cies, the brand name ‘“‘Weyerhaeuser 
4-Square”’ is the mark of reliable 
quality in the lumber field. 


This brand name on lumber also 
means the coordination of modern 
timber harvesting, modern reforesta- 
tion, and efficient, modern manufac- 
turing methods. The result is high 
quality, properly seasoned lumber, 
which produces the utmost in sound, 
economical construction. 
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MODERNIZED MANUFACTURING— At Weyerhaeuser 


mills, good logs become fine lumber in a highly developed and 
carefully controlled manufacturing process. For example, 
shaping of drop siding is done in the planing miil above. Three 
cutter heads cut tongue, groove and channel simultaneously. 


CONTROLLED KILN-DRYING—Today's quality-conscious 
market demands properly seasoned lumber. The Weyerhaeuser 
kiln-drying process is scientifically controlled at every stage. 
Lumber of proper and uniform dryness is assured by a carefully 


regulated process utilizing trained men and modern equipment. 


Quality control as practiced by 
Weyerhaeuser means that retail lum- 
ber dealers are enjoying a strong 
competitive position with this de- 
pendable brand name on the lumber 
they stock. 

Better values lead to better busi- 
ness for the dealers who sell Weyer- 
haeuser 4-Square Lumber. 


THE SPRINGFIELD, OREGON MiILL—At mills located on the West 
Coast and inland Empire, Weyerhaeuser 4-Square Lumber is produced 
in @ range of products from Douglas Fir, idaho White Pine, Ponderosa 
Pine, West Coast Hemlock, Western Red Cedar and related species. 


WEYERHAEUSER SALES COMPANY 


ST. PAUL 1, MINNESOTA 
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to Ceco to help you 


make money with tested 


metal building products... 


In constrvctvon products 
C8CO EMGIMEERING 
mobes the beg dt Mevence 





CECO STEEL PRODUCTS 
CORPORATION. Offices, warehouses 
and fabricating plants in principal cities 
General Offices: 5601 W. 26th Street, 
Chicago 50, Illinois 


W@ As a dealer, it doesn't take you long to discover that a product 


to sell in volume must “make good” in the market time after time. 


There is no place for the untried product. 


To help you sell in volume, at a profit, Ceco is forever testing 


products in the field ahead of offering them for sale. For we at 


Ceco do not aspire to be first just to be first. Instead we prefer to 


observe developments with studied care... to present new prod- 


ucts when we can proudly say— 


“Here is a Ceco tested and im- 


proved design... the finest of it's kind... a product you can sell 


with assurance it will perform as intended." (cuce) 


Here are 4 
Ceco Field-Tested 
Products 








Ceco Intermediate Projected Windows 
Exactness in design, assuring the 
just-right window is a Ceco feature. 
1%” steel bars provide strength with 
economy, assure repeat bus.ness 
from satisfied users. Commodity sizes 


are available from warehouse stock. 








Ceco Sterling Aluminum Projected 
Windows Functional simplicity is a 
feature of this newest Ceco Product. 
Framing members have simple lines 
that blend with modern motifs... 
hardware is in keeping with func- 
tional thinking. 
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Ceco Standardized Hellow Metal Doors 
Pin-Point Precision in matching hard- 
ware to doors is a Ce feature. Here 
ever offered with 
Joors and hardware made for each 


is the broadest line 


ther and supplied by one responsi- 
ble source, 


Ceco Sterling 3-in-1 Aluminum Win- 
dews Metal Prime window, storm win- 
dow and screen combine for versa- 
tility as a feature of this Ce 

creation. Self-storing screens and 
storm windows take the work out of 


seasonal changing. 











~ WALLBOARD 


E decorative 


Here’s the powerful selling tool you need to harvest 
plenty of remodeling dollars! The Wallace Sales- 
maker Display Unit makes it easy for customers to 
see and select the Tileboard they want — enables you 
to sell more wall paneling jobs with high-profit 
Wallace Baked Finish Decorative Wallboard. 

Each completely loaded unit holds 20 large-size panels 
(16”’x20") of Grani-lite, Wal-lite, Satin-lite or 
Leatherboard, in your choice of eye-catching colors. 
Upper and lower sliding face panels form an 
attention-getting demonstration wall from which 
customers can quickly select desired color and pattern 
combinations. It SAVES SELLING TIME. 

This modern merchandising fixture is available (at 
a fraction of its cost) fully loaded with 20x16” 
samples of Wallace Decorative Wallboard. New, col- 
orful dealer literature and newspaper mats, also 
obtainable, may be used to plant ideas in customers’ 
minds — ideas that the Wallace Salesmaker Display 
Unit helps you harvest in the form of remodeling 
dollars. Ask your Wallace jobber or write direct to 
the factory for full information. 



































deal for show room or window. 


Member 


Prefinished Wall Panel Mic 
sas lbace MANUFACTURING CO. 


10th and Fayette North Kansas City, Mo. 
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HAPPY GLUE YEAR! 


NEV Toldwood PRESTO-SET GLUE 
IS AN OVERNIGHT BEST SELLER! 








STARTS WITH HALF PAGE-—- 
SAT. EVE. POST, JAN. Sth 


Plus selling ads in 


© COLLIER’S ® MECHANICS ILLUSTRATED 
® WOMAN’S DAY © SCIENCE & MECHANICS 
® POPULAR SCIENCE ® HOME CRAFTSMAN 

* POPULAR MECHANICS ® HOME MAINTENANCE 


PLUS—Informative Booklets and Counter Cards 
*Trade Marks 


LAST CHANCE 


TO GET IN ON 
BONUS-PROFIT DEAL 


MAIL COUPON NOW 





Mail to: UNITED STATES PLYWOOD CORP., 55 W. 44th St, N.Y. 36, N.Y. Dept. 42 | | vig, GLUE / 

Me PF 10 use - sers 1857 
INTRODUCTORY OFFER! EXPIRES “nic... | > t 
For Every Dozen You Buy — You Pay For 11 — You Get One FREE! | FOR INDUSTRIAL USERS! 


Pack ; 5 
Doz. Size Each You Sell You Profit ; ype delle — 
For Pay | ; 50 gallon drums. 
_— 12 oz. TUBES to retail at 25¢ $6.00 $3.67 $2.33 (Write for details). 
(2 Doz. to Display Carton) 


Great New White Glue 
Sells on Sight to Rich 
Do-It-Yourself” Market 


ORDERS POURING IN! It’s an overnight success — 


342 oz. TUBES to retail at 45¢ 5.40 3.30 2.10 
(1 Doz. to Display Carton) 


PINTS (Units) 1.35 . 9.90 6.30 
(Minimum 1 Doz.) 


QUARTS (Units) 2.30 27.60 


(Minimum 1 Doz.) 


YOUR PROFIT ON SALES — 39%! 





Presto-Set puts you right where the money is in the rich 


ADDRESS____ do-it-yourself market. Be sure to mail your order now. 


i ! the first white glue worthy of the Weldwood name. 








2 


snip emeuen oun petean S T O Cc K U P N O w y 


| NATIONAL ADS BREAK JAN. 9 
JOBBER'S NAME . 








| UNITED STATES PLYWOOD CORP., 55 W. 44th St., N.Y. 36, N.Y. 
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Another reason 


why it’s TLPN” 


to be in business (= 


with LOCKWOOD \N 


ge double hollow back of Lockwood Oak Flooring enables the 
layer to put down a solid floor. And, too, the double hollow back never requires 
shimming up when ripping is necessary for the final run in any room or area. 
This feature together with eased edges and nailing groove on top of tongue 


speeds up laying and finishing...saves up to 35% in these costs! 


2K Ready sales acceptance! 
No complaints or come 


NOFMA 


’ 
without headaches with 4 ~ 
Lockwood Oak Flooring! 


backs! You do business 


MOUNTAIN-GROWN 


Ah OR7e wD 
wes Jeon prered OnK FLOORING 


Precision milling requires minimum sanding. 





Nail groove makes laying faster, cheaper. 





Double hollow back lays solid, saves shimming up. 





Perfect 
Kiln-Drying 


Cloud's compartment, 
O A K Fe L O O we i N G cross-circulation fan- 
type kiln-drying is 
c OF M P A N Y the only method 
, : for perfect kiln- 
Springfield, Mo. drying! 


QUALITY OAK FLOORING SINCE 1926 
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EDITORIAL 


80 YEARS OF CHANGE FOR DEALERS 








Retailer Objectives 


1. To serve the community with 
as complete a line of building mate- 
rials and services as possible. 

2. To be efficient distributors for 
our suppliers. 


. 


3. To earn a continuing net profit 
adequate to 

(a) provide an adequate return on 
investment, 

(b) provide for contingencies 

(c) provide for expansion and de- 
velopment of the business. 

(d) provide for increased compen- 
sation, incentives and benefits 
for employes. 

4. To provide the best possible 

working conditions for our employes. 

5. To develop constructive atti- 
tudes, desires and working habits, as 
well as the ability, initiative and self- 
reliance of our employes. 

6. To promote the welfare of the 
people in the business in matters of 
health, education, safety, family sta- 
bility, home ownership and commu- 
nity responsibility. 

7. To improve the political and 
economic environment in which we 
operate. 

8. To conduct our competition in 
an ethical manner 

9. To anticipate and provide for 
management’s replacements when 
they become necessary. 

10. To cooperate for mutual profit 
with the other local factors of the 
building industry 

11. To serve all of the industry's 
retail markets and serve them well 

12. To expand our business where 
feasible so that newcomers will have 
continuing difficulty in reaching our 
sales volume. 

13. To leave a strong, stable, and 
well-managed business to those that 
follow us. 


I ders are invited to suggest additions, delet 


modifications to thi 











Buttpinc Propuctrs MERCHANDISER 


Progress in the retail lumber and building products business can 
be measured in a very realistic manner by reviewing the evolution 
of the objectives of the business. 

In the 1870's lumber was overwhelmingly the primary, most 
popular and most universal building material. 

The early lumber dealers were “lumbermen" by vocation, by 
training and by loyalty. Many lumber “yards” were started by pro- 
ducers to decentralize their sales. Others were opened by employes 
of lumber mills who saw in the distributing end of the business 
new and growing opportunities. 

Early objectives were fairly simple (a) to make a profit in buy- 
ing and selling lumber, lath, shingles and millwork manufactured 
from wood; (b) to operate a depot or “yard’’ where local con- 
sumers and builders could buy lumber and kindred products. 


Toward the turn of the century came the advent of what were 
then called “substitutes” for wood—products using asphalt, as- 
bestos, metals and aggregates of clay, gypsum and cement. At 
first, “lumbermen” rejected and resisted the inroads of what they 
considered competitive materials and they stubbornly refused to 
add these new lines of products as they were offered the building 
industry. 

Then, in the first decade or two of this century, dealers found 
newcomers entering the business who lacked product inhibitions and 
who treated new items as complementary materials to lumber and 
not substitutes. These dealers with their wider lines were difficult 
competition for the dyed-in-the-wool lumberman who gradually 
learned that “the customer is king,’’ when it comes to finding a 
retail source for the product he wants. 


This led to a very new and basic objective for lumber dealers 
everywhere— to sell lumber where it was the best material for the 
customer’s use but to also supply any building material the con- 
sumer demanded. 

This decision marked the beginning of merchandising in the 
lumber yards of the nation. 

Today's typical retail building materials inventory embraces hun- 
dreds upon hundreds of products—less than 50% of which are 
wood. As the dealers’ lines and products has widened, his interest 
in the ultimate consumer as a customer has deepened—many retail 
operations are in reality “department stores of building,’ where 
consumers can buy anything that goes into homes or buildings on 
the farm. The objective is to serve not only the builder or con- 
struction mechanic, but the entire community for its building 
product requirements! 

As of today, the evolving pattern of dealer objectives may be 
stated as shown in the box on the left. Future objectives will un- 
doubtedly be shaped by changing customer needs just as they have 
in the past 80 years. 
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NEW HOMES... one million units 
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FARM MARKET .. . new buildings needed 
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Business Forecast 


EXCLUSIVE 


Dealers’ Outlook 
Bright for 1954 


Next year will be a buyer’s market, 
but there will be plenty of buyers, says this 
government expert, who predicts one million 
new home starts and an 18% increase in 
home remodeling. 


By H. E Riley*, Chief, Division of 
Construction Statistics, Bureau of 
Labor Statistics, U.S. Department 
of Labor 


One of the interesting features of the postwar pe- 
riod has been the persistent opinion expressed each 
year by many authorities in the field that the turn- 
ing point in construction has been reached—that next 
year will see the beginning of a long decline. 

These predictions have been based generally on the 
belief that the market for new construction is becom- 
ing saturated and that construction demand would 
rapidly fall back to a sustaining level rather than con- 
tinue to expand. These conclusions arise, in my opin- 
ion, from an incorrect appraisal of the present situ- 
ation. 

Although the dollar volume of construction activ- 
ity in 1954 may not attain the level reached in 1953, 
the need for additiona! construction, and the ability 
to pay for it still remains, and will continue to pro- 
vide a very healthy market. ‘ 

The prospects for a continued high volume of con- 
struction activity are supported by a number of eco- 
nomic and social factors, some of which result from 


(continued on page 58) 


*Note: Opinions expressed in this article are those of the author and 
do not necessarily reflect the views of the Bureau of Labor Statistics 
or the Department of Labor. 
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4 j() Jon how you can increase your sales, call > your local Alcoa 
MI ™ 


MELLOW Pep, y 
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| go Ea & ALUMINUM COMPANY OF AMERICA 


Pittsburgh 19, Pa. 
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LARGE FAMILIES are outgrowing their present houses. Dealers can meet the 


demand for more space by selling materials for larger houses and additions 
to already existing structures 


fundamental changes in our ways of life. One de- 
velopment which may not yet be fully appreciated 
is the complete reversal of the anticipated trend in 
population growth. 


Surprising Population Growth 


In 1947—-just six years ago—the Census Bureau 
issued a bulletin of over 100 pages, containing an 
exhaustive analysis of all known data regarding the 
U. S. population—mortality, fertility, immigration, 
etc. This report, compiled by leading population ex- 
perts, both in the Government and outside, presented 
forecasts of the population through 1975, based on 
various assumptions regarding the birth and death 
rates and immigration. These assumptions ranged 
from pessimistic—that is, minimum population growth 

to optimistic—the combination of factors which it 
was thought would lead to a maximum population in- 
crease. 

Under the most optimistic assumption—which the 
authors clearly didn’t accept as probable—their fore- 
cast showed that our population would not rise to 
160,000,000 before 1959. Their optimistic projections 
indicated that the population of the United States 
would reach about 150,000,000 in 1953. 

According to the forecasts, which the experts at 
that time considered most reasonable, the present 
population would be about 148,000,000. The Census 
Bureau recently announced that our population had 
passed the 160,000,000 mark. In other words, there 
are now over 10,000,000 more people in this country 
than had been anticipated six years ago. 


Larger Families 


One of the factors in the population growth is the 
increase in family size. More families are having three 
or four children rather than one or two as the pre- 
war trend had indicated might be the case. Accord- 
ing to census figures, the number of families with 
three children has increased 77% since 1940; those 
with four children by 50°%, and those with five chil- 


dren by 27%. These larger families are outgrowing 
their present homes. With continued full employment 
and stable incomes they can and will buy larger 
houses or build additions to their present properties. 

Another very important aspect of the demand pic- 
ture is population mobility. Within the past few dec- 
ades, we have experienced phenomenal shifts in pop- 
ulation and industry. The industrialization of the 
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south is well started, but is by no means ended. The 
growth of industry on the west coast has been ac- 
companied by a tremendous migration of population. 

These population moves multiply the demand for 
construction—-houses, stores, schools and churches. 
The expansion of industry in the south has also gen- 
erated a population movement from rural to urban 
centers and, by raising income levels, has opened up 
vast new markets for construction. 

The growth in population and increase in income 
has been accompanied by significant changes in the 
distribution of wealth and income. These changes 
have accumulated gradually over many years, and 
have brought about fundamental changes in the mar- 
ket situation. 


Purchasing Power Up 


The foundation of today’s broad market for con- 
struction and building products is not primarily the 
high average family income, but the fact that so many 
families are in the relatively well-off middle income 
brackets. In terms of purchasing power—after mak- 
ing allowance for price increases—the average con- 
sumer can buy about 70°, more today than he could 
in 1939. Even more significant is the fact that the 
proportion of personal income represented by wages 
and salaries is at an all-time high. 

In light of our population growth and high income 
levels, what are the indicated long-term requirements 
for building? A recent analysis by the staff of the 
Joint Committee on the Economic Report of the 
United States Congress provides some interesting con- 
clusions. With regard to housing, the staff finds that 
from now through 1960, “The prospect is that the 
annual average for those years (1947-51) will need to 
be surpassed by some 50% in order to provide a hous- 
ing supply very little better than it is today.”’ This 
indicates a needed annual rate of well over a million 
dwelling units. 

The demand for more and better housing has in- 
creased since the war, in my opinion, not only because 
of higher income levels, but also because of a change 
in the popular attitude toward the home. Home own- 
ership as a social goal has been widely approved. The 
trend toward larger families and suburban living has 
focused attention on recreational activities centered 
in the home and home community. 

Today’s families will make greater sacrifices to buy 
or improve a home, foregoing, if necessary, other 
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types of expenditures which once might have taken 
precedence over home ownership. 


Need Farm Buildings 


The staff report also points to the need for con- 
tinuous agricultural expansion to meet the food re- 
quirements of our growing population. To obtain 
more production from our existing land we must in- 
vest heavily in machinery and fertilizer and develop 
new farming techniques. 

This means also that more farm construction will 
be required. As agriculture becomes more industrial- 
ized it will make greater demands on urban produc- 
tion and service functions, which in turn will generate 
building needs. 

Another consequence of our population growth is 
a serious shortage of schools. This is a problem 
which exists right now, and continues to get worse. 
Last fall the United States Commissioner of Educa- 
tion estimated that there was an immediate shortage 
of 345,000 elementary classrooms. 

The Office of Education calculated that an outlay of 
about 10 billion dollars would be required to provide 
adequate facilities for the current school enrollment. 
The Joint Committee staff estimated that an addition- 
al expenditure of 10 billion dollars would be required 
between now and 1960 to take care of anticipated in- 
creases in school enrollment and normal depreciation 
on the existing buildings. 

By contrast, total expenditures for educational 
buildings, including not only elementary and second- 
ary schools but colleges as well, are expected to reach 
an all-time high of about $2.2 billions in 1953. 

The same general picture is evident with respect 
to other types of construction. The Joint Committee 
staff points out, for example, that the program ne- 
cessary to take care of all hospital needs by 1960 
would call for 2 to 2'% times as much construction 
each year during the rest of this decade as was put 
in place in the peak year of 1951. 

The need for a better highway system is too well 
known to require repeating here. Authorities have 
estimated that an annual expenditure of over $7 bil- 
lions would be required between now and 1960 to 
maintain an adequate highway system. This is over 
twice the level expected in 1954 when more miles of 
highways will be built than in any previous year, 
according to the present outlook. 

Any forecast of construction activity must be based 
on some predictions or assumptions about other fea- 
tures of the economy. In developing their official joint 
forecast, the U.S. Departments of Labor and Com- 
merce have assumed that there will be no major 
change in the international situation and that, con- 
sequently, defense expenditures will taper off some- 
what. This will be felt in some declines in production 
and in turn may have some repercussions on consum- 
er spending. Generally, however, the economy is not 
dependent upon federal defense spending to the extent 
that serious instability will result. Workers should, 
as a rule, enjoy reasonable job security and continu- 
ous employment, although overtime work may decline. 


Wages Almost Stabilized 


It is anticipated that construction costs will be 
stable, or may rise slightly. Wage rates will probably 
increase somewhat, although at a slower rate than dur- 
ing the past few years. Higher hourly rates will be at 


least partly offset by continued improvements in pro- 
ductivity. 
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Although lumber prices may continue to drop, it is 
anticipated that other building materials will show 
little change. Some, such as cement and fabricated 
metals, are likely to increase rather than decline. 

These assumptions were adopted in working out 
the joint predictions of the Departments of Labor 
and Commerce, presented in the accompanying table. 
Comparison with the estimates for 1952 and 1953 
shows that the total is expected to be down slightly 
from the current year (about 2%), but will be higher 
than the 1952 figure. 

Residential building, the largest single item in the 
table, is a critical area in next year’s outlook. Our 
estimate of the current situation and future pros- 
pects leads to the conclusion that new housing starts 
in 1954 will probably total a million units, including 
both private and public work. 

Taking into account the volume of construction 
still under way at the end of 1953, the value of work 
put in place on new private housing will aggregate 
about $9,650 millions, as against a preliminary esti- 
mate of $10,345 millions for the current year. 

The average cost of new houses has been steadily 
increasing, according to BLS figures, and we expect 
this trend to continue, reflecting the increasing de- 
mand for larger houses and the firm tone in construc- 
tion costs. 


More Remodeling Business 


As against a decline of about 7% in private new 
housing activity, a gain of about 18% is expected in 
expenditures on residential repairs and alterations. 
This trend is related to the growth in family size. 
Many owners of new and well located houses will pre- 
fer to build additions, rather than move to a larger 
house as their families require more space. 


It is worthy of note that the Federal Reserve 
Board in its survey of consumer expenditures learned 
that families who have bought houses during the 
postwar years made expenditures for major improve- 
ments more frequently than those who had pur- 
chased earlier. Builders and suppliers would be well 
advised to look into the newer housing developments 
for market opportunities. 

In the nonresidentiai building area, industrial con- 
struction is expected to decline further from the all- 
time peak attained in 1952. Although a healthy vol- 
ume of industrial plant construction remains to be 
done, the major requirements for production facili- 
ties have been satisfied for the time being. The post- 
war boom in office buildings will continue in 1954. 
Many new skyscrapers are in advanced planning 
stages or under construction. 


Commercial Construction Up 


The construction of stores, restaurants and com- 
mercial garages dropped off substantially in 1952, re- 
covered to a postwar high this year, and is expected 
to continue at high levels in 1954. Construction of 
commercial buildings was severely curtailed by credit 
controls, and the accumulated backlog of demand has 
not yet been satisfied. 

Most of the major segments in the privately fi- 
nanced group described as ‘‘other nonresidential build- 
ing” are directly and immediately affected by popu- 
lation growth and consumer income changes. All of 
these building categories are expected to remain 
steady or show increases in 1954. 

There is an urgent need for more construction in 
the religious, educational and recreational fields. These 
types of construction tend to lag behind new housing 
development. It will probably be several years before 
the needs for churches and social and recreational 
construction are met in the newly occupied postwar 
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with Fir Plywood 


Ride the profit trend—feature fir plywood for built-ins 
and do-it-yourself jobs ....for ‘bread and butter” 
sales in the new construction and remodeling 
markets. Your selling is backed by continuous 
advertising reaching millions every day, thousands 
of personal field calls plus the hottest line of 
dealer merchandising aids ever developed. 
aoe Me Play it safe’ your reputation is on the line 
wn vw] WIth every panel you sell. Stock and sell 
pLPAneL only DFPA grade-trademarked fir plywood 

















| ®Douglas Fir Plywood Assn., Tacoma 2, Wash 


| REASONS WHY IT PAYS TO PUSH PLYWOOD 


1. easy to sell 2. hundreds of uses 3. fast turnover 4. bigger profits 5. nationally advertised 6. easy to stock 7. grade for every job 8. tested quality 








U. S. Expenditures for New Construction’ 


Millions of Dollars 
Type of Construction 1952 1954 


(Preliminary) (Forecast) 


I'otal new construction $ 32,638 $ 34,720 % 34,000 


Private construction el, Sie2 22,800 
Residential building (nonfarm) : 11,100 11,225 
New dwelling units 9,870 9,650 


Additions and alterations 1,045 1,300 
275 


5,972 
1,950 


1,137 1,950 
Warehouses, office and loft buildings .. 515 850 


Stores, restaurants and garages 622 1,100 


Nonhousekeeping 185 
Nonresidential building (nonfarm) 5,014 
Industrial 2,320 


Other nonresidential building 1,557 1,675 
Religious 399 500 
Educational 351 450 

125 175 
Hospital and institutional 394 300 

250 

Farm construction 1,610 1,300 

4,575 


Railroads 438 475 
Telephone and telegraph 570 625 


Miscellaneous 288 


Public utilities 4,003 


Other public utilities 2,995 3,475 
25 
Pipelines 230 300 
Electric light and power 1,650 1,900 
G 1,080 1,250 

85 125 


Local transit 35 


Public construction , 10,826 11,290 11,200 
Residential building 654 551 365 


Nonresidential building 4,119 4,339 4,275 
Industrial 1,667 1,786 1,600 


1,619 1,742 1,925 
Hospital and institutional 473 341 275 


Other nonresidential building 360 470 475 
Military and naval facilities ... 1,388 1,360 1,200 
Highways 2,860 3,145 3,450 
Sewer and water .... 692 761 825 
Miscellaneous public-service enterprises 193 196 200 
Conservation and development 854 833 750 
All other public 66 105 135 


* Joint estimates of the Department of Labor and the Department of Commerce 
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ASR. B. 
WINDOW 
SALES CO. 


306 E. State Fair Ave. 
Detroit 3, Mich. 


4 Low cost 5 QUICKLY ADJUSTED 


CONTACT THE JOBBERS AND MANUFACTURERS LISTED BELOW OR A.R.B. WINDOW SALES CO. 


ALASKA IDAHO MASSACHUSETT NEW YORK Interstate Sash & Door Co. TENNESSEE 
Glass Sash & Door Supply Utah Sash & Door Factory Springfield Millwork Co General Millwork Corp. 836 Savanah Avenue Nashville Sash & Door Co 
Anchorage, Alasko 2341 South State Street Springfield, Massachusetts 529 Main Street Canton, Ohio 152—2nd Avenue North 
Don Able Millwork and Salt Lake City, Utah Utica, New York Teachout Sesh & Door Co Nashville, Tennessee 
Building Supply Co Lumbermen’s Supply Corp. ,, NNESOTA Cameron Lumber Company 100 Spring Avenve jTAH 
Juneau, Alaska 3002 Missior Avenue East Vv Newburgh, New York Columbus, Ohio 

Spokane, Washington etter Mfg. Co Utah Sash & Door Factory 
COLORAD( Stevens Point, Wisconsin The Gibson Door Company paita Mfg. Co 2341 South State Street 
Seabatsiontile. tac NDIANA Presto-Matic, Inc 1 Arnold Avenue Malta, Ohio Salt Lake City, Utah 
3800 Race Street Allied Wholesale Company 24th and Spring Streets Utica, New York ving 
Denver, Colorado 1212 S. Walnut Street Omaha, Nebraska Rock Island Wholesale Co v GINIA 

; South Bend, Indiana Marvin Lumber & Cedar Co. 52 Leslie Avenue OREGON Virginia Sash & Door Co 

NORTH CAROLINA iaiaieaiiaai Worroad, Minnesota Buffalo, New York J. O. Olsen Mfg. Co a ev Virginie 
Malta Mfg. Co —s Wood Glass Company 271 W. 7th Avenue Sachin } 

Malta Mfg. Co MICHIGAN Newcort Ave. Eastwood Eugene, Oregon Pe ‘oor & Glass Corp. 
Malta, Ohio : Sixth & Slocton Street 

Malta, Ohio Royal Oak Wholesale Co Station Rich VOR SOOTS 
SOUTH CAROLINA = 2121 $. Michigan Avenue Syracuse, New York Oregon Pulp & Paper Co ichmond, Virginia 


A‘ Salem, O 
Deal nINOe Saginaw, Michigan Mercury Millwork Corp. ita — WEST VIRGINIA 
ealers Supply Company 
420 West McBee Street aa perand oe oe Garden City, Long Island, W. A. Wilson & Sons, Inc 
° 1 Oxbow Lake Rood NLY 1409 S 
Greenville, South Carolina 8 SENIAC \ Main Street 
Milford, R. 5, Michigan PENNSYLVANIA Wheeling, West Virginia 
ONNECT y wii West Michigan Sash & NEW JERSEY W. C. Ashenfelter & Son, 
tabi ws MARYLAN Door Co inc VERMONT 
Mal 
Malta Mfg. Co Dixie Millwork Co., Inc Grand Hoven, Michigan per =. Co Colonial and Del River Malta Mfg. Co 
Malta, Ohio Hagerstown, Maryland ‘ Philadelphia, Pennsyivania Malta, Ohio 


Lumbermen’s Supply Corp 
2020 Burlington Avenue 
Kansas City, Missouri 


Monumental Millwork, Inc. , asea nse Paver 
FOR rN 1101 S. Brunswick Street weenve OHI N. B. Epstein Company WASHINGTON 
Randall Brothers Baltimore, Maryland Lumbermen’s Supply Corp. Toledo Door & Sash Co. Scranton, Pennsylvania Lumbermen’s Supply Corp 
Atlanta, Georgia 3002 Mission Avenue East 901 Hoag Avenue 3002 Mission Avenue East 
' AISSOUR Spokane, Washington Toledo 7, Ohio lyman-Felheim Company Spokane, Washington 
Lumbermen’s Supply Co Akron Sash & Door Co 2010 Holland Street 


E p ‘ Dealers Millwork Supply, 
22nd and Olive Streets NEBRASKA Akron, Ohio rie, Pennsylvania ine 
Presto-Matic, Inc St ° 


Joseph, Missouri ; 1441 West Elliott Ave 
~ P. to-Mat ! 
24th ane Sete, Shevete Defiance Window Mfg. Co 2ath ples ong aie Seattle 99, Washington 
Gusta, pies 1605 S. Kingshighway Omaha, Nebraska 
St. Lovis, Missouri : 


InNWA 
OWA 


Cincinnati Sash & Door Co. Whipple Bros., Inc 

Front and Freeman Streets Laceyville, Pennsylvania 
Cincinnati, Ohio WISCONSIN 

LINOIS Great Lokes Sash & Vetter Manufacturing Co 

Lumbermen’s Supply Co AAINE NEW HAMPSHIRE Door Co RHODE ISLANL Stevens Point, Wisconsin 
2020 Burlington Avenue Malta Mfg. Co D'Arcy Company, Inc 3820 Lakeside Avenue Malta Mfg, Co Wilbur Lumber Company 

Kansas City, Missouri Malta, Ohio Dover, New Hampshire Cleveland, Ohio Malta, Ohio Waukesha, Wisconsin 
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suburban communities. As noted above, indications 
are that requirements for educational buildings, both 
private and public, will continue to expand for years 
to come. 

Farmer Can Be Sold 


Farm construction will no doubt show a further 
decline in 1954 because of the unfavorable farm in- 
come situation and the effects of the drouth in 19553. 
The drop may not be as great as some expect, how- 
ever, because the farmers are still in relatively sound 
condition, according to reports, and may receive the 
benefits of additional Federal assistance during next 
year. 

Deaiers should not lost sight of the fact that to- 
day’s farming operations are dependent more and 
more on increased mechanization and capital invest- 
ment. Greater expenditures for equipment, for both 
farm operations and farm homes, lead to increased 
outlays for buildings. 

As the table indicates, we expect the privately 
owned utilities group to show a gain, represented by 
further extensions of electric power and light systems 


Don’t Wait! Order Your Extra Copies of American 


and gas distribution facilities. A large part of this 
gain results from the efforts of local utilities to catch 
up with the needs created by large postwar housing 
developments. 

Public construction as a whole is expected to drop 
very little from 1953 levels. Three significant areas 
of declining volume—residential, industrial and con- 
servation and development work, are chiefly affected 
by reductions in Federal appropriations and pro- 
grams. Military and naval construction, another big 
item, will also decline, unless present plans are 
changed. 

The major areas of strength are educational build- 
ing and highways, which together will account for 
nearly one-half of public construction expenditures 
in 1954. Both of these types of construction involve 
large outlays of State and local funds. 

If this analysis of future prospects is correct—and 
there is a lot of substantial evidence to back it up- 
the producers and distributors of building materials 
can plan for a good year in 1954. 

Each firm’s plans should be based, however, on a 
realistic appraisal of its own market area in relation 
to the indicated trend in demand. Next year’s market 
will be a buyers’ market, but there will be plenty of 
buyers. 


Pointers 





Lumberman’s 80th Anniversary Issue Today 


After looking at the pictures 
and reading the interesting and 
important articles in this special 
80th Anniversary Issue, you will 
probably want to order extra cop- 
picture section of old-time stores 
ies for yourself and your friends. 

Have you looked at the special 
and yards (pages 70-80)? And 
have you read the article, “This Is 
How It Was in the ‘Good Old 
Days’?” (pages 88-91) 


And don't miss the important ar- 
ticles looking into the future. For 
example, “American Lumberman’s 
Yard and Store of Tomorrow 
Today”; also, ‘American Lumber- 
man’s House of the Future.” 

These are just a few of the rea- 
sons you will want extra copies of 
this historic issue for your file and 
every-day reference. Just fill out 
the coupon below. We've ordered 
extra copies of this issue and we 
can fill your order at once. 


American Lumberman, 139 North Clark St., Chicago 2, Ill. 


Please send me 


Anniversary Issue at $1 per copy. 


STREET 


copies of American Lumberman's 80th 


ZONE 


December 


Jumbo Literature Rack’s 
A Good Silent Salesman 


This floor-to-ceiling literature 
rack—made of several large sheets 
of perforated wallboard—-forms a 
colorful, customer-stopping display 
just inside the entrance of the 
Brannum Lumber Co., Racine, Wis. 

Hank Brannum, vice-president, 
says that although the rack holds 
several hundred pieces of litera- 
ture, “it’s frequently in need of re- 
plenishment.” 

The big sign at the top of the 
rack says, “FREE — Help Your- 
self.” Customers frequently walk 
out with a fistful of pamphlets 
about the products that interest 
them. Sales can often be traced 
to the “silent, but effective” aid of 
the literature. 

14, 1953, 
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UILDERS, architects and home buyers know the 


eatilator Fireplace. They know it from 27 years 
Heatilacor Firepl They k t f ) 


Smooth metal 


moke dome 


of continuous national advertising ... plus the testi- 
monials of hundreds of thousands of satisfied users aa 
These users find that a Heatilator Fireplace does 
everything it claims to do. It’s smokeless and trouble Bese 


free. It standardizes and simplifies Construction, saves ' spe : damper control 


time and money on the job 
It circulates heat usually wasted up the chimney. 


No wonder dealers have sold more Heatilator units 


than all other fireplace units put together. 


Sell the Heatilator Fireplace — people know it ! 


Heatilator, Inc.,6712E. Brighton Ave., Syracuse 5, 


HEATILATOR FIREPLACE 
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fhy is Red Brand. . 


RED BRAND is Merchandised 
to Push Farm Buying 


Yes! Keystone merchandising helps boost farm in- 
come...and spending...means more sales for you. 

We know. Farmers tell us how the Keystone 
Practical Land Use Plan helps them. 

Take one example: Milford Dowell of Strong- 
hurst, Ill. Four years after starting a Practical Land 
Use Program he was getting 90 bu. of corn where 
he used to get 34. Pasture land tripled its yield. 

How did he use this income? 

“I spent $6,000 remodeling my dairy ...$15,000 
on farm equipment . . . $2,000 for a modern 
kitchen and bath . . . thousands of dollars on feed 
for a dairy herd... and many other miscellaneous 
items,’ Mr. Dowell reports. 

That’s what we mean when we say—Red Brand 
merchandising pushes FARM BUYING. And it 
draws the farmer to Red Brand dealers. 

With this long range plan, we've built a solid 


foundation for action when action is needed. 


A Keystone representative will 
be glad to explain how simple 
it is to put the P.L.U. Program 
to work in your town. Ask him 
for details. Get started with- 
out delay. 


KEYSTONE STEEL 


RED BRAND FENCE + NON-CLIMBABLE FENCE + NAILS 


(To obtain more data on advertised products see page 179) December 14, 1953, AMERICAN LUMBERMAN & 





. the Easiest Fence to Sell? 


Farmers Know How Well 
Red Brand Fence is Made 


For over three generations, farmers have been buy- 
ing Red Brand Fence. Through the years, these 


farmers have learned how Keystone builds longer 


I II 


wT 


life in its fence. They know Keystone copper bear- 
ing steel wire is Galvannealed to give double pro- 
tection against rusting. They know the diameter of 
wire is maintained with an exceptional degree of 
accuracy. They know the crimp is 


+ 


right to get a taut fence when it’s 
stretched. They know the red top 
wire is their assurance of Keystone 
quality in fence. These are facts 
they know and accept... the min- 
ute you say—‘“‘We recommend Red 


Brand.” 





TO GIVE YOUR FARM SALES 
A BOOST, ask your Red Brand 
salesman or jobber how you can tie 
in with Keystone’s Practical Land 
Use sales-building plan. 














& W I R E Cc ©] M Pp A N Y PEORIA 7, ILLINOIS 


ORNAMENTAL FENCE + RED TOP POSTS + GATES * KEYSTONE POULTRY NETTING 
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We Celebrate 


80 Years 


of Industry Progress 


American Lumberman on its 80th 
anniversary salutes the retail lumber dealer 
and pledges itself to even greater service. 


American Lumberman is 80 years old. That’s a lot 
of candles on anyone’s cake and we'd like to have you 
join us in the celebration, for without you we wouldn't 
be here! 

Thinking back for a moment, we began to wonder 
what had kept American Lumberman going through 
several depressions, two World Wars and a lot of 
minor calamities. Actually, it’s the same qualities 
which have kept you in business, prospering better 
some times than others, but always going ahead. 

A surprising number of you know this recipe for 
longevity, even better than we do, because your firms 
are older than we are. We are happy to salute several 
companies which have passed their centennial with a 
special section in this issue, pages 70 through 91. 

Like yourselves, we have sold a quality product that 
has met with continuing favor through the years, 
until a surprising number of dealers refer to Ameri- 
can Lumberman as their “working Bible.’’ That makes 
us feel good. 

And like yourselves in your constant contacts with 
customers, we are continually challenged by questions 
which have no easy answer. When we don’t know 
the answers, we promise to try and find them. We 
know that we can only stay in business by pleasing 
you, just as you must please your customers. 

We are proud of the progress made by the retail 
lumber dealer in the last 80 years. And, modestly, 
we like to think we had a share in that progress. There 
are many “‘firsts’’ to which American Lumberman can 
justly take credit. Here are a few of them: 

e First to publish a set of grading rules 

¢ First to publish annual lumber production sta- 

tistics 


First to suggest a government agency to make 
home loans 

First to publish an annual departmentalized ref- 
erence directory of dealer products 

e First to publish a do-it-yourself kit for dealer use 

First to publish a consumer publication for exclu- 
sive dealer distribution (HOME Maintenance and 
Improvement) 

First magazine to offer complete set of advertis- 
ing mats exclusively for dealer use 

We'll stop here. Old people have a reputation for 
being garrulous. And we aren't that old! But we do 
want to continue, with your help, a publication life of 
greater usefulness. 

Remember, American Lumberman is at your service. 
Alert us to your needs and we will respond with all 
our resources. 

And again, a happy birthday to you, too! 
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_ Eleven Popular Home Projects 
—Each One Sells Related Items 


Real trafhic-builders for the “do-it-yourselt” 
market. Extra support for merchandising the 
No. 1 “leader” item— Masonite Presdwood". 

You can give (or sell) your prospects these 
complete plans for eleven useful home pro}: 
ects. Each one includes a complete bill of 
materials. ..-you sell not only Presdw ood, but 
many related items, such as paint, nails, 
dimension lumber, etc. 


Free Plans for You! 


While our supply lasts, We will send you a 
limited quantity of the plans you W ant at no 
charge. I hese plans are now being nationadly 
advertised to your prospects and customers. 
Increase sales—tie in locally with this nauon- 
al promotion. ¢ heck the coupon for plans and 
mail it today! 


for better profits 
poards 
better hard D. S. Gor enough Masonite 


Presdwood in stock? Get ready 

for the extra sales these plans wil 

make. Check today and get in 

r--—. touch with your Masonite 
4 — oe mee representative for the 
— == oe oe complete story: 
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Here is where the retail lumber dealer 
started from .. . see where he is today by 
turning to pages 104 and 108. 


American Lumberman Salutes These Pioneer 
Dealers on Its 80th Anniversary 


COOK BORDEN AND CO., Fall River, Mass., as it looked before the turn of 


the century. 


Winners in American Lumber- 
man’s old-time picture contest are 
Heidritter Lumber Corp., Elizabeth, 
N. J., first prize; Peoples Lumber Co., 
Ventura, Calif., second prize; C. 
Starkweather & Son, Beaver Dam, 
Wis., third prize. The winners will 
receive cash awards. 

The honor of being the oldest 
commercial firm in Fall River, 
Mass. belongs to the Cook Borden 
Co., Inc., which has been in busi- 
ness for 120 years. All these years, 
the firm has remained in the same 
family. Richard Cook Borden Hart- 
ley, president and treasurer, is the 
great grandson of the founder, 
Cook Borden. Philip Arthur Hart- 
ley, a great-great grandson, is 
vice-president and general man- 
ager. 

Until about 1870, Cook Borden 
brought in lumber by boat because 
the lumber-producing sections had 
not been opened to the railroads. 
The telephone revolutionized the 
business of the yard, making it no 
longer necessary for the contrac- 
tor to take a day off to go to the 


70 


COOK BORDEN, the founder. 


lumber yara to make known his re- 
quirements in person. , 
Cook Borden Co. last Septem- 
ber took a full-page ad in the ses- 
qui-centennial edition of Fall River 
Herald News to celebrate its 120 
years of active growth. A com- 
plete home planning department is 
featured by the firm today. 


Oldest Retail Lumber Yard? 


165 - year-old Adams, 
Mass. firm has been in 
Arnold family for six genera- 
tions. 


Henry J. Arnold, pioneer 


Records which have come 
to the attention of Ameri- 
can Lumberman indicate 
that the R. T. Arnold Lum- 
ber Corp., Adams, Mass., is 
the oldest lumber firm 
which has remained in con- 
tinuous operation in the 
same family. It is 165 years 
old. 


Henry J. Arnold, founder, 
was a well-known pioneer 
of that day. He was the first 
man to cut timber from Mt. 
Greylock, the highest moun- 
tain in the state, and the 
first to build a wagon road 
to the summit. He built the 
first steam sawmill in the 
area and was said to be 
one of the best judges of 
timber in the county. 


Six generations of the 
same family have headed 
the business of which Ro- 
bert T. Arnold is now pres- 
ident and treasurer. 
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DELIVERIES’ WERE MADE by 
wheelbarrow in 1904 when Grand- 





and most modern yards in the area. 
M. P. Myers, the founder, is seen 


father started in business, writes at the right of the doorway. N. G. 


Mrs. Gertrude M. Hinkle, secre- Myers, present 


horse and wagon such as you see 
far left. Now the firm has a fleet of 1954 
11 trucks and has one of the largest 


1886 


owner of the com- 
tary, Myers Lumber Co., West Haz- pany, is the seven-year-o'd 
elton, Penna. He couldn't afford a the left. Myers Lumber Co. will 


celebrate 50 years in business in 


CLARA M. SCHUMM has been book- 
boy at keeper for the Moore & Richter Lum- 
ber Co., LaPorte, Ind., since 1911, 
which may be some sort of record, 
points out manager W. P. Angrick. 
This is Miss Schumm as she looked 
in 1911 just outside the main en- 
trance to the firm. 





ONE OF THE OLDEST WISCONSIN 
FIRMS is the Lachmund Lumber Co, 
in Sauk Prairie. This 107-year-old 
firm is now actively directed by Carl 
Lachmund of the fourth generation 
The yard seems to have had a pretty 
good inventory when this. picture 
was taken in 1886. The firm is now 
active in the contracting field, build- 
ing quality homes for resale and 
also to customer's specifications 
“We are not trying to build the 
cheapest houses, but we strive to 
give the best value at a moderate 
price,” says Carl Lachmund 





FORTY-FIVE YEARS AGO the Amherst (Ohio) Lumber 
Co. occupied the center part (14’x20') of the old building 
seen above. In 1922 the rear and the front parts were 
added, enlarging the quarters to 14'x44’. The new store 
and display room opened in 1950 gives the firm 3,000 
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(continued on page 72) 


square feet of floor space. Sales have increased through 
the years, says manager R. Lee Menz, and this year will 
reach approximately $500,000, which is pretty good, we 
think, for a town of 3,500. The company has a staff of 
12 employes and keeps six trucks busy with deliveries. 
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FUNERAL SUPPLIES and building materials were sold 
under the same roof by the Frazee yard of the Wilcox 
Lumber Company, Detroit Lakes, Minn., in the early 
1900's E. H. Taylor says the exterior of the building 
was painted black to be in character with the funeral 
supplies products, which consisted of wooden caskets and 
rough boxes 


Pe he 


THREE GENERATIONS OF RENUARTS, of the Renuart 
Lumber Co., Miami, Fla., are seen here at their former 
retail yard in St. Pierre, Canada, around 1908. Left to 
right: a driver; D. V. Renuart, president; A. A. Renu- 
art, Sr., founder of the firm; Amedee Renuart; Leo Ren 
uart; a sister; a driver; a customer; and Victor Renu- 
art, Sr., father of A. A. Renuart, Sr. D. V. Amedee 
and Leo Renuart are running the firm in Miami and their 
children may be yard managers eventually. 
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SAILING VESSELS DELIVERED LUMBER directly to 
retail lumber dealers’ yards along the coast in the early 
days. Pictured above is the four-master “Anna R. Heid- 
ritter,’’ the last of eight schooners in the fleet of the 
Heidritter Lumber Corporation, Elizabeth, N. J. Built 
in 1908, she was 190 feet long, cost approximatel, 
$50,000 and was sailed by an eight-man crew. 

She carried many a cargo of long leaf yellow pine from 
Jacksonville, Fla. to the Heidritter dock in Elizabeth, 
says Charles Derr, vice-president of the firm. During 
World War I, while en route to Italy with a cargo of lum- 
ber, she was torpedoed by a German submarine, but was 
taken in tow by a British gunboat. She was repaired at 
Barcelona, Spain and continued to sail until 1942 when 
she foundered in a hurricane off Cape Hatteras. 


STORE AND DELIVERY EQUIPMENT of the Sierra 
Lyrmber Co., Corning, Calif. in 1906. Fred Benton, man- 
ager of the Diamond Math Co. yard in Sacramento un- 
til his retirement last September, is holding the reins 
His brother, Sam, who was manager of the yard, is at 
the right. The yard stock, says Mr. Benton, consisted of 
lumber, wood shingles, shakes, lath, posts, millwork and 
moldings. One of the principal items carried was 1”x7”x 
16’ rough fence boards, which were purchased in quan- 
tity by sheep and cattlemen. Lumber and other mate- 
rials were carried from the railroad spur to the yard 
in this wagon. And no rollers on the wagon, Mr. Ben- 
ton adds 


(continued on page 74) 
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YOU CAN BUY WITH CONFIDENCE THESE 


OAK FLOORS 
Prefinished and Unfinished 


END-MATCHED SOUTHERN 
PINE FLOORING 





SOUTHERN PINE 
TIMBERS 


MULTI-WOOD 
BLOK FLOORS 


MEMBER: National Oak Flo:ring Man- 
ufacturers' Association, Southern Pine 
Association and S.P.I.B. 
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SOUTHERN PINE 
PANELING 


PALLETIZED HARDWOOD 
FLOORING 


PALLETIZED FURNITURE 
DIMENSION 


é 
:. 


SOUTHERN PINE 
LUMBER 


SOUTHERN PINE 
MOULDING AND TRIM 


MIXED CARS GIVEN 
PARTICULAR ATTENTION 


WRITE, WIRE, TWX OR PHONE 740 


D.L.FAIR LUMBER CO. 


LOUISVILLE, MISSISSIPPI 


(To obtain more data on advertised products see page 179) 





Dealer Scrap Book 


1873 





EXACTLY THE SAME AGE as the American Lumber- 
man is (, Starkweather & Son, Beaver Dam, Wis. The 
couple in the cutter are the parents of C. A. Stark 


1953 





7 = w 


UP-TO-DATE MERCHANDISING in 
the year 1892. This is a reproduc 
tion of a sketch made from a photo- 
graph of the office and store of the 
J. C, Baldridge Lumber Co. in Albu- 
querque, N. M. The “outdoor ad 
vertising”’’ indicates that Baldridge 
carried diversified lines: ‘glass 
paints, oil, sash, doors, blinds, all 
kinds of paint and lumber.”’ Quite a 
change from the big Baldridge yard 
which you see today in Albuquerque 


weather, president of the firm today. In the two wagons 
are grandparents of people who are now good Stark- 
weather customers. This photograph was taken in 1873 


1915 


WAGONLOAD OF SHINGLES (100 squares) drawn by 
six horses was entered in the Fourth of July parade in 
Idaho Falls, Idaho about 1915 by the East Side Lumber 
Co. The wagon sign says, ‘‘World’s Record Load of 
Shingles.””’ The men on the wagon are John, Lawrence 
and Anton Poitevin, owners and founders of the East 
Side Lumber Co., which is now known at the John J. 
Poitevin Lumber Co. 





(continued on page 76) 
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liding glass and screen insert 
ore easily removed from inside 


for convenience in cleaning. 





The Rusco removable sash fea- 





ture has tremendous appeal 
asa nvenience and safety 


feature. 








VERTICAL SLIDE 


You make more money on Rusco Prime 
Windows because your profit is figured on 
the complete window job — everything except 
installation. And these windows make such 
big savings in installation time and labor 
that the builder's total installed cost is often 
less than it would be on the cheapest con- 
ventional windows he could buy! 


Only Rusco Prime Windows give you such 
exclusive features as rainproof, draft- free, 
Magicpanel (®) ventilation, screen and insu- 
lating sash (optional), built-in weatherstrip- 
ping and positive, automatic locking — plus 4 
extra profits. Get all the facts now. Just write 


cert. 7-0.-123 THE F.C. RUSSELL 


BuILpING Propucts MERCHANDISER 


Extra Profits For YOU 


in America’s Most Modern Windows 


RUSCO PRIME WINDOWS ARE COMPLETE, 


FULLY PRE-ASSEMBLED UNITS... 
PROD 


Pre-Glazed. Therefore the profit on glazing 
goes to you instead of someone else. EXTRA 


PROFIT No. 1. 


Finish-Painted, which means that you 
participate in a profit that you normally miss 
when you sell a conventional window. 
EXTRA PROFIT No. 2. 
Complete with Surround. Rusco Windows 
are supplied with surround, and since your 
mark-up is on the complete unit there’s ad- 


ditional profit here. EXTRA PROFIT No. 3. 


Fitted with Hardware. Another item of 
profit for you that often goes elsewhere 


when you sell other types of windows. 
EXTRA PROFIT No. 4. 


...GIVING YOU AN AVERAGE GROSS 
PROFIT OF UP TO 20% MORE 
THAN OTHER WINDOWS! 


~ Galvanized Steel 


PRIME WINDOWS 


COMPANY, Cleveland 1, Ohio °* 10x IN CANADA: 


ONTO 13, ONTARIO 


(To obtain more data on advertised products see page 179) 
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SCHOONERS BROUGHT YELLOW-PINE LUMBER to 
the Watson Malone yard. Four schooners could unload 
on either side of the pier. The office building was form- 
erly known as Richardson's Steamboat Hotel and the 
corner entrance, says Mr. Malone, is easily recognized 
as the signpost of the old waterfront saloon 
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PICTURE TAKEN ABOUT 1872 shows the property of 
Watson Malone & Sons, Philadelphia. In the center is 
Watson Malone, the founder. Bernard T. Malone, the 
man at Watson Malone’s right, inherited the business 


from him. Succeeding owners have been Edwin B. 
Malone, Watson Malone II and the current owner, Wat- 
son Malone III 


Lumber - - and Lumber only for 100 Years 


One full century in the lumber business. That is 
the enviable record that will be celebrated next year 
by Watson Malone & Sons, Inc., Philadelphia. 

“Incidentally,” writes Watson Malone III, “it might 
interest you to know that in 1854 the firm sold only 
lumber and, believe it or not, that same situation 
exists today. We have not as yet gone in for depart- 
ment store merchandising, which is so familiar in 
other lumber yards around the country.” 

Watson Malone III is the recently-elected vice-pres- 
ident of the National Retail Lumber Dealers Asso- 
ciation. 


(continued on page 78) 
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OLD AND NEW IS SHARPLY CONTRASTED in these 
pictures of the Higginsville (Mo.) Lumber Co., which 
during Grover Cleveland’s first term looked like the pic- 
ture at the left. At that time the yard consisted solely 
of a small, combination office-salesroom and two sheds. 
The new display room is a model for a small-town yard. 
Exterior materials are Roman brick and brown-stained 
shingles. The display room (2,878 square feet) has con- 
necting rooms for the storage of glass and millwork. 
The front display windows are angled to eliminate glare. 
Note the evergreen shrubs used to landscape the narrow 
terrace, left. Uriel C. Recob is the manager 





FAST DELIVERY SERVICE as featured by the J. Knox 
Corbett Lumber Co., Tucson, Ariz., in the early 1890's 
is seen in this old picture submitted by W. A. Bell, 
treasurer of that firm. The founder of the company, 
J. Knox Corbett, is seen at the head of his horse and 
buggy alongside the telephone post in front of the office. 
The young man in front of the delivery wagon is H. §S. 
Corbett, president of the firm today. The company has 
been in continuous operation on the same site since 1890. 





WAGONS AND SLEIGHS were the customary delivery 
equipment 30 years ago for the Clover Leaf Lumber Co., 
Edgar, Wis., says L. A. Myers, vice-president and 
secretary. The neighbors helped haul out the material 
needed for a new barn. 
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CUT “Handling Damage” 


with Gold Bond exclusive Hard-Edge Wallboard ! 


PROVE IT WITH THIS SMASH TEST! Smash a piece of standard Gold 
Bond Gypsum Wallboard against a piece of any other production-run gypsum wall- 
board. Note Gold Bond Hard-Edge is merely dented while the ordinary wallboard 
edge crumbles and gives way under the impact. 


OLD BOND Hard-Edge Gypsum Wallboard 
(;°: es you the kind of ruggedness you need for 
warehouse and delivery handling. Exclusive process- 
ing creates an exceptionally hard panel edge. Helps 
reduce damaged material costs. Test (above, left) 
proves that Hard-Edyge is the toughest wailboard edge 
on the market...and it’s standard on a// Gold Bond 
Gypsum Wallboard. 


NATIONAL GYPSUM COMPANY e BUFFALO 2, N. Y. 


Fireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, Lime, Sheathing, Roofing 


Siding, Wall Paint, * 


Buitpinc Propuctrs MERCHANDISER 


Gold Bond Hard-Edge speeds construction, too. 
Cuts builder's replacement costs common with 
ordinary wallboard. Stronger edges permit nailing 
closer to panel edge without crumbling. You get 
added strength with no increase in weight... no 
increase in cost! 

Let us show you this test and you'll insist on 


Gold Bond Hard-Edge Gypsum Wallboard! 


You'll build or 


remodel better with 


Gold Bond 


Textures, Rock Wool Insulation, Metal Lath and Sound Control Products 


(To obtain more data on advertised products see page 179) 
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This Firm Doesn’t Stand Still 


Peoples Lumber Co. in Ventura, Calif., as you can 
see, has come a long way in the last 63 years. 


MANAGER PAT DEARDORFF of Ventura yard takes inventory of hand tools. 
Neat displays are easy and effective, using perforated-wallboard idea. 


Dealer Scrap Book 


OLD 


ORIGINAL OFFICE AND YARD of 
of the Peoples Lumber Co., Ventura, 
Calif. as it looked in the early 1890's. 


NEW 


PEOPLES HEADQUARTERS TODAY 
showing enlarged store area which 
increased display space 300%. 


Ben W. Bartels, 
general manager. 


The changes which have taken 
place in the operation of a retail 
lumber business in the past 60 
years are dramatized by a com- 
parison of the picture of the orig- 
inal office and yard of the Peoples 
Lumber Co., Ventura, Calif., and 
other pictures on this page of this 
same firm’s latest enlarged store 
in the same town. 

Peoples own and operate eight 
yards in Ventura county. Since 
1950 the management has carried 
through a modernization program 
in most of its yards. Ventura is 
the latest. 

Parking facilities were doubled, 
new lines added and floor space in- 
creased 300°. The entire store has 
been departmentalized to make 
shopping easier. Each department 
is smartly identified with cut-out 
signs. Various building materials 
have been used in the construction 
to show contractors and home- 
owners exactly how they will look 
when installed. 

Pickup trade in the remodeled 
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THE DEALER 
COMES FIRST test it! 


IN PURITAN’S divide itf 
sell half! 
NEW PACKAGING 


PROGRAM! examine it! 


no soiling! 


PURITAN 


OFFERS THE DEALER 
——P 


SELF-SELLING PACKAGES! ¢ - ea .) 


*” Good Housekeeps 


Each of Puritan's many clotheslines and sash cords is packaged in a bright, 
eye-catching package that protects its contents from soiling. Each package 
tells the complete story of how the contents are used, where they are used 
and how much the unit costs. A number of Puritan products are now packaged 
in the completely new loop-handle, break-away package illustrated here 
Other products in the line are being converted to this faster-selling package 
as rapidly as conditions permit. 


EASIER PRICING! 


The newer packages developed by Puritan may all be marked in the case 
before removal for shelf or counter display. Just open the case end 


indicated and stamp or write each price in the circle on the package end. 


There is no limit to the number of 
ways that you can effectively display 
Puritan's new loop-handled packages 
Tumble them in basket or carton 
hang them from nails of other pro- 
jections on wall or island display 
stand them up on counter or barrel 
top at the back of the store or 
stack them in your front display window 
in interesting patterns 


EL ee 


Manufacturers 
LOUISVILLE, KENTUCKY 
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DEALER SCRAP BOOK 


FORTY-FOOT ORDER COUNTER is a combination order- 
sales-dispatching department. “An Organization Built on 


Service’ is this firm’s slogan 
(begins on page 78) 

yards has increased 50‘7, accord- 
ing to E. J. Thompson, general 
sales manager. And the attract.ve 
layout is bringing in more women 
customers, adds Pat Deardorf, 
Ventura manager. Handyman 
trade, especially on Saturday 
mornings, is increasing. Peoples 
is going after this handyman trade 
A special note to homemakers was 
featured in the two-page ad: 


“We'll do our very kest to an- 
swer any question that you might 





Pointers 


Handy Rack Provides 


Quick Access to Glass 

A handy pigeon-hole rack for 
glass pieces of various sizes was 
installed near the billing counter 
of the Butler (Ind.) Lumber and 
Supply Co. C. C. Cook, co-owner, 
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purposes 


have concerning that handyman 
project you may be planning 
around your house. No matter 
how small the job, we want you to 
feel welcome to come in and let 
our trained staff assist you.” 

Monthly sales meetings are held 
in three convenient locations in ad- 
dition to a monthly meeting of all 
personnel held at the Ventura 
headquarters. A good percentage 
of the company’s employes own 
stock; of the firm's 350 stockhold- 
ers, more than 300 are residents of 
Ventura county. 


says the rack has made sales of 
glass more convenient and more 
frequent. 

At the left of the wooden rack 
is a cutting table which puts sales 
of glass on a production-line basis. 


Suae® I { f lccsal v" 
Billboard Tells All 


The billboard of the Christoph 
Lumber Co., Menasha, Wis., leaves 
no doubt about what can be pur- 


chased at the firm’s “office on 
Manitowoc St.”’ The 50-foot bill- 
board lists nine categories of mer- 
chandise in easy-to-read lettering. 

The sign is located on a major 
highway leading into the city. It 
is mounted high enough to be 
clearly visible to passing motor- 
ists. 


PAINTS AND BRUSHES are featured in this section 
Note materials used in sidewalls and ceilings for display 


Officers of the company are: A. 
Camarillo, president; H. S. Cor- 
bett, first vice-president; A. J. 
Dingeman, second vice-president; 
C. A. Lind, secretary; B. W. Bar- 
tels, general manager; C. E. Bone- 
stel, J. C. Cramp and H. H. East- 
wood, directors. 

Yard managers besides those al- 
ready mentioned are Bill Rau, Ox- 
nard; Tom Lemmon, Moorpark; 
William Winfield, Santa Susana; 
Jack Cline, Santa Paula; Syd Mer- 
cer, Ojai; Bert Roderick, Fillmore, 
and Cecil Garrison, Camarillo. 


Yard Carts Boost Efficiency 


An assortment of two- and four- 
wheel carts for moving small-but- 
heavy items helps maintain peak 
yard efficiency for the DeVille 
Lumber Co., Canton, Ohio. 

Two-wheel cart in foreground 
is ideal for moving heavy cans of 
paint and bags of cement from the 
warehouse to a customer’s car. 
Wheels on this cart are of the 
motor-scooter type. 

Four-wheel railroad type cart 
in the background enables yard 
men to make up an order without 
carrying each item to a truck in- 
dividually. 
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Homeowners, builders, contractors—they're all 
good prospects when you point out the advan- 


tages of Getty Casement Operators. 


Getty Operators give easy, finger-tip con- 
trol over any kind of casement window. They 
turn smoothly, freely. They hold the window at 
any position. And they’re built for years of 
trouble-free service. 


As a closing point, tell your customers 
that Getty Operators are used on more case- 
ments than all other makes combined. You'll 
do yourself a good turn by picking up some 


nice extra business. 





There’s a Getty Operator for 
Every Type Wood or Metal Casement 


An inexpensive angle-drive 
operator for residential 
wood casements. Hand- 
some — precision-built — 
lubricated for a lifetime of 
tough duty. 


Same construction as 
#4715, but drilled for 
metal casements. The ideal 
replacement for inferior or 
worn out operators. 


H. S. [ ETT & CO., Inc. 
eee 


3348 NORTH 10TH STREET + PHILADELPHIA 40, PA. 
Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 


Buttpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 179) 
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W. H. STEVENSON. president, and his son-in-law 
Kenneth A. Wassink, pose beside the 80th anniversary 
medallion 


igh 
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~~... 
AMERICAN LUMBERMAN has been the favorite trade 


periodical for W. H, Stevensorr as long as he can remem- 
ber. Every man in the office is a subscriber 
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& Coal Co. as it looks today 


Dealer also 
Marks 
80" Anniversary 


American Lumberman congratulates 
the Stevenson Lumber & Coal Co., Adrian, 
Mich., also founded in 1873. 


Founded the same year as American Lumberman, 
Stevenson Lumber & Coal Co., Adrian, M:ch, has 
grown apace. 

William H. Stevenson is the fourth generation to 
operate the business which was established by Arch 
Stevenson, a farmer, who bought five houses and lots 
and cleared them away for his new enterprise 80 
years ago. 

Lumber was more of a sideline in those days. Wood 
and coal were the principal products sold. As Adrian 
began to expand, such items as brick, paint, hardware, 
wallboard, insulation and millwork were added. 

One of the attractive retail businesses in Adrian 
today is the Stevenson Lumber & Coal Co. It’s a long 
way from the five horse-drawn wagons operated when 
the present owner, W. H. Stevenson, began work to 
the 13 trucks now operated by his firm, a factor which 
enables his firm to boast the slogan, ‘Sudden Service.” 

Mr. Stevenson is the fourth generation in the lumber 
business. His son-in-law, Kenneth A. Wassink, is ac- 
tive manager, giving Mr. Stevenson more time to enjoy 
his favorite hobby, trotting horses, and to read Amer- 
ican Lumberman, which the firm has taken ever since 
he can remember and to which every member of the 
organization is a subscriber. 
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It’s the NEW FAVORITE for homes... 
offices -« « BOONES Roddiscraft 


@ Check with architects! Check with builders! 
Roddiscraft Panawall is fast becoming the pre- 
ferred paneling for smart, distinctive interiors. 
Architects are specifying it... builders are buy- 
ing it! And market-wise dealers are making the 
sales . . . getting the profits! 


Panawall is today’s best plywood paneling! 


Panawall gives buyers the beauty of fine hard- 
wood paneling — in a variety of woods — with- 
out excessive cost. It stays beautiful for years 

. with no costly repainting. And it’s easily in- 
stalled. Made of random-width veneers, smooth- 
ly V-grooved at the joints. Panawall requires no 
matching. 4’ x 8’ x 14" panels go up quickly 
and easily. No wonder Panawall is a success with 
archilects and builders! 


Start cashing in on Roddiscraft Panawall now. 
Ask your nearest Roddiscraft representative for 
details and prices on Panawall and other Roddis- 
craft decorative paneling products: Craftwall, 
Parquetwall, Cedrela and Plyweave. Call for the 
facts today! 


Roddiscratt 


RODDIS PLYWOOD CORPORATION 
Marshfield, Wisconsin 


NATIONWIDE Moddiscraft waREHOUSE SERVICE 


Cambridge 39, Mass., 229 Vassar St. * Charlotte 6, N. C., 123 E. 27th St. © Chicago 32, ill., 3865 W. 41st St 

Cleveland 4, Ohio, 2717 E. 75th St. © Datios 10, Texas, 2800 Medil! St. * Detroit 14, Mich., 11855 E. Jefferson St. * Houston 10, Texas, 2403 

Sabine St. * Kansas City 3, Kan., 35 Southwest Bivd. * Los Angeles 58, Calif., 2620 E. Vernon Ave. * louisville 10, Ky., 1201-5 S. 15th St 

Marshfield, Wis., 115 S. Paimetto St. * Miami 38, Fio., 255 N. E. 73rd St. * Milwaukee 8, Wis., 4601 W. State St. © New Hyde Park, L. |., 

N.Y 1756 Plaza Ave. * New York 55, N. Y., 920 E. 149th St. © Port Newark 5, N. J., 103 Marsh St. © Philadelphia 34, Pa., Richmond & 

Tioga St. * St. Louis 16, Mo., 3344 Morganford Road * San Antonio 6, Texas, 727 N. Cherry St. © San Francisco 24, Cal., 345 Williams Ave 
San Leandro, Cal., 720 Wiliiams St 


* Cincinnati 4, Ohio, 836 Depot St. 
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The LUMBERMEN'S POET 





Douglas Malloch 


OUGLAS MALLOCH, known 
as The Lumberman Poet, was 
probably the most famous writer 
of verse ever associated with the 
lumber industry. As a member of 
the editorial staff of AMERICAN 
LUMBERMAN for 35 years, Malloch 
wrote hundreds of poems that were 
first printed in this magazine and 
later published in nine volumes of 
verses, 

Sorn in Muskegon, Mich., on 
May 5, 1877, Malloch grew up in 
one of the great lumber centers of 
that period. After a brief career 
with The Muskegon Chronicle, Mal- 
loch joined the AMERICAN LUMBER- 
MAN. His simple, optimistic philoso- 
phy of life as expressed in verse 
found a tremendous following in- 
side and outside the lumber indus- 
try. Malloch was a member of the 
AMERICAN LUMBERMAN staff at the 
time of his death in 1938. 


Nearly a dozen civic and service 
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O lumber camp cat, | envy your 

For you, from the midst of this ¢ 
state 

No bootjacks for you now go § 
passionate way; 

With a bosom unruffled by worry or care you may warble your beautiful lay 

No boys now pursue you, O fortunate cat, no dogs chase you up street and 
down; 

When you bask in the sun now no woman cries 
in the town 


Scat!’ as women once did 


No more you dodge autos and bikes in the street, as cats in the city must 
do 

For you travel through ways that are shady and sweet, under skies that 
are sunny and blue 

No infantile darling now tugs at your tail, while mother the picture enjoys 

You are out of the city, that merciless jail, away from the soot and the noise. 

O lumber cat, I envy your lot, a living so joyous and good; 

I wish I might ditch all this civilized rot and join up there in the wood 

We would wander by day through the grove and the plain, we would sleep on 
a pillow of pine; 

We would roll in the sun, we 
doors, pussy mine. 

Out-of-doors! Out-of-doors! As the nightwind came down we would sip from 
a chalice of dew, 

If, instead of a man ck 


would bathe in the rain, we would live out-of- 


se imprisoned in town, | were only a kitten like you 
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TODAY THE LUMBERJACK 







































Sure, this world is full of trouble— An untamed creature of the forest wilds, 
I ain't said it ain't. He lives to that wild place a soul akin 
Lord! I've had enough, an’ double A man whose days are often steeped in sin 
Reason for complaint. And yet whose heart is tender as a child's 
Rain an’ storm have come to fret me, His strength is like the strength of mighty pines, 
Skies were often gray; His outward form a bark of many scars; 
Thorns an’ brambles have beset me His head he carries proudly in the stars, 
On the road—but, say, The while his feet are meshed in tangled vines. 
Ain't it fine today! Calamities throw viselike tendrils out 
What's the use of always weepin’, To seize him in their hindering embrace 
Makin’ trouble last? The thorns of wrong whip sharply in his face 
What's the use of always keepin’ And poisoned things encompass him about. 
Thinkin’ of the past? He braves disease, the storm, the falling tree, 
Each must have his tribulation The mad, quick water that would hold and drown, 
Water with his wine But all earth's terrors cannot bear him down 
Life it ain't no celebration, Or make this man of dangers bend the knee 


Un hkea~thes the air the sturdy maple breathes, 
lks the soil the selfsame maple feeds; 
st sources looks he for his needs 
‘e are trees and men like unto these? 


WHITTLE YOUR TROUBLES AWAY 
3 looking a little bit blue at the house 

little bit gray at the mill, 

e wants a piano, a car or a blouse 

business is rottener still 

one consolation especially fine 


matters are blue or are gray 
out your knife and a splinter of pine 
hittle your troubles away 
tes are maturing and projects are not, 
ture is harder to see, 
ices and profits are far under what 
ought they would certainly be, 
editors always are right on the jol 
ebtors are slow on the pay, 
re up the battle, don’t sorrow and sol 
1ittle your troubles away 
there isn’t a trouble on earth, 
s since beginning began, 
lly and truly was actually worth 
In land of pine or land of palm ol of the worry of man 
They stand in their cathedral calm, I figure there isn’t a trouble or care 
A sanctuary set apart Tomorrow to come, or today, 
To soothe the eye and cool the heart A a ap vexation on earth anywhere, 
The friendly trees: I call them such ee Gn CoE whittle vegas | ' 
Y : There’s something so sweet in the smell of the pine 
Because they alwoys seem to stand So cracelul the cust of the wool . 
With earth and heaven, both in touch - on = fr h al 4 1 . a eae 
This land, and then that other land on ee oe 
1at gets you to feeling so good 


The arctic needle, tropic frond, That things that were tangled a traightened at last 
Both speak of : s beyo “ ate ed are straightened at las 
peak of other lands beyond And labor is simple as play. 


The friendly trees to me appear 
‘he Whenever you think you are stuck good and fast 
A litt] ‘G s f ndshin , y yo > s . goo In 1 
e of God's friendship here Just whittle your troubles away 
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The LUMBERMEN’S POET 


Douglas Malloch 


OUGLAS MALLOCH, known 
as The Lumberman Poet, was 
probably the most famous writer 
of verse ever associated with the 
lumber industry. As a member of 
the editorial staff of AMERICAN 
LUMBERMAN for 35 years, Malloch 
wrote hundreds of poems that were 
first printed in this magazine and 
later published in nine volumes of 
verses. 

Jorn in Muskegon, Mich., on 
May 5, 1877, Malloch grew up in 
one of the great lumber centers of 
that period. After a brief career 
with The Muskegon Chronicle, Mal- 
loch joined the AMERICAN LUMBER- 
MAN. His simple, optimistic philoso- 
phy of life as expressed in verse 
found a tremendous following in- 
side and outside the lumber indus- 
try. Malloch was a member of the 
AMERICAN LUMBERMAN staff at the 
time of his death in 1938. 


Nearly a dozen civic and service 
organizations in Muskegon joined 
in the planting of the Douglas Mal- 
loch Memorial Forest, a reforesta- 
tion project which covers 25 to 40 
acres on U.S. Highway 31, 12 miles 
north of Muskegon. The forest 
was dedicated May 5, 1944, on the 
77th anniversary of the poet’s 
birth. 

The Muskegon County Museum 
has set aside a room for the poet’s 
desk, workshop equipment and a 
portion of his library. A memorial 
in the Granville Avenue Methodist 
Church, Chicago, dedicated to The 
Lumberman Poet, bears an inscrip- 
tion from one of his poems: 

“Four things I think make life 
worth while, 
To love, to hope, to help, to smile.” 

Some of Malloch’s better known 
poems are printed on these pages. 


DOUGLAS MALLOCH 





THE LUMBER CAMP CAT 


O lumber camp cat, 1 envy your lot—how happy, how happy your fate! 

For you, from the midst of this civilized rot, have gone back to your natural 
state. 

No bootjacks for you now go speeding through air, you may love in your 


I 
passionate way; 


With a bosom unruffled by worry or care you may warble your beautiful lay. 

No boys now pursue you, O fortunate cat, no dogs chase you up street and 
down; 

When you bask in the sun now no woman cries ‘Scat!’’ as women once did 
in the town. 

No more you dodge autos and bikes in the street, as cats in the city must 
do 

For you travel through ways that are shady and sweet, under skies that 
are sunny and blue 

No infaritile darling now tugs at your tail, while mother the picture enjoys; 

You are out of the city, that merciless jail, away from the soot and the noise. 

O lumber cat, I envy your lot, a living so joyous and good; 

I wish I might ditch all this civilized rot and join up there in the wood 

We would wander by day through the grove and the plain, we would sleep on 
a pillow of pine; 

We would roll in the sun, we would bathe in the rain, we would live out-of- 
doors, pussy mine. 

Out-of-doors! Out-of-doors! As the nightwind came down we would sip from 
a chalice of dew, 

If, instead of a man close imprisoned in town, I were only a kitten like you 
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TODAY 


Sure, this world is full of trouble 
I ain't said it ain't. 

Lord! I've had enough, an’ double 
Reason for complaint. 


Rain an’ storm have come to fret me, 


Skies were often gray; 
Thorns an’ brambles have beset me 
On the road—but, say, 
Ain't it fine today! 
What's the use of always weepin’, 
Makin’ trouble last? 
What's the use of always keepin’ 
Thinkin’ of the past? 
Each must have his tribulation 
Water with his wine 
Life it ain't no celebration, 
Trouble? I've had mine 
But today is fine! 
It's today that I am livin’, 
Not a month ago 
Havin’, losin’, takin’, givin’, 
As time wills it so 
Yesterday a cloud of sorrow 
Fell across the way; 
It may rain again tomorrow 
It may rain—but say, 
Ain't it fine today! 


THE FRIENDLY TREES 


The friendly trees: I call them so 
Because they always seem to bend 

Above the world, all things below 
So like a comrade, like a friend 

I'm sure that many a blossom looks 

To many a tree in shady nooks, 

And sees a friend who will not fail 

In summer's sun or sudden gale 

The friendly trees: I call them, when 
They lean above the torrid way, 

And spread their branches over men 
And shade the path, refresh the day, 

In land of pine or land of palm 

They stand in their cathedral calm, 

A sanctuary set apart 

To soothe the eye and cool the heart 

The friendly trees: I call them such, 
Because they always seem to stand 

With earth and heaven, both in touch 
This land, and then that other land 

The arctic needle, tropic frond, 

Both speak of other lands beyond 

The friendly trees to me appear 

A little of God's friendship here 


The above pone. which is widely recog- 
nized as the Lumberman Poet's masterpiece. 


is reprinted just as it appeared in the AMERI- 
CAN LUMBERMAN in 1910, and as it appears 
in the book “The Heart Content’’: the poet 
later transposed the first and second verses. 
thinki this a more effective arrangement. 
In 1914, about the time World War I broke 
out it was said that this was one of the most 
widely quoted poems in the English languaye 
and its popularity has not lessened during 
the years. 
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THE LUMBERJACK 


An untamed creature of the forest wilds, 
He lives to that wild place a soul akin 
A man whose days are often steeped in sin 

And yet whose heart is tender as a child's 

His strength is like the strength of mighty pines, 
His outward form a bark of many scars; 

His head he carries proudly in the stars, 

The while his feet are meshed in tangled vines 

Calamities throw viselike tendrils out 
To seize him in their hindering embrace 
The thorns of wrong whip sharply in his face 

And poisoned things encompass him about. 

He braves disease, the storm, the falling tree, 
The mad, quick water that would hold and drown, 
But all earth’s terrors cannot bear him down 

Or make this man of dangers bend the knee 

He breathes the air the sturdy maple breathes, 
He walks the soil the selfsame maple feeds; 
To forest sources looks he for his needs 

Oh, where are trees and men like unto these? 


WHITTLE YOUR TROUBLES AWAY 


When it's looking a little bit blue at the house 
And a little bit gray at the mill, 

When she wants a piano, a car or a blouse, 
Or the business is rottener still 

There is one consolation especially fine 
When matters are blue or are gray 

Just get out your knife and a splinter of pine 
And whittle your troubles away 

When notes are maturing and projects are not, 
The future is harder to see, 

When prices and profits are far under what 
You thought they would certainly be 

When creditors always are right on the jok 
And debtors are slow on the pay, 

Don't give up the battle, don't sorrow and sob 
Just whittle your troubles away 

I reckon there isn't a trouble on earth, 
Or was since beginning began 

That really and truly was actually worth 
One-half of the worry of man 

I figure there isn't a trouble or care 
Tomorrow to come, or today, 

A single vexation on earth anywhere, 
That man cannot whittle away 

There’s something so sweet in the smell of the pine, 
So graceful the curl of the wood, 

A scent from the shaving as pleasant as wine 
That gets you to feeling so good 

That things that were tangled are straightened at last 
And labor is simple as play. 

Whenever you think you are stuck good and fast 
Just whittle your troubles away 

Religion is something a man really needs 
The Bible's a friend and a guide; 

But more consolation as living proceeds 
The Lord has seen fit to provide 

A jack-knife, I think, is a help unto grace, 
And you may reach heaven some day 

If, when there is worry all over the place 
You whittle your troubles away. 





ORIGINAL YARD of the J. C. Baldridge Lumber Co., Albuquerque, which was founded in 1881. 
was made from an oil painting. Oxen, donkeys and horses drew the lumber wagons. 


This is How It Was 
inthe Good Old Days” 


No price wars, no complicated inventory and not 


too much business. 


pretty well on $75 a month. 


By Ray FE. Saberson 
Lumber Dealers’ Merchandising 
Institute, St. Paul, Minn. 


I have often wondered why so 
many lumber yards looked almost 
exactly alike in the gay 90’s and 
the early 1900’s—-especially in that 
part of the country which was set- 
tling up. You could spot them as 
far as you could see them and you 
could see a long ways in those 
primitive days. 

Railroad rights - of - way were 
filled with them the open-faced 
shed with the office on the street 
end; staggered piles of lumber out 
in the open—each layer sticking 
out a trifle in the front to afford a 
fingertip grip— boards in one alley, 
dimension in the other posts, 
shingles, lath, brick in the rear. 
And surrounding the open part of 
the vard was the typical picket 
fence constructed of low grade 
four-inch strips. 

This was the pattern for the 
lumber vards down by the railroad 
track where ground rental amount- 
ed to practically nothing and the 
investment in buildings seldom ex- 
ceeded $2.000. They were the prop- 
ertv of the line companies that 
followed the railroads at a time 
when thev were reaching out as 
rapidly as possible into areas 
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But life was pleasant and you lived 


where homesteaders were flocking 
in and land agents were busy 
bringing in prospects from the east 
in droves. 


Competition No Problem 


Running a lumber yard in those 
days was unbelievably simple. 
Competition between yards was 
practically unknown except in 
somewhat rare cases where some 
obstreperous individual would start 
a yard... and a price war. Then 
hell would be a-poppin’ until 
somebody sold out or order would 
be restored in some manner. 


This photograph 


Usually life around a_ lumber 
yard was pleasant, peaceful and 
profitable. The other dealer, or 
dealers, in the town wanted to op- 
erate at a profit, too. So you had 
your customers and they had 
theirs. And it was the same way 
with towns where an invisible line 
separated the “natural” trade 
areas. Trespassing on the other 
fellow’s territory was frowned up- 
on and invariably caused trouble. 
So dealers stayed put, and as long 
as they did, everything went along 
serenely. 

Generally speaking, the lumber 
dealer ranked next to the banker 
in importance and naturally so. He 
played a major role in the building 
up of the town and the farm com- 


(continued on page 91) 


NOSTALGIC MEMORIES from the interior office, where the pot-bellied stove 
provided too much heat or not enough. This was the Lachmund Lumber 
Co, office in Sauk Prairie, Wis. in 1908 
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_ + Lowest-Priced for 
budget homes 


To help you END those “come-and-fix-my-lock” 

complaints, Corbin introduces two NEW cylindrical 

locks—the /Jow-cost “Guardian”, the medium-price 

“Defender”. Each offers easy, self-aligning instal- 

lation . . . each assures long, trouble-free service. Maile tiatied tae 
fine homes and all 

CORBIN light construction 


We know your time is valuable—but 5 minutes 
spent NOW in examining these great new locks 
will save your crews hours of expensive call-backs. 
Call your Corbin dealer today. He'll be glad to show « he vide used 
you the exclusive features that make the Corbin 


as 
“Guardian” and the Corbin “Defender” the greatest esa! P. & F. CORBIN Division 
a 


, , : The American Hardware Corporation 
lock values in 105 years of Corbin craftsmanship. New Britain, Connecticut 





Protected rail 
@ shipping area 


oYO 


Outdoor 
rail 


shipping 


area 


Assembling 
orders in 
Dry sheds 


1 ii ——— Filling your 


| 


| 


se orders accurately 


Quality Control in Noyo Redwood includes protection 
under roof in giant shipping sheds where your orders are 
carefully assembled and loaded. Recognizing that the Re- 
tail Dealer must be able to rely on having all orders accu- 
rately filled and shipped as promptly as possible, Noyo 
keeps a careful check from registering your order to final 
tallying. It takes adequate facilities... timber, stocks, equip- 
ment, and trained personnel to render dependable service. 
Noyo has them all, plus a determination to keep true “once 
a Noyo Dealer—always!” 


REGIONAL SALES 


@ Sawn, edged and trimmed 
to produce the best out of log. 
@ Inspected and graded for 


consistent, dependable, uni- 


@ Surfaced and run to pat- 
tern by unexcelled planing 
facilities. 

@ C.R.A. grademarked, as- 


REPRESENTATIVES 


In order to provide prompt 


form quality efficient ‘on the job” service 
@ Scientifically seasoned to 
meet specifications called for. 


sembled and shipped to you 
under careful scrutiny to in- 
sure satisfied customers. 


Union Lumber Company 
maintains carefully selected 
and trained sales representa- 


SAN FRANCISCO 
620 Market St. 
S$Utter 1-6170 


LOS ANGELES tives across the nation. Con- 
117 W. 9th Street 


TRinity 2282 


CHICAGO 
228 N. LaSalle St. 
CEntral 6-1172 


NEW YORK 
2735 Grand Cent. Term. 
MUrray Hill 9-5189 


Union LUMBER COMPANY 


TREE FARMERS AND MANUFACTURERS 
FORT BRAGG + CALIFORNIA 


sult your local directory or 


write to our nearest office 


Member: California 
Redwood Association 
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GOOD OLD DAYS 


(begins on page 88) 


munity. It helped mightily if he 
was a good lumberman and as far 
as his merchandise was concerned, 
that’s all he needed to be for the 
simple reason he sold little else. 


$75-$85 Good Wages 

One hundred dollars a month 
was big money in those days. The 
bank cashier was invariably in 
that bracket, much to the envy of 
most of the other business men in 
the town. The lumber yard man- 
ager was in the $75 to $85 bracket, 
and good “second men” were plen- 
tiful at $35 to $40 a month. For- 
tunate was the second man who 
could ride through the winter on a 
salary ... usually $5 to $10 a 
month less than he received during 
the busy months. 

Actually, there wasn’t much for 
the assistant to do in the cold 
months. He opened up in the morn- 
ing, built the fire, swept out while 
the office was warming. Then he 
shoveled off the sidewalk and the 
scales. If he rated well enough 
with the company to hold a winter 
job, he invariably kept the bocks 
or was taught to do so by the 
manager. Then there would come 
a time when a new yard would be 
started by the company and the 
second man would be on his way. 

You didn’t have to be a mer- 
chandiser in those days in order 
to run a lumber yard profitably. 
Almost anyone could master lum- 
ber grades in a short time and 
there were few species. Manufac- 
turers’ price lists were no larger 
than an ordinary envelope stuffer; 
freight cars were small; shipments 
from mill to yard seldom required 
more than 10 days to two weeks. 
If you ran out of a certain item 
or two, you borrowed from your 
competitor. He did the same with 
you. 

Meet the Salesmen 

You liked to see the salesmen 
who represented the saw mills, and 
you hoped the day would come 
when you would be fortunate 
enough to hold a _ similar job. 
Train rides, eating at hotels. Ci- 
gars. An overcoat with a fur col- 
lar. A watch charm shaped like a 
bunch of shingles. A Hoo-Hoo pin. 
No sample cases to carry. A good 
salesman could make up an order 
without looking at his price list. 
Mills were seldom short an item. 
Stock limitations and restrictions 
were unheard of. The salesman’s 
life had much to commend it and 
it was a great day when he invited 
you to have dinner with him at the 
hotel. 

There was a difference in lum- 
ber yards just as there was in 
other retail establishments. The 
locally-owned yard usually was 
more elaborate. Generally it was 
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located uptown and boasted its all- 
under-cover facilities. But the 
driveway was narrow and often 
congested. If you were unloading 
a car of lumber, it often was ne- 
cessary to pile it in the driveway 
first. when, later on, you put it 
into the proper bins. Crowded 
driveways were inconvenient and 
handling costs would have been 
prohibitive at today’s wages. But 
in those days you could put lum- 
ber away in your spare time; it 
didn’t make much difference if it 
went in the first or second tiers. 
Sometimes there was a third and 
it was here that most of the ‘cats 
and dogs” were encountered at in- 
ventory time. 

It was not uncommon to find a 
free delivery system in such yards 

. much to the annoyance of the 
competitors down by the _ track. 
Naturally this facility required an 
investment in a sturdy team which 
was stabled in a small barn in the 
corner of the yard. Delivering, in 
those days, was quite generally 
regarded as extravagant practice 
and totally unnecessary—at least 
by dealers in towns where compe- 
tion was not a problem. It usually 
started in the uptown yard and 
one of the excuses most frequently 
given was that it cost so much to 
have the local drayman unload 
cars and haul the lumber to the 
yard that the dealer might as well 
have it done by his own crew. Then 
it became necesary for other yards 
to follow suit. 


Inside the Office 


But it was the interior of the of- 
fices that brings nostalgic memo- 
ries. There were two _ general 
types one-room and two-room. 
Out front was the stove that re- 
quired constant attention. You 
shook down the grates, carried out 
the ashes, broke up a_ few lath, 
started the fire each morning. Dur- 
ing the day it was either too hot 
or not hot enough. So you tried 
to regulate the drafts and keep the 
fire steady with just the right 
amount of coal. It was not an easy 
job. 

Over in the corner was the safe 
of somewhat smallish proportions. 
It was seldom locked. Working the 
combinaticn each morning was too 
much bother. You banked the day’s 
receipts each afternoon, but even 
if you hadn’t taken this precau- 
tion, the accumulation for several 
typical days would not have been 
very tempting. Besides, robberies 
were few and far between. Few 
families took the trouble to lock 
their doors at night or any other 
time. 

So you sat on the creaky book- 
keeper’s stool and entered items 
from the journal into the ledger 
an occupation that was seldom in- 
terrupted by customers but fre- 
quently, especially in the winter 
time, by carpenters who made the 


lumber yard their headquarters 
during the cold months and on 
rainy days. 

Since they favored your yard, 
they were entitled to occupy the 
office chairs and soak up heat 
when it was too cold to work. And 
that is what they did day after 
day as they expectorated, copious- 
ly and inaccurately at the cuspi- 
dor, stove, or any other place that 
struck their fancy. 

The lumber dealer with a two- 
room office was more fortunate. 
In the “back room,” as it was 
called, was the bookkeeper’s desk, 
a roll-top desk with pigeon holes 
well-filled with obsolete price lists, 
a letter press which was seldom 
used. It was easier to remember 
what you wrote than to go through 
the intricate process of dampen- 
ing the tissue pages, applying the 
pressure by screwing down the 
formidable-looking wheel and wait- 
ing for the pages to dry. Then 
reversing the process. 


Not Much Excitement 


Out front the carpenters and 
the regulars pro-and-conned about 
this and that. They went home to 
dinner at noon, came back in the 
afternoon, and left towards even- 
ing. 

And so life went on placidly. 
The volume of sales was not heavy. 
Today you wonder how the lum- 
berman and his family existed. 
Then you recall that he owned 
only two suits—a “good” one and 
his work clothes. His wife had her 
“black” dress which she wore to 
church on Sunday and to an occa- 
sional lawn social or a funeral. 
A $2 hat lasted her a long time. 
Twice a week the dealer stopped 
at the meat market for 25¢ worth 
of beefsteak. Mrs. Farmer came 
to the house on Saturdays with a 
chicken (25¢), a dozen eggs (13¢), 
a pound of butter (18¢). Vege- 
tables grew luxuriantly in the gar- 
den and by winter time the cellar 
was filled up with canned fruit and 
vegetables. There were no movies. 
No radios. No automobiles. No 
trips. 


And so the lumber dealer lived 
right well on a surprisingly small 
volume of business. Many a yard 
with annual sales of less than 
$20,000 provided its owner with 
one of the best houses in town 
($2,500) and enabled him to send 
his son or daughter away to school. 
Markup was 50% and maximum 
discount on large bills was 5%. 
Gross profit on $18,000, for exam- 
pie, often ran from $4,500 to 
$5,000. A second man cost less 
than $500 a year and other oper- 
ating costs were correspondingly 
low. Deduct them all from the 
gross and you still averaged $300 
to $400 a month. Not bad when 
$100 a month was regarded as a 
big salary’ 
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Stock these new 


as” sheets and COVER A BIGGER 
MARKET. 


Two 12’ lengths 
cover almost a 
full square 


NEW 48” WIDE 
REYNOLDS dime ALUMINUM CORRUGATED 


Everybody wants the rustproof permanence of aluminum roofing and 
siding ...the savings on maintenance, the elimination of painting, and 
the heat-reflectivity that keeps interiors cooler. Reynolds was first to 
broaden this market with embossed aluminum sheet... for greater 
beauty and rigidity. 

Now Reynolds opens for you an even bigger market...with 48” 
sheets that very considerably reduce installed cost. 50% less metal 
taken up in side laps! 50% fewer sheets to handle (for your yard men 
and your customers) ! A much faster job... and better-looking, too! 

Get in at the start with this sensational new sales-builder...exclusive 
with Reynolds. Call your jobber. Or write for full information. 
Reynolds Metals Company, Building Products Division, 2002 
South Ninth Street, Louisville 1, Kentucky. 





.024" embossed, 212" pitch 
.019” plain and embossed, 
1%" and 22" pitch 


REYNOLDS @ ALUMINUM 
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«NAL MORE SALES! 


ALWAYS USA RUSTPROOr 








NEW Hich-tRaFFIC 
REYNOLDS ALUMINUM NAIL MERCHANDISER 


Move nails up to the high-traffic, profit-making spot they ought 
to have... with aluminum nails, in this colorful Reynolds 
merchandiser. Each eye-catching carton is marked for the 
job its nails do...reminds the customer of what he needs. 
Each carries the short sales story you know...that rust-proof, 
non-staining aluminum nails do a better job... that you get 
nearly three times as many nails per pound. Order now, from 
your jobber, display package that includes all the most popu- 
lar types and sizes of Reynolds Lifetime Aluminum Nails. 
Write for literature, Reynolds Metals Company, 
Building Products Division, 2002 South Ninth Street, 
Louisville 1, Kentucky. 
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... AND KEEP PLUGGING THESE 


STEADY PROFIT- 


The insulation that takes least 
space for you...makes ifs own 
attractive display ... sells on 
sight to the ever growing do-it- 
yourself market. Embossed foil 
on kraft paper .. . cleanest and 
quickest to apply. Highly effi- 
cient. Perfect vapor barrier. In 
250 sq. ft. coils, 25", 33” 
and 36” wide. 
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Another great self-seller that cus- 
tomers pick-up-and-put-up them- 
selves. Beautiful, light to handle, 
go up with slip connectors —: no 
soldering. Ogee and Half-Round, 
plain and stipple-embossed . . . 
downspouts and complete fittings 
to match, 





SEE “MISTER PEEPERS. 
starring Wally Cox, 
Sundays, 
NBC-TV Network. 
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What’s Ahead for Dealers 











YARD AND DISPLAY ROOM are equally important and both are given imaginative treatment by Mr. Hanson in Amer- 


ican Lumberman’s “Store and Yard of Tomorrow 


Today.” 


Flexibility is the keynote in both store and yard. 


Every 


product will be displayed where the customer can easily see it and just as easily buy it 


STORE and YARD of Tomorrow .... 


Read how both store and yard can serve as a coordinated sales unit. This author- 
itative article, written by a lumberman, highlights new, proven ideas of design and layout. 


By Edward W. Hanson 

Architectural and Sales Promotion 
Department, 

Central Lumber Company, 

Stillwater, Minnesota 


It is sometimes necessary to 
speculate about the future, even 
though a bit hazardous. So when 
we think about the lumber yard 
and store of tomorrow, we will 
find that although it is hazardous 
to be too specific, we can still pin- 
point certain trends and practices 
which will guide the successful 
store and yard of tomorrow—and 
start using them today. 

In analyzing the problems of 
storing, displaying and merchan- 
dising lumber and building prod- 
ucts, we find that each year we add 
to our stocks countless assorted 
items to be used in the construc- 
tion, remodeling and maintenance 
of buildings of every kind and de- 
scription. 

To plague us stil) further, we 
find that these items come in an 
infinite variety of sizes, shapes, 
grades and colors—all of which we 
must somehow store, display and 
coax our customers into buying. 
We soon find that it is impractical 
to display all of them in one sin- 
gle area or display room, as most 
merchants can. Many items are 
large or heavy and must be loaded 
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southern Minnesota yards. 


Competition. 





After graduating from University of Minnesota in 
1930 with the degree of Bachelor of Architecture, 
Mr. Hanson engaged in private practice and some 
contracting. In 1936 he went to the Algoma, Iowa, 
branch of Botsford Lumber Company to install and 
manage a contracting department. 
Owatonna, Minnesota for Botsford 
plan service and sales promotion for the company’s 


in 1941 to do 


He now heads the architectural and sales promo- 
tion department of the Central Lumber Company 
of Wisconsin, which operates 17 yards in Wisconsin 
and one in Stillwater, Minn. He has specialized in products display for 
lumber yards ever since, along with development of small house design. 


In 1946, he won the $1,000 prize in the Chicagoland Prize Homes Con- 
test; in 1951 he won the $2,500 first prize in Plywood Built-in Features 
portion of NAHB-Forum House Design Competition. In May 1953 he won 
a special Certificate of Recognition in Carrier Weathermaker Home 


He moved to 








directly into cars or trucks. How- 
ever, they must be stored and they 
must be displayed. What will be 
the answer in the store and yard 
of tomorrow? 


Store-Yard One Unit 

First, we must continue to de- 
velop the “store’”’ part of our busi- 
ness — that part we transact in 
what we formerly called the “of- 
fice’’ and now call the display 
room. Here is where we will con- 
centrate on the merchandising of 
paint, hardware, tools, appliances, 


etc., with a particular emphasis on 
efficient displays and impulse buy- 
ing. 

Secondly, we must take hold of 
the “yard” part of our business- 
still the bulk of our volume—and 
give it the same imaginative treat- 
ment we have given the display 
room and its more glamorous mer- 
chandise. We must then weld our 
new store and our revitalized yard 
into one coordinated unit, where 
the discriminating customer of to- 
morrow can be brought quickly 
and easily to see and handle all 
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STORE OF THE FUTURE will be a family shopping center, where products will be displayed to encourage self-service 


where possible 


TODAY .... 


our merchandise, which has been 
so well displayed that he is strong- 
ly influenced to buy. 

We will, in effect, create a build- 
ing products super market— using 
methods that will apply to the mer- 
chandising of much larger and less 
easily handled items than grocer- 
ies. Yard and store together will 
become a coordinated series of dis- 
play cases, with nothing hidden 
from the customers’ view. Our 
products, plain and familiar though 
they may seem to us, can be ar- 
ranged so neatly, invitingly and in- 
geniously that we will view them 
with new pride and our customers 
with desire. 


Improving the Yard 


“Far-fetched,” do you say? Not 
at all. Turning our yard into a 
showcase is not a radical change 
only a change of attitude and vis- 
ion on our part. The fabulously 
successful super markets and shop- 
ping centers have done it—so can 
we. To find out how, let us first dis- 
cuss some of the things we can do 
in the “yard” of the future: 

1. We must place our yard ma- 
terials and our driveways under 
one continuous roof, to protect 
them from rain, snow and dust. To 
some it would appear that we can- 
not afford to do that, but the plain 
fact is that we cannot afford not 
to. The cost and quality of our 
products is now so high that they 
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must be protected, not only while 
they are being stored and dis- 
played, but also while they are be- 
ing transferred into car, truck or 
van. Time is becoming increasingly 
more valuable, and we will not stay 
in business in the future if we have 
to wait out a rain storm or shovel 
out storage areas or driveways 
full of snow. It is also very im- 
portant that our customer be 
shielded from the elements while 
he is shopping in our yard. 

2. We will place all of our ma- 
terials, whether they be lumber, 
millwork, wallboards, roofing, or 
the lowly bundle of lath, alongside 
driveways and walkways so gener- 


Bargain counters and customer demonstrations will give these stores a super-market atmosphere 


ous in width that salesmen, yard- 
men and customers alike can ex- 
amine them quickly and load them 
easily. This means that we will 
have to have courage when we set 
the width of the driveways of the 
future. Examination of the floor 
plan showing our conception of a 
typical yard and store of tomorrow 
will reveal that the driveways are 
30 feet wide. Some will believe 
that we have gone too far on this, 
but wherever this has been tried 
it has been found necessary to car- 
ry out the idea of a building prod- 
ucts super market. 

We will find that our driveways 


(continued on next page) 
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PRODUCT SAMPLE PANELS become an eye-appealing catalog of materials 


with the aid of a self-order board like this one at Hunt Sales 


Co., Ysleta, Tex 
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STORE OF TOMORROW 


(begins on page 94) 


are very busy areas much of the 
time, and we must be able to have 
ears and trucks pass each other 
even if a pile of lumber, plywood 
or wallboard has just been dumped 
preparatory to storing in bins or 
free piling space. 

Monday through Friday will see 
our regular contractor customers 
making pickups, plus the loading 
of our own trucks. Then Saturday 
morning the do-it-yourself custo- 
mer will descend upon us, and Sat- 
urday morning will become the 
busiest time of all, with cash sales 
that morning often equalling the 
total of cash sales for the rest of 
the week. 34 


Wider Driveways Important 


With wider driveways we will 
get more customer traffic through 
the yard, which cannot help but in- 
crease sales, especially when the 
materials are in the open and neat- 
ly piled. At frequent intervals, a 
part of a driveway can be used for 
seasonal displays, or for a bargain 
area or shoppers’ corner-—-without 
seriously hampering the passage of 
ears or trucks. Bargain counters 
will do better displayed thus than 
in more secluded areas. 

3. We will do a great deal 
more “free piling’ in our yard of 
tomorrow. In other words, we will 
store and display less merchandise 
in fixed bins or stalls and more in 
neat but loose piles that can be 
expanded and contracted when ne- 
cessary and changed at almost a 
moment’s notice. This means that 
the old pier and footing base for 
lumber bins will be a relic of the 
past. 

All main floor areas where lumber 
is piled will be concrete slabs on 
the ground, as will also all other 
storage areas. This method of con- 
struction has already been found 
cheaper than the pier and footing 
system and infinitely better. 

In many cases dimension lumber 
will be binned the same as always, 
particularly in small yards where 
the diversity of the dimension 
stock will work against free piling. 
Also in bins will be many uppers. 
clears and slow-moving items, that 
will inevitably be placed on upper 
decks. Fast moving volume items 
of lumber such as boards, shiplap, 
drop siding, D&M, etc. will often 
be free-piled 


Use of Mechanical Equipment 


Mechanical handling equipment 
will be used more and more in the 
larger yards, in conjunction with 
roll-off trucks, and free-piling is 
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HOME PLANNING CENTERS will do well to feature an “idea center,’’ where 
homeowners can study the latest remodeling and building trends. 


required for this type of operation. 
Warehouse items such as_ wall- 
boards, insulation boards and ply- 
wood can be very efficiently han- 
dled by lift trucks when volume 
permits and plenty of room and 
height are available. Free-piling 
areas will also permit greater op- 
portunities for the use of power- 
overated or gravity conveyors for 
the movement of materials. 

Much of the time millwork will 
continue to be stored and displayed 
in bins, such as sash, doors, win- 
dows and frames; but even here 
free piling will be used when a 
large stock of fast-moving items is 
earried. Moldings often will be 
free-piled, vertically. Just about 
everything else in the yarg will be 
free-piled also, such as_ shingles, 
roll roofing, rock lath, gypsum 
board, bag goods, etc. These are 
warehouse items which have al- 
ways been free-piled, but the dif- 
ference in the yard of tomorrow is 
that the warehouse will be a part 
of our building products super mar- 
ket, with no walls separating it 
from the driveway and the eyes 
of our customers—as you can see 
on the floor plan of our typical 
store and yard of tomorrow. Again 
and again, we must remind our- 
selves that we cannot sell mate 
rials if we do not show them, and 
we cannot show them if we hide 
them behind walls and doors. 

4. With the emphasis on free 
piling and the continuous chang- 
ing of storing needs, the building 
products yard of the future must 
be as “post-free”’ as possible. This 
means we will have to use long 
span joists or roof trusses, which 


can be obtained now at a_ very 
reasonable cost in wood or steel. 
One large west coast manufacturer. 
has a very inexpensive wood truss 
which is delivered k.d. and assem- 
bled and erected at the building 
site. 

The advantages of a post-free, 
covered yard are readily apparent, 
indicating that they will justify 
their cost. Piles of materials can 
be shifted around, expanded or con- 
tracted as required. In other words, 
the yard of tomorrow will be pro- 
viding for its future, if that doesn’t 
sound too obscure! 

The typical yard shown in our 
drawing has wood trusses spanning 
from outside wall to outside wall. 
Everything is open in this plan 
except the heated areas, which are 
the display room and the shop. 

5. Since we will make our yard 
of tomorrow a giant display case, 
with all our materials in view, we 
must concentrate with never-end- 
ing zeal on our housekeeping and 
our service. We must train our em- 
ployes to keep the merchandise in 
apple-pie order, but to drop quickly 
anything they may be doing to wait 
on a customer. The slogan “Cus- 
tomers are Perishable” will be a 
good one to follow, and should be 
yosted at strategic points in the 
yard to remind employes and cus- 
tomers alike how much we value 
good-will. 


(iuideposts to Better Stores 


When we speculate about the 
“store” part of our store and yard 
of tomorrow, we will not find the 
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There's a Pittsburgh brush for rist e avai 4 e to ay © 
every home and industrial use 


The phrase ‘Pure Bristle’’ stamped on a paint brush doesn’t mean a whole 
lot nowadays. It doesn’t tell a thing, for example, about the source of the 


bristle—and we don't have to tell you how the source affects quality! 
Sash : 1 . 
os 
Brushes 


What can you go on? The Pittsburgh name... the Red Stripe label! You 
sans can be sure that when you sell Pittsburgh's pure bristle brushes, you’re 
selling the best bristle obtainable today! Pittsburgh's contacts are world-wide, 
and our buyers are constantly searching for the best bristle possible. Al- 
though bristle on today’s market is not always good enough for our Gold 
Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 
y= ff buys the best of it and makes it into Red Stripe brushes 


Make sure your customers understand this—post this ad near your brush 
ae department. And watch sales respond to the magic of the Pittsburgh name! 
Brushes For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH 

PLATE Giass Company, Brush Division, Dept. C-12, 3221 Frederick Ave., 


Baltimore 29, Maryland. 
PITTSBURGH 


Kad Stipe snusues 


BRUSHES PAINTS ° GLASS ° CHEMICALS ° PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY. 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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unique problems of the “yard.’’ We 
will have many good examples to 
follow, since there are many com- 
petitors outside of the lumber busi- 
ness doing a fine job of merchan- 
dising paint, hardware, appliances 
and so forth. This is one reason 
why, to date, we have developed 
our stores (or display rooms, as 
we will call them) to a higher de- 
gree than our yards. But we must 
develop them even more in the fu- 
ture. Here are a few things we can 
do in our store of tomorrow: 

a. First of all, we will give our 
display room plenty of space. There 
is no other way to house the hun- 
dreds of items that have been 
proved profitable for us to handle. 
In addition we will need space for 
activities such as customer demon- 
strations, and a roomy home-plan- 
ning center. 

b. Product displays will mostly 
be either movable or easy to re- 
move or replace. Paint and hard- 
ware will often still be housed in 
shelves against walls, but these 
shelves will be sectional and easily 
expanded or contracted. Wall 
shelves will never be high cer- 
tainly not over seven feet Mer- 
chandise placed any higher is out 
of the customers’ normal vision 
and therefore ineffective. There 
will no longer be doors in front of 
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ECONOMY CORNERS or bargain 


DRAMATIC LIGHTING of 


off the Cary Lumber Co., Durham, N 


hardware stocks, or any other 
merchandise. There never should 
have been. As in the yard, we can- 
not sell merchandise that can’t be 
seen, 

We have found long since that 
our wall shelves are not enough 
we must add display islands. These 
should be designed to best pre- 
sent a variety of products, and to 
be used separately or in groups. 
They will be low, so as not to ob- 


sheds should be a 
business, Good housekeeping is important to promote fast 


part of every dealer’s 
self-service. 


the store and yard is becoming more important 
Neon name signs, marquee spotlights and diffused but 
Cc, 


brilliant lighting set 


scure the view of other displays, 
and all will have casters for mobil- 
ity. Island displays serve admir- 
ably for window displays, and will 
always be placed and spaced in- 
formally so customers can wander 
at will between them. 

Wall shelves serve well for all 
kinds of paint, and particularly 
well for boxed items, such as door 
locks, butts, closers, etc. Islands 

(continued on page 100) 
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FOREST PRODUCTS DIVISION OF 


OLIN INDUSTRIES, INC. 
HREVE 


FROST waver nisi 
EP ECUOE TOMBER INDUSTRIES 
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STORE OF TOMORROW 


(begins on page 94) 


SECTIONAL WALL CASES are espe- 
clally designed to combine wall 
shelving and islands They can be 
used for all types of merchandise, 
but are especially effective for hard- 
ware displays. Either of the top two 
sections can be omitted if necessary. 
Length can be changed by dropping 
or adding sections. 


will also handle paint well, but are 
especially good for loose items that 
customers will like to handle and 
examine closely and in detail. The 
sectional wall cases shown in the 
drawing are an attractive combin- 
ation of the display ability of both 
shelves and islands, and are there- 
fore tailored to the peculiar needs 
of hardware display. 

Tools are glamor merchandise, 
and will no doubt be placed mostly 
on specially designed tool islands, 
which can be moved at will to di- 
rect customer attention. Appliances 
are also glamor products and when 
handled by the dealer, can be used 
to halt customers long enough to 
give less interesting products a 
chance to register. 

c. Knowing that many custo- 
mers will not get into the yard no 
matter how we coax them, we will 
give the yard an “assist” by plac- 
ing in our showroom samples of 
most of the yard materials. These 
can be compactly displayed by 
means of vertical panels stacked 
close together and fastened by piv- 
ot brackets to supports which are 
in turn secured to a wall or ver- 
tical support. These panels, often 
as large as a standard 2’8”x6’8” 
door, then resemble leaves in a 
book. On each side of each panel 
are fastened samples of all mold- 
ings, flooring, paneling, siding, 
shingles—in fact just about every- 
thing sold in the yard. Excellent 
hardware to equip these panels so 
they are easily removable is avail- 
able. 


Consumer-Selling Helps 


All samples should be _ price- 
tagged and identified. The sample 
panels then become a catalog, and 
a customer can, by consulting 
them, place his order with a sales- 
man or yardman with a consider- 


100 


FREQUENT CUSTOMER DEMONSTRATIONS will help bring people into 
your store. They are good evidence that you are abreast of the latest devel- 
opments in building materials and anxious to pass along valuable information 


able saving in time for all. Sam- 
ples of doors may be similarly dis- 
played, in which case pivot brack- 
ets are purchased to be fastened to 
the doors, and the doors become 
easily-examined leaves in the prod- 
uct display ‘“‘book.”’ 

d. The home planning center 
will get a lot of attention in our 
store of tomorrow. We will con- 
tinue to have plan books and the 
many other planning helps which 
will be increasingly available from 
our material suppliers and others. 
But we must do more. Perhaps we 
can expand our planning area into 
an “idea corner.”’ People like fresh 
ideas and people are our custo- 
mers. In fact, why not promote the 
line that our store is the “idea 
store” in our community? 

This will tie in well with fre- 
quent customer demonstrations, 
which will not only help to launch 
new materials, but will also earn us 
the reputation of being up-to-date 
and build up the “idea store”’ line. 

e. Bargain counters we must 
have occasionally, but a poorly pre- 
pared bargain counter sells lit- 
tle merchandise. Bargains, like 
anything else, must be dramatized 
and promoted to the hilt to yield 
sales. So when we do set up a bar- 
gain counter, let’s give it time, en- 
thusiasm and fresh ideas. 

On the other hand, let’s feature, 
continually, special “impulse” 
items in our store of tomorrow. 
These will be (1) new products and 
labor-saving gadgets (we all love 
gadgets); (2) tie-in items that go 
along with other products we are 
featuring, particularly seasonal 
things; (3) items which the cus- 
tomers would not ordinarily think 
we would handle. They will all go 
best when placed where sales are 
customarily completed and _ pur- 
chases paid for. 


f. Store lighting will improve 
in the store of tomorrow, as will 
yard lighting. Display rooms will 
have ceilings which are one huge 
lighting fixture, and yard lighting 
will be greatly increased also. Col- 
or will be used carefully, however. 
Walls and display fixtures will not 
have strong attention-creating col- 
ors, even in the paint section, for 
we will remember that it is the 
merchandise we want our customer 
to see, not striking walls. Natural 
wood paneling we may use in of- 
fices and less prominent walls, for 
they will act as effective demon- 
strators, yet not compete with the 
merchandise on display. 


Other Valuable Pointers 

Since this look into the store and 
yard of tomorrow has been princi- 
pally concerned with building prod- 
ucts and how they will be displayed 
and sold, little has been said about 
the intangible phases of the bus- 
iness. Here are a few quick 
thoughts to consider: 

1. Price-tag and identify as many 
products as possible. In addition, 
have interesting information about 
them in reserve, to dramatize the 
sales story. 

2. Have open house one night a 
week if in a shopping area or if the 
neighborhood business community 
goes for the idea. 

3. Arrange for plenty of parking. 
We are already a nation on wheels, 
and the industry is campaigning for 
two cars in the family instead of one. 
Let’s make it easy for the people 
using those cars to visit us. 

4. Stress courtesy and service at 
all times to all customers, regardless 
of the size of the sale or the time re- 
quired to complete it—or if no sale 
is made, 

5. Surround yourself with the best 
personnel you can find and then, by 
training and the power of your own 
enthusiasm, create a building prod- 
ucts super market that is really super 
in its service to the buying public. 
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NEW PROFITS 


FOR YOU WITH 


Fatines tu Wood 


BY CURTIS 





Decidedly contemporary in design, yet 
extremely versatile, this Curtis New 
Londoner flush door gains additional 
interest in the smart new Curtis trim 
—one of several choices. 


Fresh and original, these flush door designs by Curtis are “made 
to order” to increase profits for Curtis Woodwork dealers. For 
these doors give dealers extra selling points—thanks to their 
all-wood moisture-proof construction that guards against 
warping or sagging. 

Door designs shown here are available either with Curtis 
New Londoner hollow-core construction or Curtis American 
solid-core. These are only a few of the many Curtis offers, both 
for exterior and intezior use. Curtis New Londoner hollow-core 
flush doors are available in wide widths for schools, hospitals 
and public buildings. Sell “Curtis New Londoner” and you 
sell the best. 


Skillful proportioning 
and effective use of 
simple ornamentation 
create rare charm in this 
new Curtis door, made 
in both hollow-core and 
solid-core construction. 
Superior dimensional] 
stability has been 
proved in more than 


Note the carefully 


in this New Londoner 
Curtis exterior door. core flush doors, 
Curtis New Londoner 
and American doors nothing to “float” 
offer a choice of care- 
fully selected veneers in 
birch, maple, oak and 
other woods—creating 


Curtis American solid-core flush 











pletely sealed against moisture, 











Here is the patented, locked-in, all-wood 
matched grain pattern core that assures lifetime dimensional 
stability in Curtis New Londoner hollow- 
Each New Londoner 
door is one completely joined unit with 
or get out of place. 


have a kiln-dried pine core and are com- 


4,500,000 installations. 


PERONDONER 


FLUSH DOORS 
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effects of rare beauty. 
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CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 


A Department of Curtis Companies Incorporated 
Clinton, lowa @ Wausau, Wisconsin @ Chicago, Illinois 
Sioux City, lowa e¢ Lincoln, Nebraska © Topeka, Kansas 

Minneapolis, Minnesota © New London, Wisconsin 


(To obtain more data on advertised products see page 179) 
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When winter comes 
there’s real 


comfort in... 


YDOW UNITS 


PTRACEMARK OF ANDERSEN CORPORATION 





| g 1 





Norman Johnson, St. Paul, architect 


BITTER COLD stays outside where it be- 
longs. Warming sunshine and a picture of 
wintry beauty floods the room. There’s no 
time of the year when the extra quality of 
Andersen Casement Window Units is more 
appreciated than in winter. All year An- 
dersen Casements serve their owners well 
as windows, admitting fresh air, sunlight 
and a view. But especially in winter they 
serve also as a weathertight wall—a wiINn- 
DOWALL that keeps a home comfortable 
and free from drafts. + For specification 


data and details, see your WINDOWALL 


distributor or write 


Andersen Corporation BAYPORT, MINN. 








What's Ahead for Dealers 
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MAIN SALES FLOOR is designed to encourage consumer 


traffic and self-service, Notice displays particularly aimed 
unpainted furniture, appliances 


at women——housewares, 


PLUMBING AND HEATING display 
area. Rest rooms and general offices are also on this floor, 
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Grossman’s New “Store of Tomorrow - Today“ 


Yard and store become a self-service shopping unit 
for New England dealer’s latest retail outlet. 


A good example of a “Yard and 
Store of Tomorrow—Today” (see 
pages 94-100) is the new Gross- 
man store in Wellesley Hills, Mass., 
designed specifically for consumer 
trade. 

This store is so new that it has 
not yet had an official opening, but 
homeowners and salesmen are al- 
ready keeping salesmen on the 
jump. Store hours are extended un- 
til 9 p.m. on Friday for the con- 
venience of “week-end carpenters” 
and for special demonstrations. 
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“We are conducting live demon- 
strations for the do-it-yourself 
market at least every other week 
on Friday night and Saturday,” 
says manager Samuel Castleman. 
“These demonstrations include ev- 
erything from wallpaper hanging 
to power tool operation. We drew 
116 people to see a floor tile dem- 
onstration on the stormiest day of 
the year.” 

The exterior of the store is cin- 
der blocks with redwood siding 
on the front under the overhang. 


The interior is simply painted, ex- 
cept for the displays of hardwood 
plywood over the front windows 
and various types of plasterboard 
finish at the building materials end 
of the showroom. 

Many materials are shown as 
they look when applied—shingles, 
siding and louvers, for example. 
This is how manager Castleman de- 
scribes the new layout: 

“We have attempted, where 
feasible, to group all related items 
so that the customer will have the 
‘impulse’ in the absence of a sales- 
man. We are attempting to pack- 
age all items in containers so they 

(continued on page 106) 
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ter display: 
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instruction books and 


Now you can capture the rich “handy-man” market with this proven 
sales promotion package. Complete merchandising package will 
increase your sales in almost every department. Be the first in your 
area to capitalize on this rich “do it yourself” market. For further 
information, use the handy coupon below. 


ee ee 


A GF TILEBOARD CO., INC. “Do It Yourself Dept” 
Alexandria, Louisiana Room 701 


Please send me details on your ‘’Do It Yourself’ program, with- 
out obligation. 


gE, EN Name c Title 


—— GLO-LINE butaitien 


Address 
City 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 179) 





STORE OF TOMORROW 


Chegins on page 101) 


GROSSMAN’S NEWEST STORE was designed specifically 
for consumer traffic. The parking area has space for 100 
cars. These cars brought a Saturday morning shopping 
crowd, Main floor has 4,000 square feet of display area; 
basement with plumbing and heating supplies ard office 
space, 14,000 square feet 


OPEN BINS are used to display as many items as pos- 


sible. Every item is priced twice, once on the product 
itself and once on the bin, 


SELF-ORDER BOARD makes shopping easier. Signs 
cuiekiy identify every item, which is further  price- 
marked and described with the individual sample 


YARD CUSTOMERS select what they need from show- 
room samples. Sales slips are written in the showroom, 
where customer pays for his purchase. Duplicate sales 
slips are put through slot to yard attendant. Customer 
receives register slip bearing identical number of sales 
slip and his order is usually ready by the time he reaches 
the yard 


MATERIALS IN USE are exhibited in this spee’al dis; lay 
of roofing, siding, metal products and paneling You 
can't miss the electrical fixtures either. 


TOOLS AND HARDWARE are featured in this section 
New, do-it-yourself aluminum is displayed in the lower 
left foreground. Signs remind customers of Grossman's 
“rotating budget plan.” 


(continued on page 156) 
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Both You and your customers will like MEDCO 
lumber—nice, clean, well-manufactured, scien- 
tifically kiln dried, reliably graded stock pro- 
duced from logs from our own billion and a 
quarter feet tree-farm, averaging well above 
2500 feet altitude. 


The MEDCO representative in your area will 
be pleased to quote you. May we have him 
contact you? 
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Knotty Pine Paneling 
Finish 
Pine & Fir 


Shop & Factory 
Lumber 


Boards, S/L,-CM 


=i 
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Timbers 





Holiday Greetings 
te our 
Lumbermen Friends 

Everywhere a 
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Of course, we also make straight car 
shipments of boards, dimension, timbers, 
industrial items, etc., in Douglas Fir, 
White Fir, Sugar Pine and Ponderosa 
Pine. 





What's Ahead for Dealers 


Roof Brings Sunlight into Singer's Showroom 


This new building has a unique roof that permits 
unbroken glass areas around the perimeter of the structure. 
Built entirely of materials sold by the dealer the ultra-modern 
showroom demonstrates products in use. 


Singer Lumber Company’s dra- 
matic new showroom at New Or- 
leans, La., illustrates just what 
happens when the design of a 
building is influenced by a fresh 
merchandising approach. 

Saul Singer, vice-president, ex- 
pressed it this way to his archi- 
tect, Albert Charles Ledner: 

“What we require is a structure 
built entirely of the products that 
we sell. The floor, walls and the 
ceilings—-every part of the build- 
ing should demonstrate the mod- 
ern materials we handle. 
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“And improved lighting is essen- 
tial. Let’s have soft, natural light- 
ing that will reveal the beauty of 
the materials used for the build- 
ing.” 

The success of architect Ledner 
is shown on these pages. To achieve 
the daylight demanded by Singer 
a wing-like roof was designed sup- 
ported by four posts forming a 
square inside the perimeter of the 
building. The space between the 
top of the walls and the roof was 
completely enclosed with glass, In- 
direct artificial lighting was placed 
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on the same level as the glass for 
illumination on dark days. 


Products Displayed 

The exterior of the building is 
of western redwood drop siding. 
Flooring is vinyl plastic tile. The 
walls are surfaced with a variety 
of materials —- Philippine mahog- 
any, walnut, birch plywood and 
plastic-faced plywood. Ceilings are 
of striated plywood. 

Desks, office equipment, kitchen 
cabinets for the employes’ lunch- 
room, even wastepaper baskets, 
were made in Singer’s millwork de- 
partment. File cabinets were ail 
built with rollers for movement 
at night to a fireproof vault at the 
rear of the building. Small cab- 
inets were built into the walls to 
decrease desk clutter and increase 
office efficiency. 

(continued on page 110) 
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that’s the right word for 
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TENSION SCREENS 


a 
lout it’s the most powerful advertising cam- 
paign ever put behind a window screen... 
it’s designed to give you more sales and 
profits on Columbia-matics—the nation’s 

finest tension screens. 


34,600,000 consumer messages— full 
pages and half-pages—in Life, Better 
Homes & Gardens, American Home and 
Sunset—right through the Spring months. 


Month-after-month advertising in top 
architectural and building magazines. . 
building business for you.* 


Pl OS Don’t sign until you get all the facts on 
the most : 


? Columbia-matics for Spring. 
complete merchandising and 


point-of-sale support ever 


put behind a window screen! Columbia Mills 


Self-demonstrating dis- MAIL Dept. M12, Syracuse 2, N. Y. 


play model, counter cards, Please send complete details on Columbia-matic Tension 


iy 
consumer folders, envelope THE COUPON Screens, and the big program for Spring. 


stuffers, window streamers, 


radio and TV announce- NOW ane 


ments, newspaper mats, pub- COMPANY. 


licity releases, etc, , 
* ya 
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SINGER SHOWROOM $ (begins on page 108) 
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ROOF DESIGN startles many visitors to Singer’s new build ing. It is supported entirely by four posts, eliminating all 
weight on the outer wall. Glass was inserted between the top plate of the sidewalls and the roof to allow plenty of 


natural light in the showroom. Saul Singer believes that the roof technique will inspire his customers to try similar 
roots for both home and commercial construction. 
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FLOOR PLAN for Singer's new building shows offices and display room. To reduce the operating costs of the air 
conditioning equipment, shown upper right, the roof is surfaced with white marble chips that reflect sunlight. 


(continued on page 112) 
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Precise standards of manufacture 
guarantee the uniform excellence of 
C. D. Johnson iumber . .. years of 
experience insure perfection of 
condition and accuracy of tally. Our 
customers know that every shipment 
of C. D. Johnson lumber will be exactly 
what they ordered because 

C. D. Johnson traditionally does the 
job right. Your first order will 
convince you. 


C.D. JOHNSON LUMBER COMPANY 


Manufacturer: WEST COAST LUMBER 


Mills: TOLEDO, ORE. Shipments: RAIL AND WATER 
Sales Offices: AMERICAN BANK BUILDING 
PORTLAND 5, OREGON 








TRADEMARK OF QUALITY LUMBER 
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SINGER SHOWROOM 


(begins on page 108) 





THIS PRIVATE office has walls 
paneled in walnut. The office has 
one wall of folding doors so that 
two offices can be converted into 
one large room for staff meetings, 


MAIN OFFICE illustrates the 
band of glass just below the roof 
that brings natural lighting into 
the building. All of the office 
furniture was made in Singer’s 
millwork shop. 


EMPLOYES’ LUNCHROOM has a 
complete kitchen with walls of 
plastic faced plywood. Cabinets 
are faced with Novoply. Counter 
tops are surfaced with plastic 
laminates, 
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OZAN> =e" DINE 


reflects the shill of 62 years of quality production 


No other lumber exceeds its soft texture for easy workability—its careful 
manufacture—its bright clean appearance—qualities desired in all construc- 
tion and remodeling jobs. 





Modern builders prefer products of permanency and greater 
convenience and usefulness. The knowhow and experience 
developed by the Ozan organization in many years of wood- 
working enables Ozan Pine to meet these standards, and win 
more builder business. 


Manufactured in accordance with latest methods and equip- 
ment, Ozan Pine is straight line lumber—edged after kiln drying. 
It's perfectly squared, 100% kiln dried (timbers excepted) and 
kept completely under cover in storing and loading. Steel 
strapped in place, each Ozan carload reaches you in spotless 
condition, ready to boost your sales the moment it arrives. 


Ozan Soft Pine is available in all standard 
building items. For more profits, place your 
order today. 


OZAN LUMBER COMPANY 


PRESCOTT, ARKANSAS 


Buttpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 179) 





What's Ahead for Dealers 


What YOU Should Expect from Your Employes 
and What THEY Expect of You.... 


Your employes are people, and so, for 
that matter, are managers. And somewhere, 
at some time, they are always meeting— 
but not with the best of results. Here are 
some good rules to follow in improving 
mutual relations. 





EARL BROOKS is an expert in the 
labor relations field. He has spoken 
at numerous conventions on the sub 
ject and is the author of several ar- 
ticles The material here has ap- 
peared elsewhere under the title, 
“Getting Results Through Others.”’ 
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By Earl Brooks 
Assistant Dean, School of Industrial and Labor Relations 
Cornell University, Ithaca, New York 


As manager of a retail lumber yard, you are meas- 
ured by your ability to build an alert, enthusiastic, 
responsible staff. When you hire Tom as a truck 
driver, Dick as a yardman, or Harry as a clerk, you 
expect them to drive a truck, pile lumber, or keep 
books. But have you ever thought what your ex- 
pectations of Tom, Dick and Harry really are—and 
have you ever thought about what they expect of you? 

During the past several years, we at the Industrial 
and Labor Relations School at Cornell have talked 
with many managers in retail businesses about em- 
ployes. The following are the characteristics they 
consider essential: 


© Interest 
© Ability 


e Enthusiasm 


WILLINGNESS TO WORK, man- 
agers say, is every bit as impor- 
tant as ability 


Willingness to work, managers say, is every bit as 


important as ability, intelligence and skill. Failure 
of employes to make good is often simply from lack 
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of interest, poor work habits or a negative attitude 
toward their work. 


And right at the top of the list in the success form- 
ula for employes are: 


© Cooperation 
© Acceptance of responsibility 


How do your employes measure up? Do they meet 
your expectations on these counts? If not, it might 
be well for you to counsel them on ways to improve. 
A suggestion here, a hint there, may change their 
whole attitude and improve their work tremendously. 


One of the big jobs of a manager is to be a leader 
and an inspiration to his personnel. Otherwise he 


will find himself getting only half-hearted cooperation 
from them. 


oo 


CONFLICTING ORDERS from two 
or more supervisors obviously leaves 
the employe puzzled. 


The manager 'may appear to be a saint in the eyes 
of some employes; a devil in others! But in what- 
ever form he appears, employes expect certain things 
from him. They expect: 


e Fair pay—fair in comparison with others in their 
job status. 


Direction—the kind that is explicit, detailed, 
thoughtful. 


Recognition--when they are doing a good job. 


Responsibility—-which means that they don’t like 
buck-passing. 


Participation-—at least in the decisions that affect 
their jobs. 


Opportunity—to progress within the company. 


Expression— not only of complaints but also of sug- 
gestions. 


Security—-both as to job future and personal safety. 


Consideration—of their welfare and that of their 
families. 


(continued on page 118) 
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Fen AYALA 


BUILDING INFORMATION 


You can fill any door need from 


a small stock of 


ENECST7A Doors! 


These fine Fenestra* Hollow Metal Doors are easy to stock 

. . 25 Door: Frame-Hardware Units, in a 4/10" x 4’8" 
floor area! 

They are easy to sell—Fenestra Hollow Metal Doors 
are nationally advertised in Business Week and in trade 
publications. 

They are easy to imstall—Fenestra Hollow Metal Doors 
come complete with pre-fitted frames and hardware—no 
cutting, mortising or fitting. 

They are easy to maintain—they can’t warp or swell or 
shrink or splinter. They come with a baked-on coat of 
prime paint. 

Fenestra Residential-Type Metal Doors are nationally 
advertised in Better Homes & Gardens and in Living for 
Young Homemakers, and in trade publications. They have 
the same great advantages as the other doors. The sliding 
closet doors come with prime paint or birch finish. 

Order your stock of Fenestra Doors today—call your 
Fenestra Representative (listed in the yellow pages of 
principal city phone books) or write Detroit Steel 
Products Company, Dept. AL-12, 2246 East Grand Blvd., 
Detroit 11, Michigan. 


Hollow Metal Hollow Metal 


Panel Doors Flush Panel Doors 





Residential-Type Metal Sliding 
Metal Swing Doors Closet Doors 


Hollow Metal Hollow Metal 


Flush Doors Entrance Doors 


METAL DOOR*FRAME*HARDWARE UNITS 


BuiILpING Propucts MERCHANDISER (To obtain more data on advertised products see page 179) 
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What's Ahead For Dealers EXCLUSIVE 


WOOD AND GLASS are the main exterior materials in the 


House of the Future. The room layout is flexible to allow 
for the ever-changing family. 


American Lumberman’s House of the Future 


A realistic plan, utilizing every mod- 

ern comfort and convenience, gives the <r , “House of the Future” features a 
3 . ' ’ é “i fe -ed-i service yard, rhie 

homeowner ultimate value for his money. fe es ee ee ee 


bles as a safe play area for children 


COVER: American Lumberman’s 





The impact of shelter publications on the contem- 

About the Architect porary home building tastes of the American public 

American Lumberman’s “House will be felt increasingly in 1954 and the years to fol- 
of the Future” is the work of Sam- low. Here is the house that combines present trends, 
uel Paul, A.LA., whose house plans one that Mr. and Mrs. Average Family are now dream- 
are a monthly feature in American ing of and will soon be mass building. 
Lumberman. Paul has designed The House of the Future is not a design “‘completely 
over 30,000 housing units since the out of this world.” Its layout projects the future in 
war. His homes are described in a realistic manner. The basic theme revolves around 
“Homes for Living’’; “Homes Un- the ever-changing family. 
der $8,500"; ‘New Split - Level 
Houses” and ‘Homes That Grow.” 
He is co-author of ‘Home Modern- 
izing,” just released. Paul designed American 
Lumberman's “House of the Future’ especially 
for the 80th anniversary issue. For more details 
about this house, write American Lumberman, 
139 North Clark Street, Chicago 2, Tl. 


The House of the Future reflects contemporary open 
planning at its flexible best. Its exterior is a straight- 
forward expression of its interior plan. It comprises 
every modern comfort and convenience consistent 
with the family’s budget. And it is easy to build. 

Measuring 1,796 square feet, the House of the 
Future bespeaks a trend to larger homes. This is a 
natural result of leveling off prices and increasing 
competition among builders to give more for the 
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ALTERNATE BEDROOM WING 


- 
FIRST FLOOR PLAN 1796 4a ft 


SPECIAL ACTIVITY AREAS for adults and children are an interesting feature. 
storage units permit separate sleeping quarters and a joint 


money. Activity areas get the lion’s share of this 
added space to accommodate home hobbies, televi- 
sion and other social interests now developing around 
home life more than ever before. 

WOOD AND GLASS form the main exterior mate- 
rials. Vertical siding is preferred in general; Cali- 
fornia redwood in particular. Glass is used from floor 
to ceiling on the elevation facing south, with roof 
overhangs and planting trellises affording sun pro- 
tection on three sides. Glass properly used is a great 
tool for creating an effect of spaciousness. It enables 
the house to flow into the lot and diminishes the illu- 
sion of barrier between indoor and outdoor living. 

The flush-type entry door is flanked by translucent 
fluted glass and an accented, brightly colored panel. 
The entry itself is a unique design feature. It acts 
as a passage core eliminating traffic through any of 
the rooms and provides a substantial physical separa- 
tion between activity and sleeping wings. 

Slate or stone, easy to keep clean, runs through 
the entry from front walk to outdoor living in the 
rear. At this entry, space starts its uninterrupted 
flow through living, TV viewing and dining areas. If 
privacy demands, these centers can be closed off by 
the use of sliding doors and folding partitions affixed 
to the island fireplace. 

THE KITCHEN-LAUNDRY of The House of the 
Future is a compact work center convenient to front 
and service entry. As shown on the floor plan, laun- 
dry equipment is on one wall, kitchen on the other: 
an alternate arrangement—laundry on the left and 
kitchen on the right—makes two rooms available for 
those who prefer the division. 

A service yard enclosed from outside view by a 
fence of vertical siding boards doubles as a safe play 
area for children in full kitchen view. An outdoor 
storage wall separating it from the carport holds 
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Removable partitions and mob'l> 


play area for children. 


bicycles, garden gear, baby carriage or bulky games. 

The very private sleeping wing of The House of the 
Future is composed of the adults’ and children’s bed- 
rooms separated by back-to-back bathrooms. To ad- 
equately provide for the children who represent the 
mutable facet of the family, their sleeping area has 
a high degree of flexibility. Movable storage units 
and a removable partition permit separate sleeping 
quarters for children of opposite sexes with a joint 
play area where they can have their friends without 
encroaching on activities of the parents. Later in 
their growth, entirely separated full - size sleeping 
rooms can be formed. 

THIS ALTERNATE ARRANGEMENT is shown on 
the plan. Should the children marry and leave to 
build their own homes, this versatile wing can be 
divided into office, guest or recreational facilities. Of 
course, guest facilities are present from the start, both 
in the TV den and children’s play room. 

Serving both activity and sleeping wings of the 





A Quick Look at the House of the Future 


e 1,796 square feet emphasizes trend toward larger 
homes 


Wood and glass are the main exterior materials; 
emphasis on vertical siding 


Priva‘e sleeping wings for adults and children 
Outdoor living room 

All-weather air conditioning 

Entry passage core eliminates room traffic 

Wide use of folding partitions and movable stor- 
age units 

Outdoor storage wall for bicycles, garden equip- 
ment and games. 











(continued on page 118) 
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HOUSE OF THE FUTURE 


(begins on page 116) 


house is an outdoor room. It is protected by the 
house on three sides and covered by health glass, ad- 
justable jalousie or fluted plastic. Evolving from the 
open patio, this outdoor living room is easily screened 
for summer use and promises to be one of the most 
popular assets of the House of the Future. 

All-weather air conditioning is a feature of the 
House of the Future. The combined forced warm air 
conditioning is efficiently distributed by ducts which, 
after they leave the partial basement, are imbedded 
in the slab. Construction of this plan without a base- 
ment would place the heating and air conditioning 
equipment in the area now occupied by the cellar 
stairs. 

Shallow built-in storage and furniture units can be 
located liberally on unbroken wall areas, enabling 
supplies and possessions to be stored as close as pos- 
sible to the point of their most frequent use. Except 
on the south side, high strip windows are used to gain 
privacy and to create additional wall area for storage 
and furniture placement. All lighting is recessed and 


EMPLOYES 


(begins on page 114) 


Employes—how does your employer rate? Does he 
live up to your expectations? If not, then you have 
reason to concur with the results of a recent employe 
survey. When questioned on how they felt about 
their employers and their management methods, THIS 
IS WHAT THEY SAID ABOUT SUPERVISORS ... 


« 


™ ea a 
ss 


NOBODY TELLS US when changes 
are made, is a frequent criticism of 
supervisors 


said: “The best qualified persons are not always 
selected when promotions are in order.” 

said: ‘We don’t get enough instruction.” 

said: “There isn’t enough planning, and what 
little there is isn’t done well. 

said: “When we ask the supervisor a question 
he dodges it, stalls or passes the buck.” 

said: “Nobody tells us anything when changes 
are made.” 


built in to architectural members, with flexible con- 
trols both as to location and quantity of light. 

The decoration of this home results naturally from 
the interesting combination of wood, stone and glass. 
Upkeep requires a minimum of effort and expense. 
This is true of the exterior as well. A permanent 
aesthetic beauty is achieved by the low pitched roof 
where heat-reflecting white marble chips and white 
trim contrast effectively with the wood siding. 





1954 Building Outlook at a Glance 
18% increase in residential repairs and a!tera- 
tions 

e 7% decline in new home construction 

e Farm building down, but great market exists 

e New home prices up very little 

e Construction costs stabilized 

e Wage rates up slightly 

e Industrial construction down slightly from 1952 
peak 

e Commercial construction remains at high level 


e Public construction (mainly educational building 
and highways) at 1953 level 
e Military and naval building down 











said: “One supervisor tells us one thing; an-, 
other tells us something else. We get con- 
flicting orders.”’ 
said: “They never tell us how we are doing.”’ 
said: ‘“‘We have to answer to too many bosses.” 
7% said: “They either listen to our ideas and for- 
get them, or they discourage them alto- 
gether.”’ 
12% said: “Our wives would rather we took a job 
with another company.”’ 

In checking your own effectiveness in getting re- 
sults through people, however, there are certain gen- 
erally recognized human relations principles. Six- 
teen of them are listed below. You already know 
these principles, but they are hard to follow. Study 
them, apply them. For the next several months check 
your actions against them. 


Human Relations Principles 

1. Show sincere interest in and appreciation of the 
other fellow. 

2. Take time to get the facts. 

3. Be considerate and constructive in your approach. 

4. Maintain an open mind—be a good listener. 

5. Be adaptable to change and help others adjust 
to change. 

6. Be reasonable in what you expect of others. 

7. Treat complaints as suggestions. 

8. Make only promises you can fulfill and then keep 
them. 

9. Keep others informed on matters affecting them. 

10. Admit your mistakes. 

11. Make the individual feel the solution is his own 
idea—get participation. 

12. Follow up to determine progress in a situation. 

13. Give commendation when deserved. 

14. Develop freedom of expression on any subject 
concerning the company’s welfare. 

15. Take prompt action on problems. 

16. Set a good example. 

These principles are not magical, but apply them 
with understanding, and you will have employes who 
are getting more of what they expect from you, and 
who will in turn give you more of what you expect 
from them. You will have more employes who are 
working with you as well as for you. 
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till The End of Time! 


BUILDING 


Here at Crossett, tomorrow not only 
is another day but another tree, 
thousands of trees, to be exact. 
Which, in a word, keynotes Crossett's 
forest management program, aug- 
mented by comprehensive research 
in Crossett’'s own laboratory. 
Pioneered before World War I, de- 
veloped into full harvesting cycles 
between wars, and today a recurring 
source of adequate timber growth, 
it produces saw logs in volume 
sufficient to maintain Crossett's big 
mill production of Arkansas Soft 
Pine and hardwoods for all time. 


CROSSETT RESEARCH 


CROSSETT LUMBER COMPANY 


A Division of The Crossett Company 
ROSS ETT ARKANSAS 
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American Lumberman 


2, ADservice 
\ Lf 


Watch ADservice for 
YOUR AD OF THE WEEK 





No. 22 of a Series 


American Lumberman editors believe that one of 
the vital needs of our industry is more aggressive, 
better-quality local advertising. A small percentage of 
dealers are doing a superlative job. The majority are 
not giving this phase of their business the attention 
it deserves. 


To help dealers with their ad problems, we created 
ADservice, a new kind of practical advertising plan 
that has proved highly effective for hundreds of 
users. The complete ADservice series now includes a 
total of 254 mats, plus headlines, copy ideas and 63 
ad layouts. 


As a further contribution to better retail dealer 
advertising, American Lumberman’s ADservice is 
going to bring you, beginning in the January 11 issue, 
YOUR AD OF THE WEEK. This will be an original, 
timely, professionally-prepared layout with headline 
and suggested copy. 


YOUR AD OF THE WEEK will be a valuable guide 
for your entire 1954 campaign. Each ad will be illus- 
trated with mats from the group of 254 in the AD- 
service series. 


To take full advantage of this exclusive service, all 
you do is order the complete series of ADservice mats. 
For only $86.90 you get the 254 mats. Or you can 
write for proof sheets (no charge) and then order 
only the mat pages you want. 


If you already have all ADservice mats, you will 
be able to make up every one of the 1954 series of 
YOUR AD OF THE WEEK without one cent addi- 
tional investment. 





AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Please send the following ADservice mats: 


Send me without charge proof sheets showing 
the 254 ADservice mats. 


Send me the complete series of 22 ADservice 
Mat Pages (254 mats). | enclose $86.90. 


COMPANY 
ADDRESS 
NAME... 


Cry... 
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This attractive timely 3-col, ad is made up of mats from 
ADservice Mat Pages Nos. 1, 2, 9, 10, 12, 14, 15, 20 and 22. 
Your newspaper can set up your ad to look exactly like 
this. See suggested copy “A” and “B” at bottom of page. 
Copy under product illustrations should describe, give 
brand name and prices. 


VOUR NAME OR SIGNATURE CUT HERE 


[ook F cowmuere narexns 
FORA ROOM LIKE THIS 


only OQ pera 


— 


wt 


When You Build or Remodel- add charach« and beaut 
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YOUR NAME 





Corrs “a” 

Why let basement or porch space go to waste when it 
costs so little to convert it into a beautiful recreation 
room! We'll help you plan and arrange for easy monthly 
payments if you wish. Only $00 per month for materials 
for typical 15’'x20’ basement room-—-select Knotty Pine 
walls, (brand) ceiling tile, furring and partition lumber 
Get started today! 


COPY “3B” 

The ultimate in wall finishes is genuine wood paneling. 
Nothing else compares with it for quality and enduring 
beauty. Choose from our wide variety of selected woods, 
including the traditional favorites listed be!ow: (List 
kinds and prices). 
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ADservice MAT PAGE \ 2? 


THIS ENTIRE PAGE OF MATS ONLY 
$3.95. Prepared exclusively for and sold 
only to Lumber Dealers. 








Coming — YOUR AD OF THE WEEK 
—beginning in issue of January 11. 














Wood Mouldings MAT NO. 244 

















Hex Shingles MAT NO. 245 Insulating Siding MAT NO. 248 
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Wood Shingles MAT NO. 246 
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Glass Block MAT NO. 247 Pre-Mixed MAT NO. 253 
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YOUR 3-D PROFIT PROGRAM 


FOR 1954! 
lumber dealers 


Here’s one of the most complete—well-rounded—sales 
help programs ever offered to lumber dealers! It’s 3- 
dimensional because it reaches and influences all three of 
your important customer groups—gives you personal, 
on-the-ground assistance in building your volume and 
profits with today’s quality-minded buyers! 


And it’s a program which Wood Conversion Company 
offers ONLY to lumber dealers! 


*Reg. U. S. Pat. Of. 
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TO HOME OWNERS... 


A brand-new, full-color Holly- 
wood-produced movie to stimulate 
consumer sales of Balsam-W ool— 
Nu-Wood—and many other prod- 
ucts in your yard. Building and 
remodeling plans—‘‘how-to-do- 
it’’ suggestions— prize-winning 
direct mail for your customers— 
newspaper ads, radio and TV 
spots—and a big campaign in 
national consumer magazices to 
support you—PLUS special pro- 
motions and meetings staged in 
your own home town by Wood 
Conversion representatives. 





TO CARPENTER-CONTRACTORS... 


Special carpenter-contractor meet- 
ings that get results—remodeling 
movies—sound slide films—appli- 
cation sheets for Nu-W ood plank, 
tile, board, sheathing, insulation 
lath, and many other products— 
easy-to-use technical information 
on application of Balsam-Wool 
insulation—convincing test house 
data on insulation values—72- 
page how-to-do-it book. Here’s a 
program that cements your rela- 
tionships with Carpenters and 
Contractors—gets them to work 
more closely with you. 








TO BUILDERS... 


A powerful promotion program— 
offered through you—for builders in 
your region, including movies and 
slide films (listed in N.A.H.B. edu- 
cational program), application 
and technical data on Balsam- 
Wool and Nu-Wood—"case his- 
tory” material from actual installa- 
tions—blueprints for remodeling 
and a host of other practical and 
stimulating helps. Wood Conver- 
sion Company gives you and the 
builder a// the assistance needed to 
step up your sales in today’s high- 
ly competitive market. 


3-D also means 3 decades of Wood Conversion Company experience in helping lumber dealers get more business — 
faster! See your Wood Conversion Company representative for full details of the 1954 sales-halp program. 


\ 
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Wood Conversion Company 


Balsam-Wool* e 


Products of Weyerhaeuser e 


Nu-Wood 





New Distribution Techniques 


Distribution Through the Wholesaler 
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What are the manufacturers’ responsibilities? What are the wholesalers’ re- 
sponsibilities? How can these important channels of distribution improve their relationship? 


A long-time student of these 


By H. W. Prentis, Jr.* 
Chairman of the Board 
Armstrong Cork Co. 


There has been much _ loose 
thought and published comment on 
the high cost of distribution, the 
great wastes of distribution, the 
useless middleman. 

Naturally the cost of distribu- 
tion has risen and there has been 
waste—just as in every depart- 
ment of human effort-——but the effi- 
ciént wholesaler reduces it by being 
equipped to fill his customers’ re- 
quirements promptly with a mini- 
mum of expense. 

To delineate and define, if I may, 
this relationship, the functioning of 
the wholesale distributor with his 
selected sources of supply, is my 
task today. 


Factors Favoring Wholesaler 

There are many favorable fac- 
tors when you stop to consider the 
wholesaler’s situation. The keener 
retail competition that is in the 
offing is in your favor. The trade 
associations, the Department of 
Commerce, the trade papers, the 
manufacturers all have been 
stressing for years the paramount 
importance of speedy turnover for 
successful reteiling. It reduces the 
retailer's working capital require- 
ments. All of which makes the 
position of the wholesaler who is 
ready to render good service just 
that much more advantageous. 


Then we have the higher freight 
rates which tend, it seems to me, to 
strengthen the wholesaler’s posi- 
tion, the multiplicity of new prod- 
ucts, the luxury of today becoming 
the necessity of tomorrow for the 
masses, and last, a growing public 
apprecistion of the economic func- 
tion of the wholesaler based on the 
fact that an article is not com- 
pletely produced until it is where 
it is wanted, when it is wanted. The 
true function of the wholesaler was 
well brought out in an article by 
Mr. A. W. Atwood. I quote two 
paragraphs: 

“Middlemen exist solely because 
there is a gap between producer 
and consumer, and middlemen will 
disappear only when that gap is 
closed up. Just how this breach is 
to be narrowed instead of widened, 
in view of the steady increase of 
population, the constant tendency 
toward specialization on the part of 
most workers, and, above all, in 
view of the growing proportion of 
urban as contrasted with rural pop- 
ulation is one of those problems 
whose easy and simple solution 
seems to rest solely with hysterical 
and crackbrained persons rather 
than with the constructive or the 
scientifically minded, 

“If we picture to ourselves the 
eight millions of people who make 
up the metropolitan area of New 
York City foraging the surround- 
ing countryside for food and dick- 
ering with individual farmers, we 
have an exact and accurate idea of 
what life would be like without the 
middleman. It is just as necessarv 
that products should be where we 
want them as that they should ex- 
ist at all.” 


Efficient Distribution Factors 


What are the factors that are 
essential if the wholesaler is to be 


*Address before the fall convention of the National Building Materials Distrib- 


utors Association, Chicago, Nov. 12. 


Because of the importance of this subject, 


American Lumberman is printing Mr. Prentis’ complete talk. The concluding 
section will appear in the Dec, 28th issue. 
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problems gives you the answers to these vital questions. 


an efficient distributor? 

FIRST, he must earn some profit 
for himself. I have never found a 
wholesaler who disagreed with that 
statement theoretically, but some- 
times it is a pretty difficult thing to 
lead him to the trough and make 
him drink unless he thinks his 
competitors are as thirsty as he is. 


SECOND, to be efficient, the 
wholesaler must serve his source 
of supply and his retailers equally 
as well, and generally speaking, 
more cheaply than they could se- 
cure the same distribution by other 
means. That is a large order, and 
the wholesaler cannot hope to 
achieve his objective without giv- 
ing to and receiving from his man- 
ufacturing sources of supply com- 
plete cooperation. 

Cooperation means literally 
working together, and involves du- 
ties and responsibilities for both 
parties concerned. The manufac- 
turer and wholesaler cannot con- 
sider themselves as two separate 
and distinct entities, each in his 
own water - tight compartment. 
Their relations must not savor of 
horse trading. On the contrary, 
those relations must be shot 
through with mutual confidence, so 
that every advantage accruing to 
the manufacturer who distributes 
his goods direct to the retailer or 
consumer, can be achieved by the 
manufacturer-wholesaler combina- 
tion at a lower cost to both. 


Manufacturer’s Responsibilities 


What are the manufacturer's du- 
ties and responsibilities to his 
wholesale distributors? Funda- 
mentally, he must view his whole- 
salers as an integral part of his 
own organization. His responsibili- 
ties, it seems to me, might be 
grouped under five general heads: 

FIRST, to help his distributors 
make a profit, he must set up the 
rules of the game. In other words, 
he must enunciate sound distribu- 
tion policies for the goods that he 
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manufactures. Plans and policies 
must not be set arbitrarily. They 
should be devised with the full ad- 
vice and counsel of the distributors 
themselves. But whatever policies 
the manufacturer adopts should be 
clear and precise. 

My own experience in the last 30 
years indicates that lack of precise- 
ness and clarity leads to more mis- 
understandings and more difficul- 
ties with wholesale distributors 
and between wholesale distributors 
than any other single factor on 
which one can put his finger. Ob- 
viously, all policies that are adopt- 
ed must run in accordance with 
sound principles of economics and 
the ordinary natural tendencies of 
human nature. They must be fair 
and equitable, giving quid pro quo 
as between manufacturer and dis- 
tributor at every point. 


SECOND, the manufacturer 
should serve as a clearing house for 
his distributors in respect to such 
data, for example, as density of 
distribution, condition of inven- 
tory, promotion methods for whole- 
salers, the training of wholesalers’ 
salesmen, the use of sales statis- 
tics and the interchange and the 
study of wholesalers’ operating 
costs. 

With proper confidence devel- 
oped, the manufacturer in one par- 
ticular field can frequently render 
a more comprehensive, a more de- 
tailed service to his distributors in 
this connection than even a well or- 
ganized trade association because 
an association must of necessity 
generalize to a considerable extent, 
whereas a manufacturer’s studies 
are made in one particular field; 
hence they frequently yield data of 
immediate operating value to every 
distributor concerned. 


IN THE THIRD PLACE, it is 
certainly the manufacturer’s duty 
to maintain the proper potential 
profit level for his distributors. You 
will notice my words. No manu- 
facturer can make a profit for his 
distributor, but he can help to 
maintain a potential profit level 
that the distributor may be able 
to realize with proper effort, and 
to do that the manufacturer must 
tackle the subject from several dif- 
ferent angles. 

In the first place, of course, he 
must supply merchandise of appro- 
priate quality and design. He must 
maintain his own price lists on a 
fair competitive level as against his 
fellow manufacturers. He must 
suggest prices at which the whoie- 
saler may sell his retailers on a 
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basis that will assure equality of 
competitive opportunity for all re- 
tail outlets, big, medium and small. 
Frankly, too many manufacturers’ 
sales plans under which wholesal- 
ers are expected to operate, fall 
down because they favor perhaps 
the big outlets too much at the ex- 
pense of the small retailer, or vice 
versa. Any successful distribut- 
ing plan, particularly for branded 
merchandise, must preserve as far 
as possible equality of competitive 
opportunity for every well-man- 
aged retail outlet, big, medium or 
small. 


Next, the manufacturer must dis- 
tinguish and help his wholesaler by 
distinguishing between wholesaler 
and retailer, “regardless of size’’ 
on the basis of the function per- 
formed in the distribution process 
and not merely on the basis of 
quantity of goods purchaesd. 

He can establish this principle, 
of course, by maintaining a com- 
mensurate difference in his prices 
to the smallest wholesaler and the 
largest retailer because no retailer, 
no matter how large he may be, 
ever performs the function that the 
wholesale merchant performs. The 
laborer is worthy of his hire. The 
wholesaler must be compensated. 
Too many manufacturers have 
made no distinction between whole- 
saler and retailer on the basis of 
the function performed, but have 
set their price schedules solely on 
the basis of quantity purchased. 


The manufacturer should afford 
his wholesaler adequate protection 
against inventory loss in the case 
of price declines over which the 
wholesaler has no control. 


He should avoid all discrimina- 
tion between wholesalers in respect 
to prices, terms of payment and 
freight allowances. Too many 
manufacturers in my own experi- 
ence have marvelous merchandis- 
ing systems on paper and in printed 
price lists and then have not had 
the backbone themselves to main- 
tain their own prices. 


FOURTH MAJOR DUTY and 
responsibility of the manufacturer 
to the wholesaler is to maintain a 
sales force of his own that is 
trained to cooperate with the 





Don’t Hoard This Issue 


You won't need to put this valu- 
able copy of our 80th Anniversary 
Issue under lock and key. You can 
order extra copies for yourself and 
friends. Details on page 64. 


wholesaler and not to work against 
him. 

Too many men are out selling 
goods for manufacturers who are 
obsessed with the idea that their 
primary function is to get orders 
from retailers regardless of the 
wholesaler’s interest. After all, if 
a satisfactory and carefully-planned 
system of distribution through the 
wholesaler has been devised, then 
the function of the manufacturer's 
salesman is primarily to help the 
wholesaler make better wholesal- 
er’s salesmen and to help make bet- 
ter retailers rather than to secure 
specific orders. 

Obviously, if he with his special- 
ized knowledge can make better 
retailers, the wholesalers’ salesmen 
can come along and clean up just 
that much more business month 
after month, and year after year. 

Special selection and training is 
required for a sales force of this 
character. Some of you may pass 
this idea by lightly, but just try 
your hand at getting a group of 
men together to sell a manufac- 
turer’s product, men who own the 
trade, as the saving goes, men who 
have been schooled in the old meth- 
od of selling wholesalers all they 
‘an one day and going out into the 
same territory and selling at prac- 
tically the same price or at the 
same price, the cream of the retail 
trade in the districts where the 
wholesaler must sell the goods he 
has stocked. Try to weld such men 
into a cohesive cooperative organi- 
zation and change their habits of 
thought, and you have a job on 
your hands. 


Yet, you cannot work fairly and 
equitably with the wholesaler un- 
less you have a group of manu- 
facturers’ salesmen who look be- 
yond the order of today into the 


future. A manufacturer can hold 
a direct order from a retailer up 
so close to his eyes that it will shut 
out the whole future of his rela- 
tions with the wholesale institution 
that should be handling that re- 
tailer’s business. It is a difficult 
task to train or change the habits 
of thinking of men who have been 
schooled in the older method. The 
only way in which a sales force can 
be developed that will cooperate 
with the wholesaler instead of 
working against him, is usually by 
taking men young and bringing 
them up in the way in which they 
should go. That takes time and 
effort, and too few manufacturers 
it seems to me have been willing 
to pay the price in time and effort 

(continued on page 156) 
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New Distribution Techniques 


How wholesalers and dealers can work together to 


increase sales 25°, in 1954. 


By Arthur A. Hood, Editor 
American Lumberman* 


Part I. 


I hold the conviction that there 
is not one wholesaler’ within 
NBMDA who could not increase his 
sales in 1954 over 1953 by 25° and 
his profits by 50°. 

I do not mean that every com- 
pany is going to make that record 
next year. I mean that every com- 
pany could make that record! I 
think any senior manager would 
agree that his men could deliver an- 
other 25% in volume if they pro- 
duced sales next year at their max- 
imum capacity and ability. 

I think most of you will also 
agree that your organization could 
do another 25°. of sales volume 
without increasing your fixed ex- 
pense. 

The fixed expense in wholesaling 
is usually about equal to your net 
profit percentage. On this basis, by 
increasing your sales 25°) and not 
increasing your fixed expenses, you 
would increase your net profits by 
50° ! 

Every sales organization has 
three groups of salesmen: the su- 
perior group, which does the ma- 
jority of the business; the average 
group; and the below average 
group. If you could bring your be- 
low average men up to the average 
next year and your average men up 
to the superior, you could have this 
25° increase quite certainly. 

Before I try to prove to you that 
the opportunity is there to increase 
your sales 257, let’s discuss a few 
underlying conditions: 

Your sales can increase 25° 
next year only if dealers and in- 
dustrial purchases from you _in- 
crease 25°. 


Three Types of Sales 


You make, and your dealers 
make three kinds of sales: cap- 
tive, divertive and creative. Cap- 
tive business is that type of sales 
volume that you get by virtue of 
being in business. It requires a 


*The concluding section of Mr. Hood's 
talk before the National Building 
Material Distributors’ Association, 
Chicago, last month will be published 
in the December 28 issue of American 
Lumberman, 
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minimum of sales effort on your 
part. 

Divertive business, on the other 
hand, is that business that you di- 
vert from your competitors. 

Creative business is that type of 
sales volume which you get through 
persuading people to buy some- 
thing that it hadn’t occurred to 
them to buy, through giving them 
an appetite to buy when they are 
not hungry. 

I doubt if either you or your 
dealers can expect much increase 
in captive business next year. You 
tan increase your divertive busi- 
ness, but a note of warning should 
be sounded here. The more you in- 
crease your divertive sales, the 
greater will be the competitive 
pressure and the less likelihood of 
a satisfactory profit. Therefore 
your 25° increase in sales next 
year must largely come from help- 
ing your dealers do 25° more cre- 
ative business and inducing them 
to buy this increased production 
from you. 


10 Ways to More Sales 


Is this a practical potentiality? 
Well, there are 10 reasons why it 


is. Assuming that the necessary 
capital for expansion is available, 
here are 10 good reasons why ev- 
ery lumber dealer who chooses to 
do so can greatly expand his sales 
and profits under current condi- 
tions: 


1. Potential Demand Exists. 


Other industries such as food, 
clothing and automobiles have a 
market saturation point, but there 
is no known limit to the human 
craving for better housing. 


2. Buying Power Exists. 


Our consumer income after taxes 
is running at the rate of a quarter 
of a trillion dollars a year—more 
than 265 billions of dollars this 
year! Of this, at least one hundred 
billion is in the optional expendi- 
ture category. We could live on 
three-fifths of our income and have 
a higher standard of living than 
any other country in the world. We 
have the accumulated savings and 
credit to double our housing vol- 
ume. 


3. Production Capacity Exists. 
With up to 25% of our basic 
products such as steel, aluminum, 
copper, lumber, etc., going into the 
military and defense efforts, we 
still have the materials and man- 
(continued on prge 128) 


TRAINED SALESMEN working ai their maximum capacity and ability could 
increase sales 25°, without increasing overhead 
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The mill that 


never cut out 





A steady stream of finished products has 
come from Urania’s 130,000 acres of pine and 
hardwood forests since 1898. Unlike the 
early mills that “cut out and got out,” 

Urania has continued to add to its experience 
these many years. 


Urania in 1913 signed the first reforestation 
contract with the state of Lovisiana—and this 
40-year agreement to conserve the timber 
resource came to a successful conclusion on 
January 1, 1953, a noteworthy landmark. 


The “Roberts’ Plot,” oldest experimental plot in 
the South is located here, and through it the 
U.S. Forest Service, Yale University and others 
have conducted seemingly endless tests on 
Urania lands to gain knowledge of forestry 
problems. 


Studies carried out here have resulted in 
greatly increased forest production throughout 
the South, literally “bringing back the forests.” 
Experiments are continuing at Urania, and 
when science devises better forest products or 
better means of production, you can be sure 
Urania will be the first to adopt them. 


Spec fy the “Big U” 
Brand on— 


Posts, Poles, Piling and Creosote 
Timbers—Pressure Treated 


SOUTHERN PINE — OAK FLOORING 
SOUTHERN HARDWOODS 


Mixed Cars a Specialty 


The URANIA Lumber Co., Ltd. 


Urania, Louisiana 


Lumber Manvfacturers and Tree Farmers 


Members SPA, SPIB. CHP! 
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DEALER PARTNERS 


(begins on page 126) 


power to build one and one-half 
million new houses per year. When 
this defense production is diverted 
back to civilian usage, there will 
be ample materials to supply a 
greatly expanded building industry. 
This expanded output must be sold 
at retail if present productive em- 
ployment is to be maintained. 


1. Houses Too Small. 


The majority of the last seven 
million houses that have been built 
in the United States will gradually 
become too small for the families 
who occupy them. There are only 
two alternatives—-to replace them 
or to expand them. 


5. A Good Investment. 


$y investing money in a new 
home, a family not only saves the 
money in a form which will dem- 
onstrably accrue better than nor- 
mal investment returns, but they 
enjoy the use of the new home 
while saving for a rainy day. 


6. Homes More Important. 


The building industry can re- 
store its share of the consumer's 
dollar. At the turn of the century, 
housing was getting as much as 15¢ 
out of the consumer’s dollar. This 
dwindled to as little as 5.5¢ in 
1947. Today it is about 7.1.¢ A 
reason is, of course, that at the 
turn of the century we had no auto- 
mobiles and automobiles today take 
18¢ of the consumer's _ dollar. 
Television and home _ workshops 
are making the home a_ family 
headquarters over again. 


7. Advertising Overdue. 


Lumber dealers on the whole 
have never invested enough in ad- 
vertising and sales promotion. The 
average for the industry is about 

, of 1° of sales, whereas other 
types of retailers are spending from 
10 to 12 times as much By step- 
ping up advertising your volume 
can be greatly increased. 

8. More Salesmen Needed. 

Lumber dealers have never had 
enough outside consumer §sales- 
men. Every five hundred families 
in a market can support one train- 
ed and well-managed outside con- 
sumer salesman for some lumber 
dealer. If this concept were imple- 
mented, we would have at least 
50,000 additional outside consumer 
salesmen in the lumber yards of 
America! 

9. Get By-Passed Sales. 

If lumber dealers could only re- 
capture the sales volume they have 
lost to direct sellers and other 
types of outside competition, they 
could practically double their pres- 
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ent sales volume. It is estimated 
that as much as 50‘, of building 
material production is by-passing 
lumber dealers in distribution. 


10. Sell Every Market. 

Scarcely any lumber dealer any- 
where has fully exploited all 13 
of his local retail markets, namely, 
the new home market; the home im- 
provement market; the farm mar- 
ket; the market for industrial, com- 
mercial and institutional improve- 
ments; the heavy construction 
market; the industrial sales mar- 
ket; the market for non-construc- 
tion uses of building materials; the 
pre-built units; impulse and coun- 
ter merchandise; the mechanical 
specialty market; the market for 
equipment of the home; govern- 
ment sales and the new do-it-your- 
self market. 

All of these facts add up to the 
greatest sales and profit opportun- 
ity afforded any retail industry in 
America. 


Estimating Your Market 
3efore leaving this question of 
opportunity, let me give a rule of 
thumb basis for estimating the 
sales potential in these various 
markets in your distributing area: 

1. One family in every 40 in 
your marketing area should build 
a new home next year. 

2. The home improvement mar- 
ket is twice as large as the new 
home markets, so by figuring your 
new home market potential in dol- 
lars and cents and doubling the 
figures you can ascertain what the 
potential is for home improvement 
sales. 

3. The farm market should af- 
ford your dealers a sales volume 
of $1,000 per farm per year for 
several years ahead. 

4. The heavy construction mar- 
ket will depend upon the number 
of school buildings, factories, of- 
fices and apartments built in your 
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trading area, but it is certain to be 
a sizeable potential volume for you 
and your dealers. 


5. The market for industrial, 
commercial and institutional build- 
ing improvements is at least 2% 
per year of the value of all such 
buildings in your distributing area. 


6. The non-construction uses of 
building materials affords another 
important creative potential mar- 
ket. 


7. The specialty market em- 
braces at least 100 end-use pack- 
ages of building merchandise which 
can be sold by your dealers to the 
consumers for $100 or more. Sev- 
eral of these packages by them- 
selves provide a good income for 
creative consumer selling, viz: in- 
sulation, roofing, siding, floor cov- 
erings, acoustical material, remod- 
eled kitchens, remodeled baths, 
etc. 

8. Yard fabricated an 
items such as garages, portable 
buildings, farm structures, etc., 
can provide a sizeable market. 


precut 


9. Industrial sales can be as 
much as 17% of your typical deal- 
ers’ volume. 


10. The mechanical equipment 
of the home plus impulse and 
counter merchandise, could account 
for as much as 20% of the volume. 
Some dealers have tool rental busi- 
ness that runs into the tens of 
thousands of dollars. One dealer 
sold $12,000 worth of sandpaper 
last year. One wholesale company 
in Los Angeles sold 1,500 units of 
one type of power tool, through its 
lumber dealer customers. 


11. The do-it-yourself market is 
growing so rapidly that new busi- 
nesses are being started just to 
take care of it. It is estimated that 
the volume of this business in 1954 
will exceed four billions of dollars, 
a market not even identified three 
years ago. 

The outdoor living market is be- 
coming more important each year. 

Many of you who have _ busi- 
messes north of the Mason and 
Dixon line are“accustomed to see- 
ing your dealers “enjoy” a slump 
of 50°% in their average monthly 
sales from November 15 to about 
March 15. There is no reasqn why 
the monthly sales volume in De- 
cember, January, February and 
March should not be just as good 
as the sumrner months’ because 
60% of all end-use building pack- 
ages are constructed inside the 
building and the work can go on 
all winter long. It is just a matter 
of creative merchandising. 

I hope I have conclusively proved 
to you that the opportunity is 
there to get an increase of 25 in 
your sales next year over this and 
50°7 in your profits 
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TRUSCON RESIDENTIAL INTERIOR STEEL DOORS 
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and get prompt delivery to coincide with building schedules. 
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Now your customers can design and build with 
these newest and smartest of all residential interior steel doors... 


Greatly increased production facilities enable Truscon to set larger manufacturing 
schedules for these strong, beautiful swing and slide steel doors. They offer these exceptional 
advantages: STABLE DIMENSIONS. Won't ever warp, twist, shrink or swell. 
QUICK INSTALLATION. No fitting, cutting or planing at any time. 
EVERYTHING FURNISHED. All hardware, hinges, locksets and frames supplied with each door. 
LOW COST. Compete very favorably with doors of other materials 
when all factors are considered 


See SWEET’S for complete details on the entire line of Truscon 
Residential Steel Doors (Swing and Slide Types) for every 
purpose; and write for detailed literature on all other 
Truscon Steel Building Products. Truscon™ Steel Division, 
Republic Steel Corporation, 1058 Albert Street, Youngstown 1, Ohio. 


TRUSCON a name you can build on 
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INTRODUCTION: 


What will you be selling next year. and in the 


years to come? 

In the pages that follow American Lumberman pre- 
sents a review of many key products. Our coverage 
includes items announced this year that will be more 
widely sold in 1954. New products are also described, 


POLE BARNS tap a rich, new market for treated lumber. 


in some cases, for the first time in any magazine. And 
there are long range product predictions by leading 
manufacturers and trade associations. It’s practical 
dreaming for the future sparked by imaginative re- 
search. 


There are, of course, many other profitable lines 
that we could have included in this section. Still, we 
believe it will give you a broad, interesting picture of 
a representative cross-section of the dynamic building 
materials industry. 

THE EDITORS. 


RESEARCH by the National Lumber Manufacturers As- 


LUMBER: 


sociation will result in greater improvements for the 


dealer, This new 
sketched on the 


stress-testing machine, which is also 
cover of this issue, is being used by 


NLMA’s affiliate, the Timber Engineering Co. (Teco). 


Producers Ready with Aggressive 
Research, Sales Promotion Plans 


Here are just a few of the excit- 
ing new lumber plans and improve- 
ments on the horizon for the dealer 
as American Lumberman celebrates 
its 80th year. 

Laminated 2x4s from the south- 
ern pine industry ... greater dura- 
bility of finishes for redwood 
a new pigmented knot sealer com- 
ing from the western pine industry 

research on new chemicals to 
make pressure-treated poles a best- 
selling standard in lumber yards 

. and a $1 million research pro- 
gram by the National Lumber Manr- 
ufacturers Association. 


National Lumber Manufacturers 
Association 


The NLMA'’s million dollar re- 
search program will concentrate on 
improving lumber products whose 
markets are threatened by competi- 
tive materials. Another phase of 
the program is a survey of past and 
future lumber markets to deter- 
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mine those that offer lumbermen 
the best sales opportunities. 

Latest surveys indicate there are 
abcut 11,000,000 attics in the U.S., 
only a fraction of which are fin- 
ished off. Then add the millions of 
unfinished basements and the many 
small homes that need additions, 
and you get a better picture of the 
potential for lumber. 

“Greater industry exploitation of 
the home remodeling and renova- 
tion market could offset much, if 
not all, of the anticipated drop in 
lumber sales for new home build- 
ing. The lumber industry can get 
a greater share of the $8 billion 
being spent annually to face-lift 
U.S. homes. Specifically, it would 
seem important that there be an 
overall step-up in product promo- 
tion slanted to do-it-yourself en- 
thusiasts,” declared Leo V. Bodine, 
executive vice-president of the lum- 
ber manufacturers. 


“It seems reasonable for lumber- 
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men to expect production and con- 
sumption next year to closely ap- 
proximate this year’s levels,” said 
Bodine. “More certain than any 
forecast is the inherent strength 
of the lumber industry to meet 
whatever demands or situation it 
is called upon to face. America 
was built with wood and as our na- 
tion prospers and grows, so will the 
lumber industry.” 


American Wood-Preservers’ 
Association 


Recent developments are creating 
a large potential market for dealers 
in selling properly treated wood. 
Research is providing other pre- 
servatives besides the early creo- 
sote and zinc chloride; these are 
Wolman salts or tanalith, chrom- 
ated zinc chloride, pentachloro- 
phenol dissolved in _ petroleum, 
chemonite, celcure, etc. 

Since wood was first treated un- 
der pressure 90 years ago for a 
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small railroad structure, many new 
markets were developed. Modern 
treatments protecting lumber from 
decay can protect it from fire also 
by adding ingredients to the pre- 
servative chemical. A reliable pre- 
servative must be forced deeply in- 
to the wood under pressure and in 
sufficient quantity to be effective. 

More than 200 treating plants 
have kept pace with needs of in- 
dustrial market but, until recently, 
little progress was made in reach- 
ing the consumer through retail 
yards. Today, hundreds of retail 
yards carry either treated lumber 
or materials for treating. 

One of the big markets for pre- 
servatives is on the farm. With 
preservatives now more widely dis- 
tributed, farmers need not resort 
to untreated posts with limited 
life. Other treated material now 
available to dealers includes win- 
dows, doors, sills, joists and sub- 
flooring. 

Pole-type farm buildings using 
pressure-treated poles for the sup- 
porting framework are becoming 
popular. Barns, hay or machine 
sheds, chicken-turkey houses, hog 
pens, corn cribs, etc., are using this 
type construction because it costs 
one-third to one-half less to build. 
Retail dealers now promoting pole 
barns report this style of construc- 
tion is excellent for do-it-yourself 
customers. 


Western Pine 


Continued effort to improve the 
manufacture of lumber, expansion 
of the industry as it goes deeper in- 
to wood by-products to help sustain 
itself—these are some of the things 
dealers can look forward to in the 
future, U. R. Armstrong, president, 
Western Pine Association, recently 
told western pine lumbermen. 

The association will continue its 
present conferences with mill oper- 
ators in the 12-state western pine 
region in an effort to improve sea- 
soning processes. It is developing 
fuller utilization of wood through 
gluing; grade lights for finer lum- 
ber grading efficiency. 

Next spring the western pine lab- 
oratory in Portland plans to an- 
nounce a pigmented knot sealer to 
supplement its Formula WP-578, 
which is now generally accepted. 
The pigmented sealer will act as an 
undercoat as it seals off knots to 
prevent bleeding through the paint. 

Wood chips are being manufac- 
tured from scrap wood in several 
WP mills and are being used in the 
fiberboard industry. Chip sales 
will help pay the cost of producing 
better lumber. At least two mills 
are building hardboard plants and 
many other mills are experiment- 
ing. 

Modern mills are now being set 
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up in eastern Montana to produce 
lodgepole pine to help meet the 
heavy demand for knotty pine pan- 
eling. Engelmann spruce produc- 
tion is expected to double itself 
next year. By the end of this sea- 
son, some 300 million board feet 
will be produced, much from the 
beetle-infested inland empire. This 
fine, lightweight softwood is now 
gaining popularity and sales man- 
agers report increasingly heavy in- 
quiry from dealers. 


Southern Pine 


The Southern Pine Association 
will support a program to help 
dealers merchandise quality lum- 
ber. Realizing one of the most sig- 
nificant developments in improv- 
ing lumber performance is proper 
seasoning, the SPA will center 
much of its trade promotion activ- 
ities around advantages of dry lum- 
ber. There will be more free litera- 
ture, ad mats, publicity and slide 
films for dealers. Assistance 
through field work will also be pro- 
vided. 

“Well-seasoned lumber is essen- 
tial to a quality home but the SPA 
will also promote its product as a 
strong and versatile lumber for 
other uses,” says H. C. Berkes, 
executive vice-president. One of 
the most far-reaching develop- 
ments in the use of southern pine 
has been in the field of lamination. 
Welded together by strong glue, 
arches and beams of laminated 
wood can span 300 feet or more in 
any type of building. The associa- 
tion is now developing laminated 
2x4s. 

“Research in such fields as lam- 
ination should open new fields for 
the retail lumberman,” declared 
Berkes. “While his bread and but- 
ter may always come from stand- 
ard items for housing, new south- 
ern pine products are being intro- 
duced which will bring added prof- 
ite.” 


California Redwood 

The California Redwood Associ- 
ation producers will continue to 
strive for a better, more uniform 
product. There never has been 
enough redwood because of heavy 
public demand and the limited for- 
est area in which it grows. But in 
the last 10 years production in- 
creased from 461,000,000 board 
feet to 858,000,000. Future produc- 
tion, however, will probably never 
fully match potential demand. 

The CRA is as concerned as the 
dealer about some of the poorly- 
manufactured and _ off-grade, un- 
seasoned redwood that reaches the 
market. Major emphasis will be on 
improved manufacturing and sea- 
soning and better quality control. 


Continued on pages 132, 135, 136, 


138, 140, 143, 144, 147, 148, 151 
and 152. 


THE WESTERN PINE industry is 
working toward wider use of all 
lumber cut. Above, clear wood faces 
are glued over knotty wood to make 
fine bevel siding. 


* 


LUMBER FOR THE FUTURE is one 
of the aims of the California Red 
wood Association. This typical west 
coast tree farm is one of many which 
will provide redwood in adequate 
volume in the years ahead. 


US by y 7 
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RESEARCH IN LAMINATION will 
open new fields for retailers. One 
of the Southern Pine Association’s 
projects is laminated 2x4s., 
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PRODUCTS 





—— a 


LOUVERED DOORS are once again 
being widely specified for new home 

The illustration 
ation patterned 


above hows a val 


after a dutch door 


MILLWORK 


Manufacturers and wholesalers 
of millwork are cooperating in de- 
veloping new woodwork items, im- 
proving on the old standbys and 
providing a constant flow of quality 
products to the dealer. They are 
also developing merchandising aids 
to help the dealer sell the home- 
owner the “best millwork available 
at the lowest possible price,” 
Clifford T. Melander, secretary 
manager, Atlantic Millwork Insti- 
tute, New York City. 


Says 


Constant Improvement 

Retailers have impressed 
with the constant improvement and 
design of modern window units, 
door designs, cabinet styling and 
weather-conditioning of and 
window openings which have been 
developed in the millwork industry 
since the end of the war. 

Basic exterior frames, windows 
and doors are now being precision 
machined and the industry is con- 
tinuing to experiment with toxic 
treatment against termites, rot and 
fungi, as well as treatment with 
water repellant to reduce swelling 
and shrinkage to a minimum. 

The woodwork industry has de- 
veloped many different ways of as- 
sembling wood window units to 
satisfy the demand of builders for 
complete packages which will elim- 
inate many of the problems inci- 
dental to the installation of the 
“knocked-down” type of fenestra- 
tion units. This advance by the 
industry has cut construction cests 


been 


door 
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AWNING WINDOWS offer the buyer 
of a home something new and attrac 
tive. The window shown can be in- 
stalled vertically or horizontally and 
used individually or in_- ribbons, 
stack or group 


New, Improved Products 
Coming from Millwork Industry 


and assured homeowners all-weath- 
er protection with maximum oper- 
ating efficiency. The pre-assembled 
window has provided the builder 
a well-joined, truly-squared win- 
dow which can be set into the stud 
opening as a complete unit in a 
minimum amount of time. 

The original and most popular 
unit was the double-hung window 
complete with assembled frame, 
window, weather-stripping and bal- 
ancing device. The casement unit, 
modernized to conform to ranch 
and split-level type homes, is be- 
ing used independently or on the 
sides of picture windows with in- 
increasing The sliding 
window unit, many of which are 
equipped with metal runners on 
which the sash glide, is another 
millwork innovation, particularly 
adaptable to high wall placements. 
The newer types are equipped with 
spring glides permitting easy re- 
moval of the sash without tools for 
indoor cleaning and painting. 


success. 


Awning Types Popular 

The most sensational develop- 
ment in new window types is the 
projected-sash awning window unit, 
which provides controlled ventila- 
tion in all weather and is suitable 
for residential, commercial or in- 
dustrial construction. Many awn- 
ing window units include inter- 
changeable screens and storm sash. 
Some types of hardware, including 
self-locking hardware devices, are 
available for it and permit partial 
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QUALITY CABINETS in the kitchen 
are one of the strongest selling fea- 
tures in today’s new home. Knock- 
down cabinets for easy assembly by 
the do-it-yourself customer are a 
growing factor in the industry. 


opening of the bottom sash for ven- 
tilation while keeping upper sash 
securely locked. Jalousie windows 
are still another new window gain- 
ing in popularity. 

The sale of conventional storm 
sash remains big business, especial- 
ly in older residential districts. Sev- 
eral types of wood combination 
screen and storm sash are being 
introduced by the millwork indus- 
try. Storm sash and screens are 
profitable items in the lumber yard 
and permit the dealer an opportu- 
nity to sell related items such as 
hardware, paint, insulation and 
other articles. 

The do-it-yourself trend can be 
well utilized in the promotion of 
storm sash and screens, which the 
average home carpenter can install 
with a few tools. 

Standard Sizes 

The woodwork industry expects 
to further standardize windows and 
frames, concentrating its produc- 
tion exclusively on modular sizes 
which permit the dealer to keep 
his inventory at a minimum. It 
will also standardize fir and pine 
panel doors. A hollow core door 
standard has been introduced in an 
effort to provide flush doors of uni- 
form quality and limit the distribu- 
tion of doors which are poorly 
manufactured of inferior materials. 

The millworkers look to further 
progress in designing cabinets for 
today’s homes. Modern kitchen 
cabinets today are featured in 
many new homes offered for sale. 
The industry is also experimenting 
in storage wall and cabinet design 
for recreation rooms, bedrooms, 
bathrooms and linen closets. 
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a COMPLETE LINE of 


DRY WALL TOOLS 
...another GOLDBLATT First 


2-FOR-1 TOOL. 


For dry wall feathering. 2 flexible spring steel blades, 1 
curved, 1 flat 


Blades instantly interchangeable or may be used together 
if rigidity is desired. Each blade fits in either 
knife position, as illustrated, or reverse trowel 
position beneath the handle. Hardwood 
handle, steel ferrule 
DW21 — Complete with blades Each $4.95 
DWFB — Extra Flat Blade Each 1.75 

(8'' wide x 6" long) 
DWCB — Extra Curved Blade Each 1.75 


It’s so much Better S @ eT ee ee 
with Permalite... : 
Better in many ways! dy CORNER TAPING TOOL. 100° angle 


spring steel flex-o-blades make it pos 





‘ es Pe ee sible to cement both sides of a corner 
4 oe at once. Tape can be smoothed to 

Weight, for instance >» oe clean angle in one operation. Smooth, 
aN ‘ comfort-grip hardwood handle. Frog 

, and tang of lightweight aluminum 

Cancrete, using Permalite as the aggregate, may 3” x 5’. Total weight of tool only 

. 7 o7 
be designed from 20 to 50 Ibs/cu/ft (as against 
- : Each $3.95 
the 150 Ibs/cu/ft of ordinary concrete), with the 
highest strength-to-weight ratio of any light- 


weight aggregate concrete : CURVED BLADE TAPING TROWEL. For 
. anatil those preferring trowel style tool for 
Plaster, with Permalite aggregate, weighs only “ \ : taping work. Tool has a spring steel 
25 f sar . s , blade with a 3/16" concave radius 
¥3 as much as ordinary sand plaster, providing _*s Blade is securely riveted to tough, 
y a ‘ lightweight aluminum mounting. Com- 
the lightest, most economical material for gain- Pe fortable handle. Blade size 1012" x 
: a : 3 AV". 

3 or 4 hour fire ratings in fireproofing 

a 7 g eet , Dw34 Each $4.10 


ing 2, 


structural steel beams, columns, etc 


But light weight isn't all! Permalite also gives DRY WALL CEMENT HAWK. Specially 
you, in both concrete and plaster, much higher made for wall board work. Stainless 

, steel blade measures 10° x 5 and 
insulating value, improved fire-resistance and has a 1” lip. Hawk weight only 18 

oz. for lightweight comfort. Comfort- 

greater elasticity. able bracket type handle. Smooth 
surface makes this tool practically 
self-cleaning. 


DWCH ..... Each $2.75 











It’s so much Easier with Permalite 


Easier for the architect, who gains design advan- 


¢\ tages with the high-strength-to-weight of Perma- 








lite concrete and plaster. Easier for the owner, 

; Wf! TAKE-DOWN ‘’'T” SQUARE. 4779" leg with 18” ‘'T’’. 

who can save on structural steel costs. Easier for ; 'T’ folds down to align with leg for convenient 

\ carrying and storage (see illustration). 477%." leg, 

the builder, who saves handling time and costs. - perfect for scoring 48° wall board panels. Square 
Easier for the workman, because Permalite’s ao wetEne Guy SS ae 


DwTT sesseseseveee, Each $5.25 
light weight and excellent workability make it ’ 


easier for him to do the best work he knows how! Items shown above are only a few of the many Dry Wall tools and acces- 
sories you'll find in the new Goldblatt Dry Wall Bulletin. Fill in coupon 
below and return today for your free copy .. . and Dealer Discount Sheet. 
Prices shown above are suggested list. Our comprehensive 116-page 
Catalog of Tools and Equipment for the Trowel 
Trades is also yours, Free for the asking. 


oldblatt) TOOL COMPANY 


1924-B Walnut Street + Kansas City 8, Mo. 











Please send me Free Goldblatt Dry Wall Bulletin 


Please send me Free 116-Page Catalog 


aie 


Pecinialite 


HE LARGEST-SELLING PERLITE AGGREGATE IN THE WORLD 


PERMALITE FRANCHISEES’ PLANTS ARE LOCATED IN: 


Allentown (Pa.), Hopewell (Va.), Baltimore, Boston, Los Angeles, 
Cincinnati, New York City, Hillside (N.J.), St. Paul, Vero Beach (Fla.), 
St. Louis, Chicago, Rapid City (S.D.), Milwaukee, Dallas, Denver, 
Houston, Calgary (Canada), Havana (Cuba 





Burtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 179) 











THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


_ CANADIAN Forest Propucts LIMITED | 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 





VINDAUGA 

spelled ‘‘window'’ in the old Norse 

tongue, and literally meant ‘‘wind-eye™ 
today, the original meaning 

no longer holds true, when pr 

MALTA wood window units 

snugly seal out ev 


ecision-built 


en the smallest drafts! 


MALT-A-MATIC and 
MALT-A-MASTER 





MANUFACTURING COMPANY 
MALTA, OHIO 


nore data on advertised products see page 179) December 14, 195 


wood window units 

feature advanced de- 

sign, are fully weather- 

stripped, and give your 

customers what they want— 

sash that is easily removed from 

the inside for cleaning and painting. Write 

for complete details on these wonder windows. 


Supreme Quality Since 1901 


MEMBER PONDEROSA PINE WOODWORK ASSN 


3, AMERICAN LUMBERMAN 6 











PRODUCTS 





agi Wl shat 
Per ae 


PLYWOOD RESEARCH by the Douglas Fir Plywood As- 
sociation has developed Texture One-Eleven panels that light the 
can be used for both new construction and remodeling 


In the home above the 


panels were 
existing siding 


nailed right ove 


its theme 


HARDWOOD PLYWOOD 


Producers See Big Market for Paneling in the Home 


Development of a new market 
for plywood floor blocks and a pro- 
motion program keyed to the slo- 
gan, ‘““A Room to Match Your Flush 
Door,” are planned for 1954 by 
hardwood plywood producers. 

Industry leaders believe an addi- 
tional 100,000,000 feet of plywood 
can be sold through lumber dealers 
next year under the Hardwood Ply- 
wood Institute’s ‘‘Room to Match” 
‘ampaign. They point out home- 
owners’ pride in natural-finished 
flush doors and predict the public 
will respond to suggestions that 
the wood paneling theme be car- 
ried out in one or more rooms 
through wainscoting, full - room 
paneling or treatment of one wal}, 
with panels either matching or con- 
trasting with the doors. 

A tremendous new market ap- 
pears to be developing for plywood 
floor blocks used in  parquetry 
fashion. Made usually in three 


plies of oak or maple, their face 
plies are thick enough to withstand 
a 50 to 60 year cycle of sanding 
and finishing. This ‘“three-genera- 
tion floor’’ can be applied in mastic 
by the homeowner. 

Manufacturers this fall launched 
a $500,000 promotion program to 
tell the hardwood plywood story. 
Magazine, newspaper, radio - TV 
and trade paper publicity will be 
supplemented by such specific mer- 
chandising projects as the “Room 
to Match” to bring buyers directly 
to the dealer’s door. 


New Emblem 


To help buyers identify genuine 
hardwood plywood made by Amer- 
ican manufacturers, panels are 
now being labeled with the “hpi” 
emblem on a green-black circle, 
with the words: “Certified Amer- 
ican Quality—-Hardwood Plywood 
Institute” around it. 


SOFTWOOD PLYWOOD 


Industry Budgeted $2 Million for Research, Promotion 


The western fir plywood industr\ 
will continue in 1954 its increasing 
emphasis on special panels, backed 
by the aggressive, industry-wide 
merchandising and sales promotion 
that characterized it this year. 

The plywood industry invested 
$2 million in overall sales promo- 
tion and quality testing in 1953. 
The 1954 program will be keyed to 
developing the ideas and merchan- 
dising programs dealers need to 
stay in business at a profit, says 
the Douglas Fir Plywood Associa- 
tion. 


BuILpiInc Propucts MERCHANDISER 


Although plans for 1954 have 
not yet crystalized, the plywood 
manufacturers will devote their 
opening campaign to built-in stor 
age in new »uilding and remodel- 
ing. Surveys indicate that about 
50°, of the nation’s homes have in- 
adequate storage facilities and this 
application is a primary market 
for dealers to both contractors and 
do-it-yourself homeowners. 

Secause dealers sell about 50‘ 
of the total plywood industry out- 
put, the manufacturers next year 
will continue their emphasis on 


growing 


HARDWOOD PLYWOOD promotion next year will spot 
popularity of paneling, cabinets and 
built-ins in the modern home. The program will have as 
“a room to match your flush door.’ 


dealer sales helps and consumer 

and builder advertising that opens 

the door to lumber yard sales. 
Investigating Television 

The Douglas Fir Plywood Asso 
ciation is also investigating various 
phases of TV promotion and ex- 
pects to devote some phase of its 
program to this dynamic new me- 
dium. However, continuing promo- 
tion to basic customers will con- 
tinue along with the consumer pro- 
motion. The industry expects ply- 
wood consumption in 1954 to at 
least equal 1953. 

The 87 factories that comprise 
the backbone of the industry pro- 
duced 17°% more plywood than in 
1952. Production at year’s end is 
expected to be around 3.5 billion 
square feet. Production of over- 
laid and hardboard-surfaced ply- 
wood increased substantially in 
1953 and was about 38,000,000 
square feet 

Plywood with resin-impregnated 
surfaces is now being manufac- 
tured in two types: a flint-hard, 
glass-smooth clear surface for such 
jobs as utility room paneling, work- 
table tops, chutes and other appli- 
cations; and a medium density sur- 
face for easy painting. The dealer 
has many sales possibilities for this 
latter style. 

An outstanding new 
product is Texture One-Eleven 
(see Manufacturers, American 
Lumberman, November 30), which 
was designed to open volume sales 
of plywood with waterproof glue 
for siding on both new and remod- 
eled homes. 


plywood 


Continuous Research 


Behind its merchandising and 
sales promotion programs, the in- 
dustry has a continuous program 
of research to develop performance 

(continued on page 154) 
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HANDY CALCULATOR to convert 
price per thousand board feet into 
price per square yard has been pre- 
pared by the National Oak Flooring 
Manufacturers’ Association 


SECOND AND BETTER 
“‘evymnasium” grade of maple floor- 
ing——-is the big news for 1954 from 


the new 


this industry. Retail sales of it will 
be pushed in national advertising 
and by direct mail to school officials. 


RESILIENT FLOORING was part of 
the basis for development of the do- 
it-yourself trend, 
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FLOORS and FLOOR COVERINGS: 


Oak Flooring 


The National Oak Flooring Man- 
ufacturers Association’s planning 
for the future will carry forward 
its program to solidify and improve 
the dealer’s traditional position in 
the hardwood flooring business. 
There will be more of the lively 
sales clinics, first of their kind in 
the industry, which were held for 
dealers in several states this year. 

The clinics outlined modern mer- 
chandising techniques for more 
profitable hardwood flooring sales 
and were enthusiastically received. 
A major theme of the presenta- 
tions was that retailers should 
quote prices on oak flooring by the 
square yard rather than in board 
feet. 


Maple Flooring 


The big news from the Maple 
Flooring Manufacturers Associa- 
tion is the successful campaign 
conducted in behalf of the new 
grade—Second and Better. First 
installations have been made in 
New York City, Washington, Bos- 
ton and Cleveland. This winter will 
see it in San Francisco and Los 
Angeles. 

Each flooring strip is a one-piece 
combination of first and second 
grades, with only the third grade 
trimmed out in the manufactur- 
ing so average lengths will run 
better. Under the MFMA’s revised 
grading rules, standard lengths of 
this “gymnasium” grade are bun- 
dled two feet and longer as the 
stock will produce. 

Architects labeled Second and 
Better as the gymnasium grade af- 
ter the association got leading 
members of the profession to lay 
it in gymnasiums and multi-pur- 
pose rooms at a real saving in 
flooring costs. They expressed sat- 
isfaction in the first-class, light- 


Resilient Flooring 


Resilient flooring in tile or roll 
form created a “revolution” in the 
flooring industry and was part of 
the basis for development of the 
do-it-yourself trend. Some manu- 
facturers are now working on other 
combinations of materials to sup- 
plement the existing resilient floor 
coverings. These include vinyl- 
coated linoleum, vinyl and rubber 
composition, vinyl and asbestos 


This approach is more under- 
standable to the customer and 
enables the dealer to emphasize 
more effectively the low initial cost 
of oak floors. The square yard price 
of the average oak floor, installed 
and finished, is far less than good 
quality carpeting. 

Other dealer aids from the asso- 
ciation will include aggressive ad- 
vertising and publicity programs. 
“With the promotions reaching 
architects, builders and general 
public, and with sales clinics pro- 
viding dealers with direct helps in 
clinching more sales, hardwood 
flooring will retain its accustomed 
share of the residential market in 
the year ahead,” declares Thomas 
C. Matthews, NOFMA president. 


toned floor with pleasingly varied 
colorations and interesting grain 
patterns not found in First grade. 

The maple flooring association is 
launching a campaign to publicize 
the new grade in national maga- 
zines, with brochures and in direct 
mail to school officials to start its 
retail sales. 

The research committee of the 
association will release in detail 
early in 1954 the findings of a two- 
year program conducted in the lab- 
oratory of Timber Engineering 
Company concerning expansion in 
northern hard maple floors. 

Dealer Goodwill Needed 

“The goodwill of the lumber 
dealer is needed now more than 
ever, since replies to our market 
surveys indicate increased activity 
next year in modernization of ex- 
isting structures, such as_ indus- 
trial, commercial, loft, storage and 
shop buildings,” D. S. DeWitt, 
Oconto, Wis., president of the 
maple flooring manufacturers, told 
the National Hardwood Lumber 
Association at its October conven- 
tion. 


composition, pure vinyl and vinyl 
and cork. 

The 1953 volume of resilient 
flooring is double that of 1952. One 
large manufacturer has announced 
an increase in production capacity 
because of a steadily growing con- 
sumer and dealer acceptance since 
its vinyl flooring line was intro- 
duced in 1947. Intensified advertis- 
ing and promotion have kept the 
vinyl lines in an oversold position. 

(continued on page 154) 
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~“y GRIFFIN 


For all year round sales, be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are but a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today—then order from Griffin... 
manufacturer of quality products since 1899. 


Order from your jobber today. 


REPRESENTATIVES 





GEORGE A. GREGG 
17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC. 
115 Brood Street 
Boston, Macsochusetts 
WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, Illinois 


WALTER S$. JOHNSON & SONS 
917 St. Chories Avenue 
Atlanta, Georgia 
E. H. FARRAR 
2nd Unit Santa Fe Bidg 

Dollas 2, Texas 


t. G. FULLER, JR. 
1018 Meadow Heights Dr. 
Jackson 6, Mississipp! 
HARVEY D. RUSH & SONS 
4638 Nichols Parkway 
Kansas City, Missouri 
H. C. GLOVER 
2611 Garrison Bivd 
Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 


CHARLES L. LEWIS 
2450 17th Street 
San Francisco 10, Calif. 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


THE B. $. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 


R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 


Vr 


,\ { as ia] 
i qi) Suery OOOR NEEDS THREE 


—(GRIFFIN- 
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ERIE + PENNSYLVANIA 


BuILpING Propucts MERCHANDISER (To obtain 


NOW! NEW! 


‘An easy $10°° ‘Come-On’ that may mean 
over $100°° to you in ‘Tie-in’ Sales 


Miracle* 
Anchor Nail 
Miracle 
Anchor 
Adhesive 


It's a cinch to sell the “do-it-your- 

self’ Miracle Method of attaching 
= furring strips and partition sills to 

concrete and masonry surfaces. 

Here’s an opportunity for your 
customers to transform drab cellars 
into colorful gamerooms without 
the “‘back-breaking” and risky job 

© of drilling holes in the foundations 

| of their houses. All they do is glue 
Miracle Anchors to the walls with 

+ Miracle Anchor Adhesive — simple 

» as “pie”, and at an amazingly low 
installation cost of approximately 
6c per square ft. 

What's more important, Mr. 
Dealer, is the plus sales that come 
to you as a result of this initial 

® purchase. These include finishing 
= board, paint, nails, and other com- 
panionate items. 


Order Now! 
The sooner you begin selling the 
easy $10 “‘come-on” Miracle Anchor 
Adhesive — Anchor Nail Kits, the 
sooner you cash-in on the big dollar 
tie-in sales. And you do your cus- 
tomers a real favor, too! 

NET PRICE TO 


DEALER PER 
DISPLAY UNIT 


$6.00 


So easy to do it yourself! 


PRICE TO 
PACKING CONSUMER PER 
P. UNIT 


$10.00 


CAT. NO DESCRIPTION 





1000 AN Display unit holding 96 
Miracle Anchor Nails and 1 
qt. Miracle Anchor 


Adhesive 


MIRACLE ADHESIVES CORPORATION 
Dept. AL-12, 214 E. 53rd St., N. Y. 22 


6 Display 
Units Per 
Carton 


® By Miracle Adhesives Corporation 


more data on advertised products see page 179) 
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PAINT DEMONSTRATIONS were staged by hundreds of 
dealers this year and more are planned for the months 
attendance at = th 


ahead The 
clinies 


paint 
“phenomenal.’ 


industry calls 


PAINT 


encourages 
satisfaction 


Future Planning Geared to The Do-It-Yourself Customer 


In the months just ahead, deal- 
ers can expect from the paint in- 
dustry the development of new 
better and longer-lasting paints, a 
continuing educational program to 
show them how te make the most 
of their markets and the further 
promotion of the do-it-yourself 
market. 

The National Paint, Varnish and 
Lacquer Association, Washington, 
believes the successful dealer of 
the future must know which paints 
and varnishes are needed, and how 
much, for home repair and im- 
provement in the same way he ad- 
vises today on what lumber to use 
for specific jobs and the best meth- 
ods of construction. 

“The challenge of the dealer to- 
day is to meet the demand of to- 
morrow, not only in the variety of 
products sold, but to answer the 
many questions which consumers 
will ask as they seek to improve 
their homes,” points out the asso- 
ciation 


Product Improvement 


The paint industry will continue 
its extensive research to further 
improve its products. The new al- 
kyd resin paints now on the market 
have shown certain advantages. 
More are in the testing stage and 
will soon be made available. One- 
coat, self-whitening outside paints 
are proving both durable and eco- 
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nomical. Latex, or rubber base, 
paint has had a great influence on 
the industry. In each of the past 
three years, sales have doubled the 
previous year’s. 

One century-old manufacturer 
will put in general distribution 
early in 1954 a new product direct 
from its research laboratories—a 
low-cost polyvinyl acetate latex 
paint for maintenance use, forti- 
fied and enhanced with “vinylium”- 
improved alkyd. It will be labeled 
Painters & Decorators Latex Flat. 

This new latex-base product can 
be brushed or sprayed and dries in 
30 minutes. One coat will cover 
any surface but it can be given a 
second-coat if required in three 
hours. The primer is built into the 
product and it can be applied right 
over new plaster. It will be com- 
pletely odorless and non-toxic. It 
will be available in nine latex tint- 
ing colors at a lower cost than 
present latex paints, about the 
price of the average oil-base flat 


Fire-Retardant Paints 


Research will continue on fire- 
retardant paints. Whitewash or 
caesin in three coats gives some 
fire protection now. Improvements 
with coatings of borax-linseed oil 
paint, sodium silicate and mono- 
ammonium phosphate preparations 
are being explored to enhance the 
products developed in recent years 


December 14, 1953, 





PAINT CANS are out of sight in this beautiful depart 
ment at American Trade Factors Ltd., Honolulu, Hawaii 
Color chips, however, are convenient and the atmospher: 
careful 


selection that assures customer 


and provide effective insulation by 
swelling to several times their orig- 
inal thickness in intense heat. Re- 
cently laboratory-tested is a fire- 
insulating covering which is effec- 
tive if used at a coverage of 150 
square feet per gallon. 

The Western Pine Association 
has developed a new sealer said 
to be excellent for stopping wood 
oozings which exert a solvent ac- 
tion on paint film, causing it to 
soften and peel. Liquid shellac, 
spar varnish or a thin aluminum 
varnish were long recommended 
for sealing wood sap. 

Paint cleaners are undergoing 
continuous study due to the rise in 
popularity of roller-coaters. The 
need for good roller cleaners is 
great and improved products will 
be ready soon. Latex - ernulsion 
paints minimize the problem of 
brush and roller cleaning since mild 
soap and water remove the paints 
effectively. 

Experiments are being conducted 
on flat paints, which require bind- 
ers of higher flexibility than those 
used in gloss or semi-gloss paint, 
to study film brittleness in the in- 
expensive grades. Flat enamels are 
also being given continuing re- 
Casein paints are being 
studied to develop their washabilit, 
and, in paste form, limit freezing. 


search. 


Dealer Clinics 
The many new types of paint 
being created has brought a rise 
in clinics and store demonstration 
classes to dealer customers. The 
paint association calls attendance 
at these clinics “phenomenal.” 
(continued on page 154) 
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ALOHA Brand Red Cedar 


LEADERSHIP For two generations, Aloha Brand Red Cedar 


Lumber Products have become recognized, along 
AND PROGRESS with Seal-O-Cedar products, as the standard of 


the industry. Your needs in any of the following 
IN CEDAR PRODUCTS ¥ will be filled promptly in straight cars, or mixed 
with shingles and shakes. 


bebe bie 


Green or Kiln Dried Cedar Knotty Cedar Paneling 
Lumber 


5 
‘ escomienes. i Pickets, Lath, Mouldings 
~ : Finish and Boat Lumber Bevel Siding 
From M. R. Smith's first small } Ss R \ 
shingle mill over 50 years | 


pe ae Cg Ba bers } \ You can count on continuing high quality from M. R. Smith. 
source in the United States | S a A H » S$ { The company now includes representatives of 2nd, 3rd and 4th 
> egg rng gg Bennet generations—and with our long-term timber contract and tree 
qwality ©... fl delivery on MR. SMITH farm, we expect to be in business another 50 years! 

including cedar lumber if de : SHINGLE co: 

sired 


SEATTLE. WAS IC 





Se =|. R. SMITH SHINGLE COMPANY 


Stained Shakes (brush coated, infra-dried / 5558 White Bldg. one Seattle 1, Wash. 


Stained Shakes (prime coated 
Natural (unstained) Processed Shakes or P.O. Box 1854, Seattle 
Handsplit Cedar Shakes (all types) Phone: ELliott 4854 Teletype SE 329 














Sugar Pine and | Ponderosa Pine 


from our own Large Timber Resources 


Mixed Cars to the Trade -- Our Specialty 


Mouldings — Kiln Dried Top Quality 
Interior Trim — Jambs — Frames 

Incense Cedar Venetian Blind Slats 

Cut Stock — Glued-up Panels — Box Shook 


ANDERSON, 
CALIF. 


A Dependable Source of Supply 


MILLS at ANDERSON & CASTELLA 
SALES OFFICE at ANDERSON, CALIFORNIA 


Sugar Pine Ponderosa Pine — Douglas Fir -— White Fir — Incense Cedar 


BuitpInG Propuctrs MERCHANDISER (To obtain more data on advertised products see page 179) 
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(Courtesy Perma Products Co.) 
NEW JUMBO-SIZE SIDEWALL SHAKES, which are fac 
tory-bonded to insulation board backers, are said to save 
up to two-thirds on application time. 


ROOFING and SHINGLES: 


Roof Replacement Market Increasing; 
Plan Asbestos-Cement Promotion 


The Asphalt Roofing Industry suggests to dealers 
that in the years ahead it will be profitable to con- 
centrate more sales effort on the remodeling-main- 
tenance market by “selling ahead of the need.” The 
Asbestos-Cement Products Association promises a 
major 1954 promotion to familiarize dealers with the 
uses and advantages of asbestos roofing shingles for 
quality construction. A manufacturer’s optional color 
plan for red cedar shingles is affecting this phase of 
the industry. A plastic sheet which is sandwiched be- 
tween roof deck and insulation as a fire retardant is 
being offered by another firm. Perma Products is now 
distributing large-size cedar shakes which are factory- 
bonded to a waterproof backer board for speedy, ef- 
ficient applications. 

The Asphalt Roofing Industry Bureau says, “The 
recent development in asphalt roofing of greatest in- 
terest to dealers has been the production of roofing in 
pastel colors. The range of pastel, solid and blended 
colors available has been extended to cover virtually 
the entire color spectrum. This has become a prin- 
cipal selling point.” 

The Bureau continues, “By capitalizing on this color 
opportunity, an alert dealer can multiply his sales 
total by selling a new roof ahead of the need for one. 
The market that holds the most promise for increased 
roofing sales is the remodeling market. This market 
normally accounts for almost two-thirds of all as- 
phalt roofing produced. To sell a new roof ahead of 
need, the dealer and his salesmen should understand 
the ways in which color can be used to enhance a 
building’s overall attractiveness.” 

Chester C. Kelsey, manager of the Asbestos-Cement 
Products Association, says, “dealers alert to oppor- 
tunities for increasing their dollar volume of roofing 
sales in 1954 should give particular attention to in- 
stitutional and other commercia! construction projects 
in their areas. Asbestos-cement shingles are a logi- 
cal choice for churches, libraries, homes and commer- 
cial buildings with pitched roofs.” 

Retail lumbermen approval is reported on the Creo- 
Dipt Company’s optional color plan for its red cedar 
shakes. Shingles are shipped to dealers or their cus- 
tomers finished only with a prime coat. After the 
shingles are placed on the house, the customer makes 
his choice from any of 20 colors and Creo-Dipt sends 
along the final colored stain to the job site. 


140 





BATHROOM REMODELING is siniplified with a new car- 
toned package of materials developed by Pittsburgh Plate 
Glass Co. The kit includes everything from Carrara 
glass to chrome bathroom fixtures. The materials may 
be installed by the unskilled handyman 


GLASS 


Growing Market Seen for 
Translucent Panels, Insulation 


Post-war progress in improvement of existing glass 
products and creation of new ones leads a prominent 
manufacturer to say: “It seems reasonable to believe 
that we are just on the threshold of what might well 
be called the age of glass.” 

During the next several years, the industry believes 
that their sales of glass block, double-pane insulating 
glass and fibrous glass insulation will increase because 
of the natural tie-in with the air conditioning boom. 
Decorative glass panels and the wide range of plastic- 
fiber-glass panels seem ideal products for the do-it- 
yourself market. 

Prominent architects and builders predict that soon 
air conditioning wiil be regarded as essential as 
plumbing or central heating. Libbey-Owens-Ford re- 
ports that more than 3!4 million of its metal-sealed, 
double-pane insulating glass units are now in use. 
Pittsburgh Plate Glass Co. has recently released a 
double-pane insulating glass whose edges are elec- 
trically fused to provide a complete seal on the glass 
perimeter. 

Pittsburgh Corning Corp. has announced a new 
glass block that provides good insulating value and 
toplighting for walls. The firm also reports a new 
method of installing small panels of glass blocks 
which reduces construction costs. Use of glass fiber 
insulation blankets and batts is on the increase. Va- 
por barriers of asphalt bonded paper and foil are be- 
ing laminated to glass fiber insulation material by 
L-O-F. The general run of glass fiber insulation is 
being widely used by do-it-yourself enthusiasts on 
attics, added rooms and porch enclosures. 

Hiram McCann, editor of Modern Plastics magazine, 
says there are at least 15 brands of corrugated and 
plain translucent fiber glass structural panels available 
for contractor and homeowner customers. L-O-F’s 
fiber glass panel division is now expanding to increase 
its production capacity by 80% to meet growing de- 
mands. Because most of these panels can be worked 
like wood, they are especially popular with the handy- 
man. Monsanto Chemical Co. recently released plans 
for using reinforced fiber glass on greenhouses. Al- 
synite Company of America is now in production on 
self-extinguishing fire-resistant fiber glass panels for 
a building requiring maximum fire protection. 
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GOOD PASTURE. 
WISELY-FENCED, 
GIVES TWICE AS MANY 
DAYS OF GRAZING. 





Show your farm customers how cross fencing stretches grazing days . . . how 
it boosts carrying capacity of every pasture plot—they’ll buy extra fence from 
you to do the joo. Show them Continental Flame-Sealed Fence for it gives 
you more to talk about because it is good fence all the way through. Continental 
Fence is made of corrosion-resistant copper steel, zinc coated by the FLAME- 
SEALED process for extra protection against rust. Continental Flame-Sealed 
Fence is a great business builder. Contact your jobber or write Continental 


at Kokomo, Indiana. a 
*Trade Mark Reg. U.S. Pat. Off Maawpne | 


V4 04 
“Ake kto'e ' 


PAT OFFICE 


7 
AND GUARANSZED/ 


15 Types of Farm Fence 14 Styles of Steel Roofing Nails, Stoples, Lawn 
PRODUCERS OF — Posts, Gates, Barb Wire ond Siding, and Fittings Fence, Wire Products 








On “Build Your Own” Furniture 


Newest trend in versatile furniture. 
These metal frames plus your 1” x Profits on our Metal Units. 
12”s make room dividers, bookcases, 
etc. (Each order comes complete 


jaracalbetcradirenntse Profits on EXTRA lumber, 


Retails Wts. ; H 
Section FROT—TT wign | saz] 5 hs plywood, paint, varnish, etc. 


: 2. “Section #R503—59” high | 7.95 | 9% Ibs. 

* oT | Section #R504—32%2" high] 4.95 [6% lbs.J} Tables—Bookcases—Room Dividers 
- "eS ~All supports 12” deep —~Benches—All made from lumber 
BOOK CASES in YOUR YARD NOW—PLUS our 
metal legs. The Do-It-Yourself 
Anyone can make these to set on the market is HOT. We started a na- 
floor or hang hin the wall. Make any tional sensation with wrought iron 
length by pny the metal frames “Build-It-Yourself” furniture with 
plus your 1” x 10” boards. Pair (in- - ‘ 
cluding cross-braces) $8.95 retail. our units. Here is a brand new 
Added sections $4.50 each. Wt. 9% extra-profit business tailor made 
Ibs. per pair. for you. Order now and get your 
share of a fabulous new market. 



































Height Attach HAIRPIN DIAG- 
leg Under Specify % a’ ONAL ‘ , 
or V2" Rd 5/a"’ Rd. National Advertising 

“$5.55 | 3% | $525 | 3 | PLUS countercards 
 ———. —: 2 . 545° and display material. 
All prices shown are 
subject to 40° dealer 
coffee tbl 6.65 5.85 discount. F.O.B. Los 
cocktail tbl., bench 6.95 ) 5.95 Angeles, California. 
TV, lamp, end tbls 7.95 6.75 Freight allowance 


: " $1.50 per 100 pounds. 
22” TV, lamp, end tbis 8.95 10 Sen d your or der 


te 28” — dining tbl., desk 13.45 15 TODAY! 


ELUS WROUGHT IRON Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 


, couch 





coffee tbl 5.95 5.65 









































BuItpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 179) 14] 








SELL 


WNER-SEAL 


STRIPPING 


WEATHER 


THE QUALITY 
WEATHER STRIPPING 
THAT CUSTOMERS 
KNOW BY NAME 
AND BUY ON SIGHT! 





OVER 600 MILLION FEET SOLD! | 


Reel in the ee as you reel out INNER-SEAL— the | 


quality weather stri ping that more and more custom- 
ers are asking for “4 name! Tie in with these three 
selling factors ... part of INNER-SEAL’s big 1953 
promotion campaign...and watch your volume grow! 


INNER-SEAL 
SELF-DISPLAY 
PACKAGE 


LARGE-SCALE 
NATIONAL 
ADVERTISING 


LIVE-WIRE 
MERCHANDISING 
MATERIAL 


oe 


FREE BOOKLETS FOR 
YOUR CUSTOMERS 


Attractive reel dispenser makes INNER- 
SEAL easy to handle, stock, measure and 
sell! Supplied free with every reel. 


In LIFE, SATURDAY EVENING POST, 
COLLIER's and many of the popular 
“do-it-yourself” and home magazines. The 
best advertised weather strip on the market! 


Window streamers, door jamb stickers, 
counter cards, radio spots and newspaper 
mats... all available free of charge! 


“Why & How To Weather-Strip” — 
the popular, handy 24-page booklet 
crammed full of information on 
weather stripping. Tells customers of 
INNER-SEAL’s many “extra” uses. 


For more information about INNER-SEAL, 
send in this coupon today. 


Dept. AL 12 


BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN. 


C) Please send me the 1953 INNER-SEAL Mer- 
chandising Kit. 


[_] Please send me the name and address of my 
nearest INNER-SEAL jobber. 


NAME 

NAME OF STORE 
STREET 

CITY ZONE 


STATE 


( lo obtain more data 
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WGER 


SAWHORSES=- 


Made Of Steel! 


THOMAS 
NU-WAY 


SAWHORSE 
BRACKETS 


are engineered to provide more 
strength to a sawhorse as more 
weight is placed upon it! Easy to 
set up, easy to take down. 


HERE'S HOW... 


The more weight you place on 
the sawhorse, the tighter its legs 
wedge into the crossbar. No 
nails or screws needed. 





DISPLAY CARTON 
HELPS YOU SELL! 


Each pair of NU-WAY Brackets is 
packed in a smart, colorful self- 
selling display carton. pete et 
ORDER FROM YOUR $9.50 

JOBBER ... or write Pok 


for name of your near- 


: 1.60 West 
est supplier. ) 


of Rockies 


THOMAS PRODUCTS COMPANY 
8490 Lyndon Ave. * Detroit 21, Mich. 
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PRODUCTS 


INSULATION BOARD SHINGLE BACKER gives deep 


shadow lines, cuts application time 


INSULATION: 


Future Sales Will Reflect 
Air Conditioning, Do-It-Yourself Trends 


The latest FHA Materials Use Survey reported 
that 83% of all new houses used some type of ceil- 
ing insulation and 34% had sidewall insulation. Man- 
ufacturers and associations believe these figures will 
show a marked increase by 1960 mainly because of 
two growing trends: (1) air conditioning and the 
need for adequate insulation with it, and (2) the do- 
it-yourself boom. 

Fred H. Sides, Jr., secretary of the National Min- 
eral Wool Association, says, “The tremendous popu- 
larity of air conditioning is already being felt by man- 
ufacturers of mineral wool insulation.” 

Sides says that efficient insulation is a “must” 
where air conditioning is concerned; and, that ade- 
quate insulation makes possible the use of a smaller 
air conditioning unit and insures its economical oper- 
ation after installation. 

The popularity of air conditioning, many experts 
believe, will lead to vastly greater sales of insulation 
materials in the southern areas of the United States. 
Lumber and building materials dealers in this area 
are advised to cash in on this trend by adequate 
stocks of insulation and preparing themselves to mer- 
chandise it intelligently. 

The growing do-it-yourself market has given lum- 
ber dealers a phenomenal boost in sales of all types 
of insulation. A recent survey shows that next to 
painting, people did more of their own insulating than 
any other home improvement. 

A leading manufacturer of vermiculite insulation 
says that 90% of its sales are currently being made 
to do-it-yourself homeowners—this is a 143% in- 
crease in such sales since 1946. Lumber dealers ali 
over the nation are capitalizing on the fact that a 
husband and wife can insulate an average attic with 
this “pour out and level” insulation in one afternoon 
for about $67. 

The Insulation Board Institute has recently an- 
nounced that an insulation board shingle backer 
which is used as an undercourse for wood or asbes- 
tos-cement shingle siding, is now being manufactured 
by most of its members. Made of wood or cane fiber, 
the new board is available in fast-applying four-foot 
long lengths. 

A new type of cellular giass insulation blocks 
(composed of tiny bubbles of glass fused together) 
is now being distributed by a leading Pittsburgh glass 
manufacturer. It is used under and around the perim- 
eter of concrete floor slabs in basementless houses 
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DO-IT-YOURSELF APPLICATIONS of plastic laminates 
with pressure-sensitive adhesives are helping to boom 
this industry 


PLASTICS: 
Big Future in Wall, Floor Tile and Pipe 


“The opportunities for merchandising of plastic 
materials are increasing every day for the retail 
lumberman,” says Hiram McCann, editor of Modern 
Plastics magazine. For the next several years, most 
experts agree, further developments in this mush- 
rooming industry will come in flooring, wall coverings 
(tile, paint and decalcomanias), counter and furniture 
tops, hose and pipe. 

Plywood bonded with plastic resins, styrene wall 
tile, vinyl flooring and plastic-base paints were some 
of the foundation stones on which today’s fabulous 
do-it-yourself market was built. McCann reports that 
the 1953 production of vinyl flooring is double that 
of 1952. 

Pressure-sensitive adhesives are creating a big 
new market in decorative laminates which the home- 
owner can apply to coffee tables, kitchen cabinets, 
ete. Some of the new laminates require only metal 
moldings to attach. Plastic decalecomanias, with sim- 
ulated marble, textile and wood grain designs, are 
now being released for application on cabinets, furni- 
ture and walls. 

Lumber dealers who handle plastic hose have won- 
dered: ‘‘How soon will plastic pipe be in general use 
in homes?” These dealers also ask, “Why shouldn't 
the modern department store of building materials 
handle all plastic items— including pipe—as they ar- 
rive?’”” The New York Times says sales of plastic pipe 
have increased from $500,000 in 1948 to $20 to $25 
million for 1953. Most plastic pipe is being used in 
about 15 different industries; knowledge being ac- 
quired here may soon influence use of plastic pipe in 
home construction. 

A significant development for the retail lumberman 
today (especially those located in the arid regions of 
the west) is the rise of the use of plastic pipe on farms 
for irrigation, domestic well systems and animal feed 
lines. Of interest to the south, plastic pipe can be 
used for land drainage. Everywhere plastic pipe seems 
to be working well for golf course water systems and 
it is starting to move into municipal cold-water sys- 
tems. 

Experts say it is satisfactory for these uses be- 
cause: weight of a 20-foot section is 13 pounds, steel 
is 153 pounds; smooth sides allow 30% faster flow; 
it is flexible and easily follows rough land contours, 
stretches but does not burst when water freezes 
inside it. 

Some steel companies are experimenting with plas- 
tic pipe production to improve ther competitive posi- 
tion with respect to aluminum. 
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PRODUCTS the leading seller because of the price consideration. 


The electric and radio-controlled garage door units 
bring manufacturers loads of inquiries, but many of 
them evaporate when the price is mentioned. Several 
members of the industry are cashing in on the do-it- 
yourself trend by distributing overhead door hardware 
that homeowners can install. Manufacturers believe 
the trend toward decorative garage doors will con- 
tinue to grow. 

Because of the myriad of advantages, the demand 
for remotely controlled doors is potentially very 
strong. Some predict that sales of these “scientific 
gadgets” will increase if the minimum average prices 
drop about $50. However, quite a number of sales 
of these units are being made to doctors, other pro- 
fessional people and semi-invalids. 

Several manufacturers, like the Richards-Wilcox 
Manufacturing Co., are producing do-it-yourself kits 
SINGLE-PIECE OVERHEAD GARAGE DOOR is stil] the of overhead garage door hardware. Because it is at- 
fastest seller because of the lower price tached to the jambs, the R-W hardware can be in- 

stalled by a homeowner with ordinary hand tools. 
The R-W kit also includes instructions so the home- 

GARAGE DOORS anc owner may build his own door if he desires. 
Some companies are considering use of larger, more 
HARDWARE: visible outside garage door hardware which will blend 
. more closely with decorative garage doors. Sliding 
° ‘ service doors on garages are becoming increasingly 
One-Piece Doors Still Most Popular; popular because of space-saving reeeenan and the fact 
7] “ that hinge-type service doors that open inward often 

Gadget Controls” Too Costly ane Gar aaa, 

The Sterling Hardware and Manufacturing Com- 
pany’s sliding door hardware set for garage service 
doors is aimed at both the contractor and the do-it- 





In the field of garage doors and hardware the uni- 
versal trend is towards the overhead type for both 
new construction and remodeling. Manufacturers re- yourself market. Sterling reports that garage builders 
port that although the sectional overhead door is are finding that having sliding service doors on their 
more appealing to consumers, the one-piece unit is garages is a definite selling point. 

















are § TIDEWATER RED CYPRESS 


exterior millwork. 


Extremely resistant 


to weather and Wherever hard service conditions exist, you'll find Tidewater Red Cypress a pay- 


ing investment. The remarkable resistance of this wood when exposed to weather, 


decay 


damp soil and chemical agents commend it to every home-builder and _ indus- 


trial user of wood. Your builders will find it easy to work: it’s 





soft, comparatively light and has great nail-holding power. It's 
practically free from shrinking, checking, splitting and warping 
For new construction and remodeling that are meant to endure, be 


Nothing better fer vats sure to specify Louisiana Cypress’ Tidewater Red Cypress. 
tanks, textile mills, green 
houses — all industrial uses 

oar en STRAIGHT OR MIXED CARS 
Often called The Wood 


Eternal.” 





with Central American Mahogany and Pine 
Cypress, Pine and Mahogany Paneling and 
Mouldings a Specialty 


























All orders and inquiries promptly handled 
Consult us today on your requirements. 








Rich coloring and close, ever 


grain make it ideal for interior re) U S Y S 
paneling and trim. Takes all fin L | | A N A C P e E S 
ishes beautifully for any desired 
effect. Or may be painted LUMBER co., INC. 
Ponchatoula, It Red_ 
Lovisiana iW PTesS 
Py — icostennnemeseneetlll 


ee 
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CONTINENTAL 
STYLIST... 


patent pending) 


the original All-Weather Decorator Door 


Here is something new and delightfully 
decorative in a combination weather door! 
The Continental Stylist is 
a true decorator door that 
lends itself to an infinite 
variety of attractive color 
treatments, yet has dura 
bility and architectural 
appeal never before offered 
in a weather door. Styled 
to blend with any type 
architecture to give that 
‘“‘custom’’ look to any 
home, old or new, the 
Stylist consists of a three 
insert door frame, three 
screen panels, and three 
storm panels. Panels are 
easily interchanged, require 
small storage space 


Added Decorative Possibilities with the Stylist are 
available by applying attractive wood grids to screen and 
sash inserts. Three grid styles—"Circle” (left), “Dia- 
mond” (center), and “Square” (right). Easily installed 


Continental Stylist All-Weather Decorator Doors 
are available through regular voodwork jobber 
channels. Ask for full details today 


product 


manufactured by 
The Wabash Screen Door Company 
Minneapolis « CHICAGO + Memphis 
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1m 1910 


Miladv's choice 
for tine 
flooring 

WS eee 


_Topay if worl popular Thantuer/ 


Time hasn't dulled the beauty of Diamond Hard 
Flooring — or the beauty of selling it. The close- 
grained strength and good looks which won customer 
hearts for Diamond Hard in 1910 are still making 
sales in ever-increasing volume. 


J. W. Wells’ policy of converting tough Northern 
Hard Maple into fine flooring—by consistent use of 
latest, proved methods and machinery — has kept 
Diamond Hard a leading name throughout the 
years. For assured satisfaction in all flooring jobs, try 
a car of Diamond Hard today. 


Available in 25°32" x 
Wo" - 2" = 2%" face 
for quality jobs; 33/32" 
x 142-2" +24" heavy 
duty face; “Gymnasium” 
grade, ‘Excellent 2nd’ 
and ‘Thrifty 3rd” grades 
in all popular sizes 


J.W.WELLS LUMBER CO. 


MENOMINEE, MICHIGAN 
Phones: 3633 - 6400 
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PUT THE LINE TO 
WORK with this 
modern Chero- 
kee brown and 
white merchan- 
diser ona 
wrought iron 
base. Occupies 
a minimum of 
counter space. 


SMART NEW 
PACKAGING 
immediately 
identifies by 
name and 


Inside story on the "extras" in 


Arrow's new cylindrical lockset line 


THESE ARE THE FEATURES THAT ADD UP TO SALES 


1. Solid brass exterior coated with dur- 
able weather-resistant lacquer. 

2. internal working parts are sturdy, 
heavy gauge metal. 

3. New rose attachment holds rose 
firmly, needs no rose screws. 

4. Arrow’'s 5-pin tumbler construction 
gives users maximum security. 


These outstanding features, plus simple 


modern styling and easy installation— 


with no special tools or gadgets— build 
customer preference for the new arrow 
locksets. 

But their surprisingly moderate prices 
clinch the sale. Arrew has been able to 
minimize manufacturing costs by making 
the complete line of most-wanted units. 
This makes your job easier, too, with fewer 
sets to handle, lower inventories, faster 
turnover, and bigger profits. Call your 
distributor today or write: 


illustration 
each lockset 
in the new 
G@rrow line. 


arrow LOCK COMPANY 


762 Whythe Ave., Brooklyn 11, N. Y. 


DOUGLAS FIR 
AND 
FIR PLYWOOD 
DILLARD 

Roseburg Lumber's 
new plywood plant 
and modern sawmill 
plant at Dillard, Ore 
gon, adjoin each other 
for fast, prompt ship 
ment. Your order is 


YOUR SPECIAL CAR...LOADED 
FROM TWO PLANT AT THE SAME TIME 


filled simultaneously 
from both plants, as 
suring meticulous care 
on your exact require 
ments 


Put your needs in Old-Growth Douglas Fir and Fir Plywood to Roseburg 
Lumber! You'll receive the best in service and quality. 

Roseburg’s new plywood plant—producing 50 million feet annually of 
fine Fir Plywood—and its modern sawmill with a 100 million feet annual 
capacity, combine to offer you outstanding manufacturing and shipping 
facilities. 

MIXED CARS TO SUIT YOUR NEEDS 
Kiln-Dried Douglas Fir Dimension, Boards and Bundled Uppers 
Fir Plywood, both Exterior and Interior Grades 


ROSEBURG LUMBER CO. 


encral Offices and Sole 
ROSEBURG, OREGON 


PHONE 1-556) Sawmill and Plywood Plant 


DILLARD. OREGON 
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HOME WORK SHOP KITS, above, which combine many 
tools in one unit will be leading sellers during the next 
few years. Upper right, this saw-table carrying case is 
one of the units that appeal to the homeowner with 
limited space Lower right, makers of hand tools will 
continue streamlining their products to attract do-it- 
yourself customers 


POWER and HAND TOOLS 


Do-It-Yourself Trend Will Boom Tool Industry 


With sales of power tools amounting to about $200 
million for 1953, leading manufacturers are in a justi- 
fiably bullish mood when making predictions about the 
future. Power and hand tool makers agree that the 
multi-billion dollar do-it-yourself movement is a lusty 
infant that is destined to grow up rapidly for the 
benefit of both manufacturers and retailers. 

For the immediate future, manufacturers feel that 
much of the power tool emphasis will be on all-in-one 
home workshops which embody many tools in one 
unit. Makers of hand tools will concentrate even more 
effort on turning out improved products aimed at the 
do-it-yourself trade. Already in the biggest promo- 
tion and advertising campaign in their history, it 
looks like tools merchandising will get even bigger. 

The do-it-yourself bug is biting more and more 
neople and the tools industry is benefiting materially. 
The basic proven designs of many electric and hand 
tools has been retained but manufacturers are intro- 
ducing streamlined, highly improved tools to the mar- 
ket. Today homeowners account for 45-55% of power 
tool sales compared to 10% before World War II 
according to an industry executive. 

The present mood of the entire tool industry is re- 
flected in this statement by Mall Tool Company offi- 
cials: “For the future, the portable power tool in- 
dustry is just shifting into high gear. The past few 
years have been a vast, valued proving ground from 
both manufacturing and retailing standpoints. The 
great do-it-yourself market has opened fresh horizons 
for all connected with the industry.” 


John T. Baker, executive vice-president of Portable 
Electric Tools, Inc., says, “without overlooking the 
importance of veteran craftsmen who will be in the 


Buitpinc Propucrs MERCHANDISER 








market for new power tools, manufacturers and re- 
tailers must aim most of their sales ammunition at 
the man who does home shop work to save money 
rather than as a hobby. This means that much pro- 
duction emphasis in the next few years will be on basic, 
easy-to-use power tools which do not require a pro- 
hibitive investment. There will also be a very good 
secondary market in attachments which convert these 
basic tools to a number of jobs. For the retailer, the 
primary merchandising job will be to sell homeown- 
ers on the convenience and economy of do-it-yourself 
work with power tools. The secondary job will be to 
sell a more complete workshop this year to the man 
who bought his first tools last year. 

“Merchandising at the retail level must be tailored to 
several unique facts about the new market. One is 
that owners of new basementless houses—who are 
now counted in the millions—-simply de not have room 
for a large workshop but are excellent prospects for 
combination tools which store easily and can be set 
up quickly. 

“Among the fast sellers for this market will be com- 
bination kits such as those which convert a portable 
drili into a bench saw, grinder and other functions 
Other good items: a new carrying case for a portable 
saw which converts into a bench stand for precision 
saw work, grinding and the like; and a 34-piece drill 
kit with attachments for buffing, sanding and other 
tasks which hangs on the wall so everything is in easy 
reach,” Baker concluded. 

The growing do-it-yourself market is also affecting 
the manufacture and merchandising of hand tools. 
Many firms are taking all or a part of their hand tools 
line and giving them more “flash” so they will appeal 
to the amateur craftsman. 
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METAL PRODUCTS 


Future Bright for 
Metal Manufacturers 


New ideas in steel windows, in- 
troduction of new aluminum prod- 
ucts, the addition of wrought iron 
and technological advances in all 
lines will mark the metal products 
field in the next few years. 
Dealers may expect added fea- 
tures in fireplace units, built-in 
mail boxes, access doors, basement 
doors, assemblies, chutes, flashings, 
hangers and thresholds, among 
others. Many new designs are now 
in late development stages and will 
make their appearances in 1954. 


Handyman Aluminum 


A line of do-it-yourself alumi- 
num mill products now being intro- 
duced through lumber yards, hard- 
ware stores and building materials 
outlets includes 36 items. It was 
tested this summer among Louis- 
ville dealers, who reported it a 
profitable and popular item. Made 
for use with ordinary woodwork- 


ing tools (see Manufacturers, 
American Lumberman, November 


16), the manufacturer furnishes a 
dealer display rack for this new 
home workshop material. 
Porcelain-enameled aluminum 
not yet in volume production 
will be available soon. Aluminum 
wiring is becoming important and 
aluminum pipe and tube are stand- 


ard in many industries. Several 
new alloys were announced this 
year. 

The list of today’s accepted 


building products of aluminum in- 
cludes roofing, windows, screening, 
spandrels, curtain walls, trim and 
ornamental work, railings, flash- 
ing and coping, sills and tread 
plate, air ducts, hardware and fas- 
teners. Today there are more than 
1,000 known uses for the metal and 
the recent President’s Materials 
Policy Commission (Paley commit- 
tee) predicted a demand for 4,500,- 
000 tons yearly by 1975 


Steel Windows 


Steel windows will be further 
improved in design and construc- 
tion. Experiments with glazing of 
wire glass to make them still more 
fire-resistant have reduced fire in- 
surance rates. 


With the set of 


recommended 
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standards adopted in 1945 by the 
Metal Window Institute, steel win- 
dows for residential use increased 
10 times in volume from 1940-50. 
The increased use of steel casings 
for metal casements in the public 
housing field is extremely popular. 
Under the new name, Steel Win- 
dow Institute, the industry expects 
to announce further advances in 
1954. 


Wrought Iron 


Dealers who added a_ wrought 
iron line in 1953 found this new 
product a top seller. They may 
expect increased business for this 
product. At the Southeastern deal- 
er show and clinic in Atlanta dur- 
ing October, tremendous dealer in- 
terest was shown in the profit po- 
tential of wrought iron legs and 
frames in package selling of doors, 
plywood and other standard items. 

The metal proved such a winner 
that it is now competing success- 
fully with regular furniture and 
fixture products. A Tennessee deal- 
er recently sold 24 sets of wrought 
iron legs and plywood tops for use 
as desks in a boys’ school. The 
profitable dealer theme for the fu- 
ture will surely be wrought iron 
for bookcases, table and chair legs 
and for make-your-own furniture. 


Aluminum Windows 


When the first issue of American 
Lumberman appeared in 1873, no 
builder could consider aluminum 
for windows. The price was $545 
a pound. But the price dropped 
and the sale of aluminum windows 
in the residential market jumped 
from 278,000 in 1947 to an esti- 
mated 1,750,000 this year, accord- 
ing to the Aluminum Window 
Manufacturers Association. 

The set of standards developed 
by the association now protects 
builders and dealers who sell fixed, 
double-hung, casement, awning 
and projected aluminum windows 
The AWMA technical committee is 
now developing specifications for 
horizontal, sliding aluminum win- 
dows. It is also setting up modular 
standards for load-bearing alumi- 
num framing of windows in “rib- 
bon” or “strip” form. 
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— if you entrust your lumber needs to 
Wendling-Nathan. We can help your busi- 
ness grow, because for the past 39 years we 
have been building an organization which 
specializes in maximum dealer service and 
dependable lumber products. Which means 
you 


can offer maximum customer service. 


Let us prove our ability to enlarge your 


future. Just specify these Wendling-Nathan 
items: 





DOUGLAS FIR 


PONDEROSA and 
CALIFORNIA 
SUGAR PINE 





REDWOOD 


RED CEDAR 
SHINGLES 


DOUGLAS FIR 
PLYWOOD 


WHITE FIR 


ENGELMANN SPRUCE 


Complete facilities for quality production 
and prompt shipment 





WENDLING-NATHAN COMPANY} 


Main Office — 564 Market $t., San Francisco 4, Calif. 


850 Pittock Block 


2185 Huntington Drive 
Portiand 5, Oregon 


San Marino, Calif. 
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) Tell 


THESE 
FACTS... 


‘ 
LEAD-SEAL vasa scar ne 00d on 


down the shank. When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


*TRIPLE-LOCK 


As the “bump” is forced 

















IVE SCREW SHANK 


DR 


» makes the nail turn and hold like a 
screw, It holds with a powerful, unyielding 


through the sheet, the sheet 
springs back over the bump 
—this effectively prevents 
the nail from working out. 








grip. Threads are deep and sharp be- 
couse they are formed after galvanizing, 


The nail, lead and sheet cre 


solidly locked together, 
| 


| For Galvanized and Aluminum Roofing 


What an advantage it is to offer a nail that has everything—a nail 
which sells itself on the strength of its own qualities —a nail around 
which yon can wrap a real sales story. 


- You can’t lose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 





<— The DENISTON COMPANY 

49th and S. Western Avenue, Chicago 9, Ill. 

Please send me without cost 

{_] Directions Booklet [—] Complete price information 
| ] Pallet and other type nails 

Name 

Address 


City 











Zone___State___ 
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PINE 


| REGION 
Durable and decay-resistant .. . light 
weight and easily worked . . . receptive to 
paints and stains of all kinds . . . this pleasantly 


fragrant softwood is in demand for a wide range 
of residential and industrial construction work. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to-exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 









THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 




















‘THE ‘ Wr !e for free illustrated 
” —— Facts Folder 
j i on Incense Cedar 

- PINE . ~ Address: 


Western Pine Association 

















Yeon Building, 
Portland 4, Oregon 
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ROBBINS FLOORING COMPANY) wax oanr 


Reed City, Michigan Ishpeming, Michigan| °# 
Write Dept. A, Reed City, Michigan for illustrated literature 





















Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 
floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 
the eyes, helped make this flooring possible. 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring’s melting 
snows and formed a delightful lake! At least, that’s 
the story. 


It’s a fact that the Northern Hard Maples 
grow near the lakes, straight and tall. They 
© are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 


become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 
has strength ... installs easily and economically. 
And lasting beauty? Look at any Robbins floor 
and you'll understand why Robbins is the world’s 


largest manufacturer of maple flooring. 


Members Maple Flooring Manufacturers’ Association 


MILLIONS 


ROBBING 
FLOORING 
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NEW CONCRETE MASONRY split-block produces walls 


of rugged attractiveness. 


HARD MATERIALS: 


More Promotion for Clay Products; 
Two New Concrete Blocks Available 


“Building materials dealers who handle brick and 
tile will be part of extensive sales promotional efforts 
in 1954,” says the Structural Clay Products Institute. 
The Institute also asks dealers to expect new cost- 
cutting masonry techniques, a do-it-yourself clay 
veneer, prefabricated clay partition panels and gen- 
erally better and lighter products. The Portland 
Cement Association announces availability of two 
new decorative building blocks—-split-block and slump 
block. 

SCPI says, “A survey proved that both manufac- 
turers and dealers have been neglecting ready-made 
markets for brick and tile because of lack of sales 
pressure.” A new promotional program will make 
7,000 dealers aware of new literature, displays and, 
in all, about 115 sales aids. 

With valuable experience gained from the success- 
ful industry-wide promotion of SCR brick, the indus- 
try and associations are planning promotions for new 
research developments. Soon to be released, says 
SCPI, are new masonry techniques designed to fur- 
ther lower costs through better organization of jobs 
and more convenient procedures for masons on the 
wall. A new type of clay veneer, for rehabilitation 
of old houses, will soon be available. SCPI reports, 
“this veneer holds much promise for the dealer with 
both contractors and do-it-yourself customers.” Also 
coming are better mortars, lightweight products, pre- 
fabricated partition panels and new shapes and sizes 
of existing structural clay products. 

As practical tie-in products for new home and re- 
modeling sales, the Portland Cement Association an- 
nounces manufacturers’ release of split-block and 
slump block. Split block is the newest design in con- 
crete masonry that affords further variations in wall 
finish. Made by splitting solid blocks lengthwise, the 
blocks are placed in a wall so the fractured surfaces 
are exposed. The split blocks fit most any style of 
modern architecture, says PCA, and can be used for 
fireplace facings, chimneys and interior or exterior 
walls. With mineral pigments and various colored ag- 
gregates, the blocks can be made to match wall 
and wood-trim color schemes. 

New slump block is made with a concrete mixture 
of such consistency that the block sags or slumps 
when removed from the mold. The irregular units 
can be used as trim around windows, doors and fire- 
places. 
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STRIATED TEXTURED HARDBOARD is being admired 
here by Bob Anderson, Olymp ¢ View Lumber Co., Seat- 
le, and friend. 


BOARD PRODUCTS: 


Textured Hardboard Is Just One 
Of Many New Developments 


Here’s a thumbnail sketch of some of the develop- 
ments which manufacturers and associations believe 
will affect the board products industry in the next few 
years: Chapman Manufacturing Co. is re'easing hard- 
board paneling with a molded texture surface; U. S. 
Plywood is introducing 10 new hardboard products; 
growing use of asbestos-cement siding has given it 
one-fourth of the siding market; U.S. Gypsum Co. is 
releasing adhesive-applied panel sheetrock and a line 
of metal accessory products. Many leading manufac- 
turers, like Marsh Wall Products, Inc., are turning 
even bigger guns on the do-it-yourself field. 

Chapman Manufacturing Company’s new blond 
hardboard panels are deeply grooved to give a 3-D 
effect. Aimed at both contractor and do-it-yourself 
markets, the panels come in standard or tempered 
4’x8’ sheets for interiors or exteriors. Seven of the 
10 new U.S. Plywood products will be dealer distrib- 
uted. They include: a low-density, all-purpose panel; 
a .215” panel for floors under tile, carpeting, etc.; a 
tempered black-dyed panel for work surfaces; tem- 
pered siding panel in 12”, 16” and 24” widths—®8’ and 
longer; tempered panel for use when both sides are 
exposed; and a tempered panel with simulated Span- 
ish-grain leather finish. 

Chester C. Kelsey, manager of the Asbestos-Cement 
Products Association, says that in 10 years the use of 
asbestos-cement siding has grown from one house in 
25 to one house in four. There are more than 70 color 
treatments of the shingles now; manufacturers be- 
lieve this factor will have an important bearing on 
increasing future sales. Favored colors now are 
greens, browns, grays and white. 

U.S. Gypsum’s new “panel sheetrock,” 16” wide, 3%” 
thick, can be nailed or glued over old or new walls. 
Panels fit flush; do not. need joint treatment. Aimed 
at the remodeling market, panels come in plain, stri- 
ated, knotty-pine and wood-grain finishes. On January 
1, U.S.G. is releasing a line of metal accessory prod- 
ucts for sheetrock including metal trim, moldings and 
outside corner bead. Another new %%” U.S.G. sheet- 
rock has a 60-minute Underwriters Laboratory fire 
rating for wall and ceiling assembly. 

Marsh Wall Products Inc., has just released Marlite 
planks and blocks for contractor and homeowner mar- 
kets. Prefinished 3/16” products come in 10 colors and 
four woodgrain patterns. Blocks are 16” square; 
planks 16” wide and 8 long. The products have a 
tongue-and-groove design which permits easy instal- 
lation with nails or clips. 
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GREAT ADVANCES IN ADHESIVES are being made by 
the industry. One manufacturer is now field testing a 
plastic wall tile cement for production in 1954. Teésts 
are also being made on adhesives for bonding p ywood or 
plastic sheets to dry walls and to apply rigid panels to 
smooth-surfaced studs 








ADHESIVES: 


Many New Products and Uses 
Just Around the Corner 








The adhesives industry, through constant research 
and work in the field has developed many new adhes- 
ives and will suggest new uses for their products for 
both construction and decorative purposes in the im- 
mediate future. 


Tests are now being made by an Ohio manufac- 
turer on an adhesive for bonding plywood or plastic 
sheets to sound, dry walls of plaster, wood or cement 
blocks, and also for applying rigid panels directly to 
smooth-surfaced studs. These adhesives will eliminate 
the need for nailing or interlocking the panels. The 
panels may be prefinished if desired, since the surface 
will not have to be damaged when applying the panel. 

New pressure-sensitive adhesives will boom the field 
of plastic laminates, says Joseph W. Graul, assistant 
manager of a division of Midcontinent Adhesive Co. 

Rubber cements are undergoing startling changes 
by research and will be ranked among tomorrow's 
most versatile materials. New, man-made rubbers, com- 
bined with resins into liquid structural adhesives, are 
one of the best means for bonding many of today’s 
newly developed materials and alloys. 

Timber Engineering Co., research affiliate of the 
National Lumber Manufacturers Association, has de- 
veloped a new, quick-setting industrial adhesive that 
materially increases wood's adaptability to fast, as- 
sembly-line production methods. This Teco product 
is Colpres 10-B, a two-part resin adhesive that re- 
quires only 10 minutes, in room temperature, from 
clamping to machining. 

New adhesive products and by-products now, or 
soon to be available include a plastic glue gun for use 


with liquid glue that will keep the glue free from 
sawdust and dirt. 





















A new anchor nail-adhesive kit is available to attach 
furring strips and partition sills to concrete and ma- 
sonry surfaces, eliminating the job of drilling holes. 
The installation involves applying anchors to the walls 
with the new adhesive and then hammering furring 
strips directly in place on the bonded anchor nail. 
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BUILDERS’ HARDWARE manufacturers are keeping 
pace with building trends in their design and produc 
tion. Sliding door hardware is one of the fastest-selling 
items today and builders foresee its even greater use in 
the home of tomorrow. This display in the store of a 
Florida lumber yard is typical 






HARDWARE: 


Dealers Will Be Offered 
Many Profitable New Items 


Single key convenience in the low-cost housing field 
has been developed by a leading door lock manufac- 
turer. In a new preassembled line, this advanced resi- 
dential tubular is available in polished solid cast brass 
and cast aluminum with satin finish. New low-cost 
passageway door hardware will be available complete- 
ly packaged and designed for fast installation; pack- 
aging will include face jamb, split jamb and hardware. 

A well known screen and storm door lock is being 
manufactured in heavy gauge, rustproof, luster-sealed 
aluminum with a counter demonstrator furnished to 
dealers. A new design in door locks concave to 
harmonize with any contemporary or period architec- 
ture will be available in all finishes. Another manu- 
facturer is making his lock line from bass stampings 
and pressure cast from a zine alloy developed after 
20 years of metallurgical research. 

During the first part of the century, sliding doors 
were mainly used in luxury homes. Now, with modern 
architects and decorators realizing the importance of 
utilizing every square foot of floor and wall space, 
the demand for sliding door hardware has rocketed 
for even the lower-priced home. 

Dealers can expect further improvements in sliding 
door hangers, featuring roller type hangers for lower-- 
priced application and continuous ball-bearing type 
door hangers for higher-priced homes. 


Cabinet Hardware 

Along with paint, modern “matched” cabinet hard- 
ware is one of the more profitable items for the mod- 
ern lumber yard. It is actively demanded by both the 
builder and do-it-yourself customer. Built-in cabinets 
are now being used extensively and offer larger sales 
possibilities to the dealer who suggests cabinet hard- 
ware when his customers buy lumber and finishing ma- 
terials for the cabinets. 

Colonial patterns in black, antique copper and Swed- 
ish iron finishes are due for larger popularity next 
year with the increasing use of natural wood finishes. 
Manufacturers plan to offer more store displays 
some with operating model doors—to dealers at nom- 
inal cost. 

A new friction catch, made of polyethylene, is being 
introduced. It is breakproof and silent and has an ad- 
justable holding power offsetting misalignment and 
warping. A mixer shelf hardware item has been de- 
veloped and new door hardware has nylon rollers on a 
V-groove track. 
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Pat. No 
2,440,741 


...the ONE SURE WAY 
to a Perfect Sink-Top 
Installation Every Time 


» You can improve the quality of your 
cabinet top installations by using the 
ONE PROVEN METHOD. The sure way 
to a permanently beautiful, water-tight 
and sanitary sink counter is with HUDEE. 


Equally at home in kitchen or bath- 
room, HUDEE will bring the sink ledge 
flush with the counter top — eliminates 
water seepage into the plywood itself 
and actually becomes a decorative seal 
between the top covering and sink bowl 
or lavatory. 


Prove to yourself, and your customer 
— that YOU recognize the finest .. . 
USE ONLY THE BEST — USE HUDEE! 











_, NATIONALLY ADVERTISED 
Wl These leading magazines tell the 





homeowners—help you sell them. 





ras Aoviansid me 
tce 5 Call the Hudee Distributor 
in Your Area or Write to 
Factory for Complete Details 


ae tee 
"Use only the Sink Frame bearing this Seal”. (esti, ) 


225 West Hubbard Street 
Chicago 10, Illinois 


IW CANADA: Wolter E. Selick and Co. Ltd., Toronto 


AND COMPANY 





Windows that SELL 


are equipped with 








[FEATHERLIGHT 


& 


No Window 
“We are delighted with our easy-operating, Insulates 
weathertight windows, thanks to our builder as Well as 
who equipped them with Hettinger’s TRIPLE 
SEAL. He tells us that they meet or exceed the 
requirements of the American Wood Window WOOD WINDOW 


Institute. And they‘re featherlight, too—so vel- 
vet smooth that even a child can open them.” 


UNIT PACKAGE 
SPEEDS INSTALLATION 


For quicker on-the-job or mill- 
assembly of window units. Every- 
thing needed for one window 

is packaged in a single unit 

—your choice of either 
the famous STANDARD , 
unit or the new ONE 

PIECE full jamb cover 

unit. Also available in : 

bulk. Write today for full infor- Combination Sash 


ve Balances and Metal 
mation and the name of your distributor. Weatherstripping 


4 


Weatherproof Products Corporation Dept 
Waldo Station, P. O. Box 8498, Kansas City 14, Missouri 


Please send me complete information about Hettinger’s Triple Seal. 
1 am a builder [] — dealer [), interested in on-the-job 
installation [) — mill-assembled window units [1]. 


ne een 
ee 
CITY. 
Seana aE 
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PAINT 


(begins on page 138) 


Paint manufacturers and color con- 
sultants will continue to aid deal- 
ers in these classes, which many 
dealers are now holding several 
times a year. 

The paint industry will also use 
the powerful new selling medium 
of television more in the future, 
following its success this year with 
a test advertising campaign. In six 
cities the industry used a series of 
5-minute TV films in which Nor- 
man Brokenshire showed how to 


paint exteriors and interiors and 
finish floors. 


Paint-It-Yourself Survey 

The National Paint, Varnish and 
Lacquer Association has also made 
available in advance to American 
Lumberman for this special issue 
the results of another recent sur- 
vey, to determine the present ex- 
tent of do-it-yourself painting. 

These reveal that 73% of fam- 
ilies do their own interior painting. 
More than 65% also did their own 
exterior painting. The survey 
sampled cross sections of income 
groups—rural and city, homeown- 


Heavy Duty 
LIFTRUK 
5-72-10-15 Ton 
Capacities 


with LMT TR UIK 


Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing ... higher stacking ... 
swift outloading of pallet- 
ized loads, 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savings— 
as bigh as 75% in materials 
handling costs—through the 
use of rugged, dependable, 
a. duty Silent Hoist 
LIFTRUKS, 





= 


Many yards now feature super-outloading 
services... generally within 15 minutes 
of time truck's arrival... through use of 
LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 
860 63rd STREET, BROOKLYN 20, N. Y. 
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ers in these classes. 

The paint industry advances 
these reasons for the increasing 
trend in do-it-yourself painting: 

1. Easier forms of application, such 
as rollers, which simpLfy the labor. 

2. Extension handles which make it 
possible to do ceilings without lad- 
ders and in the shortest possible time ; 
new ranch-type homes can be painted 
without long ladders or scaffolding. 

3. Appreciation of color and the 
wide range of selection. 

4. New systems of mixing colors 
make it easy for housewives to ob- 
tain shades. 


PLYWOOD 

(begins on page 135) 

data on standard grades of ply- 
wood to gain acceptance in new 
forms of construction. Detailed 
analysis of plywood’s structural 
properties made it possible for 
FHA to permit °.” plywood roof 
decking over rafters 24” o.c., an 
important development in_ the 
building field, opening vast new 
sales potentials for plywood. 

Similar research is being done 
to gain acceptance for plywood in 
local and national building codes. 
The primary emphasis here is on 
acceptance of building techniques 
that make plywood competitive 
with other materials. Largely as 
the result of increased promotion 
and the development of new tech- 
nical data, sales of structural 
grades of fir plywood were reported 
up 70% in 1953. 

The program for the future will 
be to stress plywood as the multi- 
purpose material for built-ins, pan- 
eling, siding, boats, farm structures 
and to home craftsmen—a product 
for rapid turnover and good mark- 
up in the lumber yard. 


FLOOR COVERING 


(begins on page 136) 


tion for more than a year. It is 
expected the production increase 
will provide adequate distributor 
and mill inventory of the product 
early in 1954. Indicative of the im- 
proved product dealers may expect 
in this type flooring is the fact this 
manufacturer has retained the not- 
ed designer, Raymond Loewy As- 
sociates, New York, as design con- 
sultant for both rubber and vinyl 
flooring. 

Advances in plastic tile are ex- 
pected to improve the resilience of 
this long-wearing floor in resisting 
nicks and scratches and perhaps 
effect some economies in price, 
which now varies depending on the 
mixture used with plastic. The 
same is true in rubber tile price. 
Research will continue on cork tile 
to study its porousness in regard 
to weights of furniture denting it 
and make it further resistant to 
warping and rotting. 
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The Three Sisters a 


| fn 
group of snow-capped 


mountains necr fend, From the time the first prairie schooner 
Oregon Many other ‘ ° 
similor beauty spots started rolling westward, Bend, Oregon has 
have made Bend na P , , 

Goraily Gane been cited as one of the most scenic areas 


in North America. Today, Bend has also PINE. 
become a landmark for lumber — the famous "DESCHUTES 
PONDEROSA PINE.” 


Brooks-Scanlon is proud of the role it has played in bringing 
you this premium lumber for over 40 years—and of its part in 
the development of Central Oregon. In its plans for the future 
is included the careful management of its 147,375 acre Tree Farm 
on which there will always be “Trees for Tomorrow.” 


For the finest lumber America produces, look to the name .. . 


=} Lele) <-m-fey-\) | Ke). Mal (ome :?-Ty: ME Oliy-T-T a 


Manufacturers of Deschutes Ponderosa Pine 


SOMETHING NEW 2S 
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#3715 WALL BRUSH ASSORTMENT 
—100% TIPPED DUPONT NYLON— 


in brush merchandising! ork, mnvartan nanean 
“FACTORY-FRESH” ROBINSON PAINT BRUSHES | | _ 


3.30 8.00 


FOR THE “DO-IT-YOURSELF” MARKET INDIVIDUALLY |%%=: <= 37 43 17 
PACKAGED WITH THE NEW RE-USABLE BRUSH-PAC™ | irernie rcwnes 


DEALER PROFIT — $18.80 OR 67° 











The Robinson Brush Pac*, package and counter display, are only one 
of many Robinson point-of-sale merchandising tools that are designed QppER THIS SPECIAL NOW 
to help you maintain an economical, power-packed, self-selling pro- 

gram resulting in fast turnover . . . minimum brush inventory. Contact 

your jobber or send the coupon to Robinson, today, for the special 

introductory special which gives you 67% PROFIT! 

A Quality Robinson Brush, in all pure bristle or 100% 


tipped nylon, is available for every ‘Do-It-Yourself home 
or professional painting job. 


* Patent Pending 


The Brush-Pac* keeps each brush factory-fresh ... gives 
illustrated brush care instructions . . . has re-use value as a 
storage holster. 

Individual carton provides additional protection .. . 
shows the right brush for the right job . . . suggests acces- 
sory items... gis as the “tell” for self-selling! 

Point-of-sale counter display merchandises 12 


EDWARD E. ROBINSON, INC. [ } Please Bill Me 

| 

| 
Robinson brushes for quick inventory turnover... | 

| 

| 

| 

| 


95 Park Ave., Nutley 10, N. J | Ship COD 
Dear Sirs: 


Please ship me 


turns brushes into profits! 


ry.) ‘ton: a7 al] 
95 PARK AVE. ~ NUTLEY 10, NEW JERSEY | 


Telephone NUtley 2.4510 =—=——— 2 | 
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CALDER ‘‘LEVELINE’’ DOOR 


CALDER COMMERCIAL DOOR 


156 


THE NEW 


calder 


OVERHEAD 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


fiw 


a eR a 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 
information and 
our new, free, 
illustrated catalog. 


SthouR 
Sweet ih] 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 
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NEW STORE 
(begins on page 104) 


can be seen. We do this for two 
reasons: 

“One, to encourage more impulse 
buying. 

“Secondly, to reduce the number 
of broken containers. 


Like Self-Display Packages 


“We are attempting to get more 
self-displaying packages since the 
contrast between such a display 
and the disorderly display of the 
other type is very evident. 

“Every item is price marked. In 
fact, every item on the shelves has 
two marks, one on the product it- 
self, and one on the shelf. This 
latter feature may seem minor, but 
it not only speeds self-service, but 
it gives the customer an immediate 
answer to the price question. In 
all cases where the material is 
clearly marked, I find an immedi- 
ate drop in the number of ques- 
tions as to the ‘rightness’ of the 
price. 

“IT feel that our lumber delivery 
service has cut down the custo- 
mer’s waiting period in the yard 
by 75%. The photographer com- 
plained that while he found a num- 
ber of customers in the yard when 
he went to take pictures, by the 
time he had set up his equipment 
and focussed, they had _ disap- 
peared. 

“We write all slips in our sales 
office. Duplicates are put through 
a slot, where they are removed by 
a yard attendant. The customer 
who is paying cash goes to the 
cashier’s desk where he receives a 
register slip which bears the num- 
ber of the sales slip. 


Signs Make Selling Easy 


“Theoretically, we hope the cus- 
tomer will then be induced to look 
around the hardware end of the 
store and purchase not only ‘go 
with’ items, but any of the impulse 
items displayed. Then the custo- 
mer is directed by signs and sales- 
men to go immediately behind the 
self-selector board, where the stock 
is kept. Other than exceptionally 
busy days, he finds his order all 
selected and satisfactory. This 
system has done away with at least 
$0 of the bugaboo that haunts 
most lumber yards serving the re- 
tail trade—-picking over stock. It 
is true that the stock we have in 
these bins is selected as to grade 

we have no No. 2 with No. 1. 
However, we do not have as we 
had before, the thrown-over dimen- 
sion and boards which had to be 
re-piled. 

“We find that running our power 
tools outside does not affect the 
rest of our operation adversely. On 


Dev é mber 


the contrary, it attracts attention 
from those customers who had not 
been directly interested and often 
leads to direct sales.” 

Grossman’s main yard and of- 
fice is in Quincy, Mass. The com- 
pany operates seven other retail 
outlets in Massachusetts and two 
in New Hampshire. 


WHOLESALER 
DISTRIBUTION 


(begins on page 124) 


to develop such a group of whole- 
sale-minded salesmen. 

Last, but not least, is the manu- 
facturer’s duty, his responsibility, 
to select his distributors carefully. 
As I see it, it is the manufacturer’s 
duty not to over-saturate a given 
area with wholesalers, working an 
injustice thereby to every distribu- 
tor; and, on the other hand, in fair- 
ness to himself to see that sufficient 
wholesale outlets are available to 
give adequate coverage for his 
product. 

Proper conclusions here can only 
be reached by securing the facts re- 
garding distribution in each area, 
then setting up reasonable poten- 
tials, based upon fair averages de- 
veloped by experience throughout 
the country. hese data, in turn. 
can only be secured through the 
cooperation of the distributors 
themselves. 

Let us now turn to the opposite 
side of the picture and list if we 
can the wholesaler’s duties and re- 
sponsibilities to the manufacturer. 
Again, he must have the coopera- 
tive point of view at the start and 
regard himself in principle and in 
fact as a part of the manufactur- 
er's distributing organization. With- 
out that fundamental point of view, 
real cooperation is impossible; it 
takes years of good faith on both 
sides to acquire it. 


Wholesaler’s Responsibilities 

I shall attempt to sum up the 
wholesaler’s responsibilities under 
seven heads: 


FIRST, it seems to me, it is the 
wholesaler’s obvious duty to advise 
and confer with the manufacturer 
in respect to matters of common in- 
terest, and tc give the manufactur- 
er the benefit of impartial and un- 
biased counsel on all such _ prob- 
lems. 

SECOND, the wholesaler should 
push every line he handles diligent- 
ly—on its own merits—and not use 
it merely as a convenience or bait 
to get other business. 
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Pointers 





Wallboard Warehouse 
Door 


Painted wallboard attached to 
wooden frames makes excellent 
sliding doors for the covered lum- 
ber warehouses of the Morristown 
(N.J.) Lumber & Supply Co. 

Robert S. Seibold, president, 
says the firm uses 10 of the doors 
which were designed to be light 
and easy to move so _ fork-lift 
trucks can work in and out of the 
buildings efficiently. The 9x13 wa- 
terproof doors slide on overhead 
tracks. 

“Tf one of the doors breaks 
which frequently happens when 
trucks back into them,” says Sei- 
bold, “the wallboard section and 
frame pieces can be replaced inex- 
pensively without having to put in 
an entire new door.” 





Blackboard Tells Who's 
Who in the Showroom 

A large blackboard on the wall 
near the billing counter of the 
Brannum Lumber Co., Racine, 
Wis., lists the names of all the 
firm's showroom personnel. 

The sign not only familiarizes 
customers with employes’ names, 
but the lettering is large enough 
so it can be seen by anyone an- 
swering a 'phone in the showroom. 
An employe can glance up and give 
callers accurate information about 
who is out and when they will 
return. 

A blank spot at the bottom of 
the blackboard affords space for 
notices and announcements of spe- 
cial sales. 
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Quicker, easier sales... 


more satisfied customers .. . 


fewer calb backs... 


..- that’s the beauty of 


Higgins Block’ 


There’s one important feature of Higgins Block that doesn’t show in spec 


sheets. . 


* SPECIFICATIONS: 
9” x 9” net face hardwood blocks — 
easy to install 


3-ply cross-grain construction —when 
properly installed will not warp, 
buckle, cup or crack 

Selected oak face — ready finished 
Pressure bonded with marine-type 
glue — water-proof, climate-proof 


THE WORLD-FAMOUS BOAT BUILDERS 


.and that’s the rich, lustrous, sales-producing look of quality! 


Toxic impregnated — rot-proof, and 
termite-proof 


Grooved back anchors into adhesive 
— quiet and comfortable 

Can be laid without special prepara- 
tion on concrete slab — ideal for 
radiant heat 


Blocks fit flush— without large, visible 
V-grooves 


BONDED HARDWOOD BLOCK FLOORING 


see 


Use this coupon for free sample block and literature 
Higgins, Inc., Dept. AL-12, New Orleans, La. 
Gentlemen: Please send sample block and literature to: 


Firm Name 
Address... 
City 


State 


(To obtain more data on advertised products see page 179) 





AMONG THE DEALERS 





DEALER SHOP TALKS are held every Tuesday afternoon by the retail lum- 
bermen of Jacksonville, Fla., at informal, get-together luncheons. Clockwis= 
around the table are Crosby H. Dawkins, assistant secretary, Dawkins Build- 


ing Supply Co.; F. L. 


Alexander, vice-president, Mason Lumber Co.; R. O. 


Crabtree, president, Crabtree Lumber Co.; D. C. Dawkins, Jr., general man- 
ager, Dawkins Building Supply; John W. Baldwin, president, Baldwin Lumber 
Co.; John Lanahan, co-owner, Lanahan Lumber Co.; H. H. Grant. executive 


vice-president, Foley Lumber Co.; W. M. Mason, Jr. 


, president, Mason Lum- 


ber Co., and James D. Holmes, secretary-treasurer, Foley Lumber Co. 


More Lumber Yard Fires 
Bring Loss to $2,585,000 


In addition to the damage of 
$1,460,000 already reported to 
lumber yards through fires this 
fall (see American Lumberman, 
November 16), the most recent 
outbreaks of lumber company fires 
have done $1,125,000 more damage 

bringing the total reported losses 
to yards through fires this fall to 
$2,585,000. 

A fire that raged out of contro! 
for more than an hour did $200,000 
damage to buildings and yards of 
three Syracuse, N.Y., lumber com- 
panies October 24. They were the 
Derby Lumber Co., Floor Contract- 
ing Co. and Eastwood Lumber Co., 
which were grouned together at 
the city limits. Three stake body 
trucks were destroyed, three build- 
ings demolished and a_ great 
amount of lumber burned to ashes. 

Four big vards in Houston, Tex., 
were burned the same day, No- 
vember 1. Three of them were al- 
most total losses. The Burton Lum- 
ber Co. damage was $250,000: the 
Winkler Drive Lumber Co., $150.,- 
000: Sam SoRelle Lumber Co., 
$125.000. The Jones Lumber Co. 
was also found afire but the bla7e 
was duickly put out. Earlier, the 
Farrar Lumber Co., directly across 
the street from the Burton T.um- 
be Co., was ecammletely destroyed 
with a loss of $400.000. 

Honston retail Inmber dealers 
quickly mobilized and added guards 
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and flood lighting to remaining 
yards in the area. A $500 reward 
was posted and later raised to 
$1,050 by contributions to appre- 
hend a suspected arsonist. Dealers 
met the following day with law en- 
forcement officers to plan protec- 
tion measures. Harold Skinner. 
secretary of the Houston dealer 
association, past president “Roots” 
Nichols and president J. H. Tamp- 
ke took quick steps to stop further 
depredations. 


New Enaland Lumbermen 
Hold Fall Meeting 


The New England Lumbermen’s 
Association held its fall meeting 
recently at the Hotel Carpenter, 
Manchester, N.H. Directors dis- 
cussed the use of the port of Ports- 
mouth as a terminal for receiving 
water shipments of west coast lum- 
ber and problems of the dowel in- 
dustry 

The business meeting was told 
that no important trends were seen 
in lumber inventories or the per- 
centage of lumber sold. The dis- 
cussion of the general lumber sit- 
uation reflected cautious optimism. 
L. F. Livingston of the du Pont 
company was a luncheon speaker. 
Henrv C. Waldo. Lincoln, N.H.. 
president of the NELA, distributed 
covies of “Keen New Hampshire 
Green” folders nrenared by Amer- 
iean Forest Produets Tndustries. 
Ahout 45 members from four states 
attended. 


Three Missouri Lumber 
Dealer Groups Meet 


Lee Scott, Rogers, Ark., was 
elected president of the Ozarks 
Lumbermen’s Association at its 
21st annual meeting last month in 
Springfield, Mo. More than 250 
lumbermen convened at the Kent- 
wood Arms hotel. Speakers were 
Fred S. Stephenson, Chickasha, 
Okla., president, Southwestern 
Lumbermen’s Association; James 
R. Craig, Springfield, and E. E. 
Mehl, sports editor, Kansas City 
Star. Stephenson’s topic was ‘“‘Com- 
petition Has Set In—Can the Pa- 
tient Survive?” A hillbilly show 
was the entertainment at the an- 
nual banquet. 

Lee H. Tucker of the J. C. Jones 
Lumber Co, Harrisonville, was 
elected president of the Central 
Missouri Association of Retail 
Lumber Dealers at the group’s an- 
nual convention in Sedalia. The 
meeting at the Hotel Bothwell 
heard Leon Hill, Jefferson City, and 
participated in an oak flooring 
sales clinic staged by the NOFMA. 
More than 300 attended the annual 
banquet in the evening. 

President William B. Morrow, 
Lawson, Mo., presided at the semi- 
annual convention of the Mo-Kan 
Lumbermen’s Association in the 
Hotel Robidoux, St. Joseph, Mo. 
There was a complimentary lunch- 
eon to start the meeting, which 
heard talks by Arthur T. Brink, 
Kansas City, and William Van Mur- 
chie. There was a floor show after 
the evening banquet attended by 
more than 300. 


John T. Silk Elected 
Club 92 President 


Memphis Hoo-Hoo Club 92 held 
its annual dinner at the King Cot- 
ton Hotel ard elected these new of- 
ficers: president, John T. Silk; vice- 
president, Henry W. Jones; secre- 
tary-treasurer, J. L. Sumrall. New 
directors elected for three-year 
terms were Leo W. Speltz, Robert 
A. Mason and Clark E. McDonald. 

The Memphis Hoo-Hoo has built 
and furnished three complete wood- 
working shops for Memphis Boys 
Town and action was taken at this 
year’s annual meeting to furnish 
an instructor for the shops nine 
months a year. It was resolved to 
call the project the Harry B. Weiss 
Vocational School, in honor of the 
first president of Club 92 and orig- 
inator of the project. 


ABC Change in Phoenix 


James E. Hampton has_ been 
named manager of the branch in 
Phoenix by R. D. Syer, president of 


(continued on page 160) 


December 14, 1953, AMERICAN LUMBERMAN & 





QUESTIONS 


your customers are sure to ask about 


SLIDING DOOR HARDWARE INSTALLATIONS 


Q What are the advantages of center 
mounting and 8 wheels per door? 


A Hangers that are center mounted 
support door weight in a true vertical 
position, relieving stress or pressure 
against door guides or frame. Hangers 
providing eight nylon wheels per door 
distribute weight more evenly over 
track, providing extremely quiet, ef- 
fortless operation. Only custom 
Kennatrack offers these two highly 
desirable features. 


Q When should adjustable hangers 
be used? 


A Whenever headroom is sufficient. 
Vertical adjustment permits easy 
alignment ef door to jamb. Read- 
justments are easy to make if settling 
and other changes occur. Kennatrack 
also offers non-adjustable hangers of 
exclusive design for use where extra 
strength and neatness are desired, or 
where headroom is limited to one 
inch. This type is highly desirable 
where plywood doors are used. 


Q Why should a steel frame be used 


for ali pocket door installations? 


A Toavoid costly as wellas frequent 
troubles caused by warping of wood 
frames. An exclusive development of 
Kennatrack Corporation, ‘*Kenna- 
frame’’ is the steel frame that 
completely eliminates this danger. 
Easy to install, and with center 
mounted 8-wheel hangers for smooth- 
est performance, ““Kennaframe’’ is 
widely used for 2 x 4 wall installa- 
tions. Any type of wall material or 
trim may be applied. Doors can’t 
possibly bind if this prefabricated 
steel frame is used. 


‘ 





Q Can millwork be eliminated? 


A Using Kennatrack hardware, the 
need for millwork has been eliminated 
for practically all instaliations. Com- 
plete packaged sets include versatile 
molded nylon guides that eliminate 
need of saw kerfs for doors of 
all thicknesses. 





Q How can I be sure the right track 
is used? 


A Selection of the right track for a 
specific installation is highly iumpor- 
tant. Reference to the Kennatrack 
Buyer's Guide takes all the guess- 
work out of selecting the right hard- 
ware. An easy-to-follow index leads 
to complete descriptive information, 
scaled detail drawings and architects 
specifications for each series. Write 
today for your free copy. 


KENNATRACK CORPORATION, ELKHART, IND. 
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Wood-Textured / 


for 
HOMASOTE 


interior and 


Panels / exterior use 











has Wes 
“x —_ 
eet 


. individually molded from actual boards — reproducing all 
the grain and texture of natural wood. These panels have all 
the insulating, sound-deadening and weatherproof qualities of 
standard Homasote—they may be used inside or out. Striated 
Homasote Panels are also available. Full particulars sent at 
your request. 


HOMASOTE toad 


linoleum, 


underlayment /:..-- 


/ wall-to-wall 
/ carpeting 





This resilient %” material is nailed to rough flooring or 
cemented to concrete slab. Floor covering is applied directly to 
this material —there is no need for felt or pad. Available in 
easily handled 4’ x 4’ size, you save in both labor and materials 
otherwise used. Send coupon below for literature and 
specifications. 


HOMASOTE COMPANY 


Trenton 3, New Jersey 


"HOMASOTE COMPANY, Trenton 3, N. J., Dept. 61D 


‘\OUR \ 
= oe ee ee ee ee ee ee oe oe oe oe oe oe oe oes | Sweet's =n 
Send detailed, illustrated literature on 


Wood-textured Panels Homasote Underlayment 
NAME 
ADDRESS 
CITY & ZONE 


My lumber dealer is 


more data on advertised products see page 179) 





DEALERS 


(begins on page 158) 


Allied Building Credits, Inc. He 
had been in the Phoenix office prior 
to assignment in Houston and 
management of the new Corpus 
Christi branch. 

He is succeeded in the latter site 
by James J. Slavin, formerly office 
manager in Houston. 


Southwestern Is Seeking 


“Lumber Dealer of Year” 
The Southwestern Lumbermen’s 

Association, Kansas City, has be- 

gun a search for the “Lumber 


Dealer of the Year.” Both the 
SLA staff and directors are expect- 
ing a large entry in the contest 
and wish to make the project a 
yearly event at the annual con- 
vention in January. 

The contest will be to find the 
most enterprising dealer or yard 
employe who has developed some 
ideas on (1) exterior appearance 
and operating yard layout, (2) in- 
terior layout and merchandise dis- 
plays, (3) advertising, public re- 
lations, printed forms and “has 
had the fortitude to carry them 
through.” 

The contest will be easy to en- 
ter and simple to prepare. Entries 


will he indved on the suitability of 











Shipments of 
Top Quality 


Southern PINE 
and HARDWOOD 
Lumber 


Serving you from three modern mills et 
Springhill, La.—Calion, Ark.—Urbana, Ark. 
Cutting more than 40,000,000 feet annually. 


PHONE 
L.D. 16 
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the yard facilities for the size of 
the community in which it’s located 
so that smaller yards, competing 
against larger yards, will have 
equal opportunity to win. 


The 
LUMBERMAN’S 
LOG 


George Shaw Withy, St. Paul, was 
elected president and general man- 
ager of the W. R. Shaw Lumber Co., 
with yards in St. Paul, South and 
West St. Paul. He had been secretary- 
treasurer for nine years and succeeds 
his uncle, the late Louis F. Shaw, who 
died October 19 after serving 28 
years as president of the company 
his father founded. The new presi- 
dent, who is 39, was with the FBI 
during the war. He served this fall 
as general chairman of the national 
Hoo-Hoo convention ... The sailing 
ship float below won grand cham- 
pionship fioat in the Audubon, Iowa, 
diamond jubilee celebration recently 
over all other divisions. An estimated 
10,000 saw the yard's float in the 


hour-long parade It was developed 
by Holger Lindholm of the Lindho!m 
Lumber Co., Audubon. who immi- 
grated from Denmark, where his 
father was a ship’s captain. Holger 
also built the float himself, according 
to Joe Lindholm, and needless to say, 
he says, “it took a _ considerable 
amount of time to build.” Left te 
right in the photo are Willard Oak- 
ley, Joe Lindholm, Lyle Jensen, Bill 
Eaton and Holger Lindho'm .. . The 
Winchester (Mass.) Lumber Co. ap- 
pointed John W. Macaulay general 
manager last month .. . Pine Hill 
Builders Supply, Inc., has been set up 
at Buffalo with capital of $50 000. In- 
corporators are Herbert J., Arthur H. 
and Elizabeth L. Miller. 

The Restrick Lumber Co., Detroit, 
has a blood bank to which employes 
regularly donate. The company al- 
lows time off from work for workers 
to make their “contributions” j 
Two of the oldest retail yards in 
Memphis, Best Lumber & Hardware 
Co. and Carruthers & Son Lumber 
Co., merged their businesses and are 
operating as Best Lumber & Mill- 
work, Inc. Officers are W. G. Best, 
president, Adolph Voge, vice-presi- 
dent and general manager, and Tom 
Madden, sales manager. Louis Car- 
ruthers retired to devote his time to 
other interests. Best’s cramped quar- 
ters, the proximity of the yards and 
the same line sold by both prompted 
the merger... Paul S. Collier, exec- 
utive vice-president of the North- 
eastern Retail Lumbermen’s Assn., 
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has been appointed to the new Trade 
Association committee of the national 
chamber of commerce. 

Edmund S. McBride, head of the 
Davis (Calif.) Lumber Co. for 46 
years, sold his major interest to re- 
tire from active management and 
serve on the board. His stock was 
purchased by Wendell Robie. Don G. 
Anderson and Gordon Howell were 
named new manager and assistant, 
respectively. John McBride, former 
assistant manager, will start the Va- 
caville (Calif.) Lumber Co. The Da- 
vis Lumber Co. was started in 1907 
and Ed McBride, then 20, was put in 
charge. In 1922, he bought the yard 
with the late E. T. Robie. McBride 
has been councilman, mayor and ac- 
tive in all civic affairs, as well as 
president of the old Sacramento Val- 
ley Lumbermen’s club, vice-president 
of the Lumbermen’s Council, Supreme 
Officer of Hoo-Hoo and co-foundei 
of the Sacramento Hoo-Hoo .. . The 
Stensrud-Cahill Lumber Co. has op- 
ened a new store in Brainerd, Minn. 
but will continue to operate at the 
old location, too. Harold Jensen 
has bought the interest of Mrs. Max 
Duprey in the Duprey Lumber Co., 
Heche, N. D., in association with 
Hume Lee - Norbert Borgerding 
has opened a new retail yard at Bag- 
ley, Minn. His father was a pioneer 
dealer and he has been in the busi- 
ness all his life, going into the manu- 
facturing in 1933 and starting at 
Bagley in 1940 as Borgerding Tim- 
ber Co., which will also be the name 
of the new retail yard. . . John Rob- 
erts bought the Lynch-Davidson yard 
at San Marcos, Tex., and will call it 
Roberts Building Materials . . . The 
Calcasieu Lumber Co., Austin, Tex., 
bought the former King Lumber Co 
there as a separate north side oper- 
ation, with Will Fox as the new man- 
ager. 


OBITUARIES 


TOLLEF SYVERSON, 74, who was 
in the lumber business at Sherwood 
and Mohall, N.D., many years ago, 
died at his farm home near Starbuck, 
Minn 

LEO KOSLOWSKI, 47, operator of 
a lumber yard at Grenville, Iowa, 
died recently from a fall. 

WILLIAM E. CLARK, 77, co-owner 
of Clark’s, lumber yard at Tower 
City, N. D., died recently in a Fargo 
hospital. He went to Dakota Terri- 
tory in 1880 and first entered the 
business with the Eb Young Lumber 
Co., which he purchased with F. T 
Rice on Young's death. 

DONALD B. HYDE, 58, Newton- 
ville, Mass., dealer, died recently af- 
ter a short illness. The Georgian 
went to New England for service in 
World War I and remained after the 
war as salesman for three firms. In 
1942 he went into the business on his 
own, forming Hyde's, Inc. His hob- 
by--building houses and feeders for 
birds developed into a_ business, 
manufacturing HydHomes, HydFeed- 
ers, etc.; its new manufacturing 
plant, “Birdland,” was completed a 
few months age. He was active in 
Hoo-Hoo and at one time a member 
of the Supreme Nine. Survivors in- 
clude a son, Donald, Jr., who was 
associated in the business. 

J. HARRY HAYNES, 74, died re- 
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cently at Springfield, Ill, where he 
had been employed 53 years as credit 
manager of the Schuck & Son Lum- 
ber Co. until he retired six months 
ago. 

GEORGE P. CRONAN, 53, vice- 
preside’'t and sales manager of the 
Alexe er Schroeder Lumber Co., 
Hous.. a, died recently from a heart 
attack. He had remained active al- 
though in ill health for two years. 
Cronan was branch manager at Dal- 
las and San Antonio for Roddis Lum- 
ber & Veneer Co. until he joined 
Schroeder 17 years ago. He was a 
member of the Houston Retail Lum- 
ber Dealers Association and Hoo-Hoo 

RUSSELL A. WATTLES, 55, Da- 
nia, Fla., lumberman and civic lead- 
er for 25 years, was found dead in a 
Leesburg motel while returning from 
a five-week, northern vacation. He 


/ 


went to Dania from Indiana to go in- 
to the lumber business. 

GEORGE C. HOWELL, 79, partner, 
in the Fennimore (Wis.) Lumber Co., 
many years, died following a retire- 
ment of several years. He was in the 
lumber business 40 years and an ac- 
tive member of the Wisconsin dealers 
association. 

ALFRED J. VOGEL, 84, operator 
for many years of the yard at New 
Ulm, Minn., died after six months’ 
hospitalization following his retire- 
ment some years ago. He entered the 
employ of his father, Joseph P. Vogel, 
who founded the New Ulm yard in 
1884. He became a partner and, in 
1902, bought his father’s interest and 
ran the business until 1926, when he 
sold the yard to E. J. Hennessy & Co., 
who later sold it to the Lampert Lum- 
ber Co 


Together, as always . . . 


Yesterday - -+the more than thirty years of unceasing 


effort to bring you better products . 


.. the more 


than thirty years of expanding and increasing 


service to our dealers 


have established a 


name which is our most priceless asset — Old 
American. This is our investment in the future 


+ more lines bear the name Old American than 
ever before. Now, a complete line of highest 
quality asphalt and asbestos roofing and siding 
is available to you under one name— 


Old American. 


Tomorrow... together, as always, with our customers... 
the name Old American will continue to advance 
with the times, bearing the reputation for highest 
quality in a complete line of asphalt and asbestos 


building products. 


THE SIGN OF THE COMPLETE LINE 


Old American Roofing Mills 


Division of 


The RUBEROID Co 


7600 Truman Rd., Kansas City, Mo 
A factory location convenient to you 
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MANUFACTURERS IN THE NEWS 





DON'T FENCE THEM IN—but Wood Products Company did, with Ruste Pos: 
and Kail Fence, When the Ohio Historie Auto Club planned its 1953 antique 
car show recently, it called on the Toledo producer of Rustic Wood Fences 


for protection of the valuable antiques that would not interfere 


tators’ viewing. 


with spec- 


Readers of this 80th Anniversary issue are correct if they 


identified the cars in the first enclosure as, left to right, 1904 Overland, 190% 
Fiat, 1904 Oldsmobile Runabout; (second row) 1923 Rolls Royce, 1922 Pack- 


ard; (third row) 1905 Pope-Toledo 
ing car and 1901 Winton Runabout 


Draft Hollow Core 
Flush Door Standard 


President L. C. Paisley of the 
National Woodwork Manufacturers 
Association has announced the 
completion of 
the final draft 
of the proposed 
commercial 
standard for 
hollow core 
hardwood flush 
doors, The com- 
mittee in charge 
of the project 
met at the For- 
est Products 
Laboratory at Madison, Wis. 
and made several changes as rec- 
ommended by the door industry 
and the Forest Products Labkora- 
tory. The final draft was forwarded 
to the Commodity Standards Di- 
vision, U.S. Bureau of Standards, 
Washington, for approval. 

The committee has been working 
on this standard for approximate- 
ly two years. The principal provi- 
sions of the standard embrace 
moisture content, glue and gluing, 
frame construction, core construc- 
tion, stock sizes, tolerances, grades 
and test procedure. 

The first commercial standard 
ever promulgated for hardwood 
doors was CS171-50 approved Dec. 
1, 1950. This standard was spon- 
sored by the National Woodwork 
Manufacturers Association and 
cevered solid core, hollow core and 
stile and rail doors. The industry 
felt, however, that because of the 
large production of hollow core 
doors and the varied methods of 


L. C. Paisley 
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Runabout, 1906 Stevens-Duryea Tour 


manufacture, it was desirable to 
have a separate standard for qual- 
ity hollow core doors separate and 
apart from CS171-50 and contain- 
ing more detailed provisions and 
several standard tests. 


Morgan Names Chapman, 
Eckardt, New Officers 


The directors of Morgan Com- 
pany (Delaware), Wilmington, 
elected Arthur B. Chapman presi- 
dent of it and the affiliated com- 
panies, Morgan Company of Wis- 
consin, Oshkosh; Morgan Sash & 
Door Co., Chicago and Decatur, and 
Morgan Millwork Co., Baltimore 
and Wilmington. He is a son-in- 
law of the late J. Earl Morgan and 
has been a director eight years. 

Hugo W. Eckardt was elected ex- 
ecutive vice-president after 18 
years with the company, serving as 
treasurer and director the past 15. 

Several new posts were created 
by the directors of the Oshkosh 
company. The executives and posts 
are: Clarence C. Petri, director of 
sales and secretary; Walter F. 
Kleinschmidt, manufacturing direc- 
tor; Gilbert L. Bloechl, purchasing 
director; William D. Sawler, mer- 
chandising director; Henry H. Kim- 
berly, Jr., sales manager; Carl J. 
Binner, plant superintendent, and 
Irwin J. Nelson, purchasing agent. 

H. Burton Johnson will continue 
as production manager, Klein- 
schmidt succeeds Chapman in re- 
search and development, Louis A. 
Wiese was named to continue as 
manager of the retail division and 
Petri was also elected a Chicago 
director. 


Peg-Board Panels, Hangers 
Launched by Masonite 


Masonite Corporation has begun 
the national distribution of “Peg- 
Board” panels and metal hangers, 
the “working walls’ which have 
become widely accepted for display, 
storage and decorative purposes 
since their introduction three years 
ago by B. B. Butler Manufacturing 
Co., Inc. 

The shift from limited to nation- 
al distribution through some 20,000 
lumber dealers handling Masonite 
brand products marks the transi- 
tion of ‘‘Peg-Board” panels and fix- 
tures from a specialty item to a 
commodity, says Paul B. Shoemak- 
er, vice-president in charge of 
sales, who initiated the broadening 
of the distribution pattern. He re- 
ported that sales tests in two divi- 
sions, western and southwestern, 
“proved beyond doubt that the time 
is ripe to make this product avail- 
able to and through lumber deal- 
ers everywhere.” 

Shoemaker explained that the 
product is a combination of top 
quality perforated hardboard that 
is matched with more than 60 
hanging fixtures which are instant- 
ly interchangeable without nails, 
screws or tools of any kind. These 
self-locking hangers will support 
innumerable objects ranging from 
kitchen utensils to lawnmowers and 
from hats to towels. 

“The tremendous acceptance of 

Peg-Board panels and fixtures 


COUNTER DISPLAY to help dealers 
merchandise the popular, perforated 
hardboard panels and hardware now 
available as Masonite ‘‘Peg-Board’’ 
panels and fixtures is made strictly 
of panels and hangers. Three of the 
panel type are used in the display: 
Tempered Duoiux, heavy-duty 4” 
Tempered Pres@wood (angled at 
top), and Tempered Presdwood 
Leatherwood (at right) 


brought about by enthusiastic 
users and a deluge of national pub- 
licity,”” said Shoemaker, ‘assures 
lumber dealers of a waiting mar- 
ket that has barely been scratched. 
Uses for ‘working walls’ in the 
home are tremendous in closets, 

(continued on page 164) 
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IMMEDIATE 
DELIVERY 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


The ORIGINAL disappearia 
stairway — made for over 4 ad + 
years P wt 

A real stairway—not a ladder “ 

Seven well-engineered models 

<2 a—-"~ | MB WaOLESALE DI 

Safety-designed in every de 7 
tail for your protection. a . 
Suitable for the finest homes— - 

old and new — ve * 

Operates from above and be -— 


~ ; 
low as . -- 
Full width treads—SAFE for Z ] 
everyone hl j 
ALL steps are of equal heignt | 

Treads and stringers are made 

of Sitka Spruce. 

Full door width provides am 

ple access for large objects 

Full length SAFE hand rail 

Accurate architectural design 

assures easy and SAFE 

ascending and descending 

All metal parts are made of 

strong. SAFE oressed steel 


1 " Repairs aiways available on 
New Catalog! auick notice for all modelse— | 
no ‘‘orohans."’ | 


ilustrates and describes Doors made of White Pine and Fir in twe- 
complete line of seven Bess- yanel and flush types; hardwood doors in 


ler Disappearing Stairway flusn type only 
to meet all your i. Tailor-made for all heights—no short or tong 
This new catalog , tens. 
in your files fo: 7 Hundreds of thousands in constant daily 


ready reference — write for 8 IMMEDIATE DELIVERY! 
your copy now! 1S. Meets all building codes 


The Bessler Disappearing Stairway Co. 


SPECIALIZING IN 
1900 East Market $t., Akron 5, Ohio 


PONDEROSA PINE 
- DOUGLAS FIR 
-< . REDWOOD 


“ 


es 


BEAUTIFUL LOUVER DOORS 


prompt delivery... nothing to stock 


12 DISTINCTIVE STYLES” 
MADE OF SELECT SUGAR PINE 








ieo.J.Silbernage 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 


write for details 
eel 


? 
decor 1555 EASTERN AVE,,S.E. 


Grand Rapids 7, Mich. 
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Be profit-wise—sell Keystone Insect 
Wire Screening and build lasting satisfac- 
tion and goodwill among your custom- 
ers! You'll find it’s easy to sell Keystone 
Wire Screening in today’s big market 
for new and replacement work. Keystone 
quality is carefully controlled by modern 
manufacturing methods, This results in 
outstanding strength, durability and eye- 
appeal ... to boost your sales! Aluminum, 
Wire 
Screening available in all standard widths 
and meets U. S. Department of Com- 
merce 138-49, 


Bronze and Galvanized Insect 


Commercial Standard 


MANUFACTURERS 


(begins on page 162) 


for room dividers, for entire walls, 
for the workshop and garage, in 
the kitchen, in the laundry.” 

Sold only on orders for both 
panels and fixtures, the panels are 
available in the following types: 
3” Tempered Duolux, 1,4” Leath- 
erwood, 1.” Tempered Duolux with 
a 24” square pattern, and 1,” 
Tempered Presdwood. They come 
in eight standard sizes to reduce 
material and labor waste and make 
installation easier. 

Also being introduced as a new 
item for the lumber trade is the 
Masonite ‘‘Peg-Board"” hook rack, 
a white-painted 20”x23” hardboard 
panel with a generous supply of 
hooks, plus several spring clips. 
Designed to retail for $2.98, the 
hook racks are considered by Ma- 
sonite sales executives as an excel- 
lent self-demonstrating leader that 
will increase store traffic and lead 
to sales of larger ‘“Peg-Board” 
panels. 


Paine Lumber Company 
Celebrates Centennial 


The Paine Lumber Co., Oshkosh, 
is bringing to a close the celebra- 
tion of its centennial. It was in 
1853 that Edward L. Paine of Ca- 
nisteo, N. Y., where he had a water 
sawmill, and his son selected the 
Fox river for a lumber operation. 

In its early years, the company 
revolutionized lumber manufactur- 
ing many times, including the first 
uses of many processes standard 
today. In 1910, Nathan Paine, one 
of the great randsons of the 
founder, had taken out a patent on 
a hollow core door. Because of con- 
ditions, nothing was done with it 
till the '30s, when Paine purchased 
American patent rights to a French 
product and began market testing 
the Rezo door in 1935. 

Since then, Paine has won all the 


gold medals ever awarded the door 
industry by any national or inter- 
national exposition in the United 
States, and the Paine Lumber Co. 
was chosen by the Smithsonian to 
set up a permanent door exhibi- 
tion. 

Present officers of the 100-year- 
old company are George P. Nevitt, 
president; Ralph R. Hartley, vice- 
president; H. M. Bacon, secretary- 
treasurer; J. J. Davis and D. C. Mc- 
Cray, vice-presidents. G. E. Simon- 
son and W. W. Wittmack are sales 
manager and assistant, respective- 
ly. 


Andersen Corp. Booklet 
On Window Condensation 


How to solve the problem of win- 
dow condensation is the subject of 
a new booklet, “Facts About Win- 
dow Condensation . . . And How to 
Get Rid of It!” recently published 
by Andersen Corporation, Bayport, 
Minn., manufacturer of wood win- 
dow units. The answer is: reduce 
inside humidity. 

While many homeowners resent 
windows that sweat, they should 
actually be thankful for a danger 
signal that the moisture level in 
their homes may be at a harmful 
level, the beok points out. Exces- 
sive moisture in a home may cause 
blistering of exterior paint and 
other serious troubles. Increased 
use of vapor barrier insulation, 
glass areas and weathershipping 
have brought great benefits to the 
owner of today’s “right’’ home in 
comfort and economical heating. 
In winter the water vapor trapped 
in a moist home tries to flow to the 
relatively dry air outside. 

Control of window condensation, 
according to the Andersen booklet, 
starts with a willingness to reduce 
interior moisture by a combination 
of controlling moisture production 
at its source (venting clothes dry- 
ers to the outside for instance) 


3! ty 
Yau 


bh? 
net ae 


so Pee 


tomes. “i 
. —™ 1 


THE PAINE LUMBER COMPANY, Oshkosh, celebrates its centennial this 
year in the huge plant above, devoted primarily to the production of Rezo, 
the original hollow-core flush door. But 100 years ago, when founder Edward 
L. Paine and his son Charles picked out a site for the future lumber company 
Fostoria, Ohio on the banks of the Fox river in Wisconsin, the first office was the small 
building shown in the inset. 


White gor FREE catalog today 
KEYSTONE WARE CLOTH CO. 


Hanover, Pa. 
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and by providing for winter venti- 
lation. 

The booklet makes these recom- 
mendations to homeowners trou- 
bled with window condensation: 


Put on storm windows or double 

; Zire 

Shut « furnac humidifier nad 
iumldifyir device l 


er in attic or 

space ire open 

e large enough 

or other ventilating 

nd more often than 
ustom 
aAatiper 


\ 
The booklet discusses the con- 
densation performance of different 
types of windows. 


Phelan Introduces 


Savoy Color System 

An exclusive new color mixing 
system and a range of hundreds of 
new colors coordinated in satin, 
alkyd flat and latex finishes will be 
made available to Phelan’s dealers 
announced Frank W. Phelan, execu- 
tive vice-president, Phelan-Faust 
Paint Mfg. Co., St. Louis, where 
the Savoy Color System and _ the 
Savoy Color Creations by Phelan’s 
were introduced to the sales force. 

The new system is called the 
most modern and practical system eqs 44 oe? e bh “ 
of color sevciainiiiien on the mar- Utilize your air rig ts 
ket because all colors are created 1 
by a blending of two, or no more and cut your storage costs! 
than three, standard ready-mixed 
colors according to simple, easy-to- 
follow directions. The system re- 





The “lift” in a fork lift-truck can make a big difference in your 
profit picture. We've often told you about the way CLARK trucks 


Gib Bre gee multiply the amount of work your labor force can accomplish, how you 
- ee Beko: move more goods, faster, at lower cost. Now here’s another angle: lift 
trucks often double, even triple, your storage capacity, without your spend- 
ing a penny on new construction or new yards. 


By utilizing the overhead space which goes to waste with manual and 
even some mechanical handling methods, CLARK trucks enable you to 
stack your materials up—not merely spread them around your floor or 
yard area. One Chicago dealer, in cooperation with his suppliers, receives 
carloads of materials already palletized. He unloads the cars by CLARK 
truck and stacks the material up to 16 ft. high in his warehouse. He 
reports that he is handling 50% more volume with no increase in costs! 


For experienced advice on how best to utilize your warehouse “air 
rights,’ call your local CLARK dealer. He's listed in the Yellow Pages 
of your phone book. Or 
Sarin sssenst? simply mail the coupon 


for free literature de- ELECTRIC, GAS, DIESEL, L.P.GAS 
| scribing the CLARK CLA RK me) '4:4 TRUCKS 
quires only a small dealer invest- line of equipment. POWERED HAND’ TRUCKS - INDUSTRIAL TOWING TRACTORS 
ment, color mixing is extremely INOUSTRIAL TRUCK DIVISION + CLARK EQUIPMENT COMPANY « BATTLE CREEK 40, MICHIGAN 
simple and practically foolproof. | Please send: (1 Condensed Catalog (1) Hove Representative Call 
Gallons, quarts or even pints of Ca eee 
the desired color can be created | 
quickly by use of the formula and 
a precision measuring device called cQuepeseny 
the Color Creator (shown above), | oan. 
which measures as little as 1/200 
(continued on page 166) 
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OZARK 


OAK FLOORING 


UNUSUALLY STRONG — made 
from Missouri 
Oak stock 


altitude-grown 


LAYS FASTER and EASIER — 
takes 
finishing 


minimum sanding and 


HAS LASTING BEAUTY—Praised 
by homeowners and floor lay. 
ers 


For flooring that’s certain to 
please, check Ozark Brand! It's 
properly seasoned . . 
milled precisely 
graded to NOFMA standards. It 


has won the emphatic approval 


accu 


rately 


of floor layers for Its strength 
and easy laying qualities, and 
its beauty and long-run econ 


omy have proven sales appeal 


There’s no better buy than 


Ozark Brand! Let us have your 








orders and inquiries 


\GR FINE FLOORING 


SINCE 1927” 


Bundled for 


and safe 


easy 


handling 


clean arrival 





oy @ateole) ii ickeel il, be 


BISMARCK, 
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of a pint. The salesman pours 
working-stock into the actual can 
which the customer will carry from 
the store. 

Special !abels for Color Crea- 
tions are provided to emphasize the 
special service provided the custo- 
mer. Phelan reports that a recent 
survey revealed little customer 
resistance to a modest service 
charge for specially-mixed colors. 

Here’s how the system works. 
Store customers select from a 
large display chip-rack, chips of 
the colors they want and hand 
them to the salesman. On the back 
of each chip is printed the code of 
the formula for making the chip 
color. The salesman refers to a 
formula manual, selects from his 
working-stock the colors required 
and slides those colors into a four- 
gallon mixing machine for a three- 
minute mixing. (The working-stock 
of gallons are equipped with spe- 
cially-designed lids for quick mix- 
ing and easy pouring. Working- 
stock consists merely of one gallon 
of each ready-mixed color of each 
finish which is easily replenished 
from shelf stock as needed, merely 
by a change of lids.) 


New Zonolite Plants in 
Dallas, New Orleans 

New vermiculite processing 
plants in New Orleans and Dallas 
have been acquired by the Zono- 
lite Company, Chicago, announced 
Andrew T. Kearney, president. In 
New Orleans, the company has tak- 
en over the plant of the former 
Southern Mineralite Co., which 
will process vermiculite ore for use 
in Louisiana and southeastern Tex- 
as. The Zonolite sales represen- 
tative appointed to serve the new 
area is John A. McEachern. 

The Texas Vermiculite Co., a 


Zonolite subsidiary, will move its 
main office from Burnet to Dallas, 
formerly operated by another 
building materials firm. 


Wood-Turners to Meet 

The annual meeting of the Wood- 
Turners Service Bureau will be 
January 22 at the Hotel Statler, 
Boston. Election of officers and 
appointments of committees will be 
the principal business. The pro- 
gram will include a discussion of 
the lumber situation by members 
who supply the turning mills, a 
report on business outlook for 1954 
by a representative of Babson’s In- 
stitute and a panel discussion with 
bureau members leading on the 
problem of substitute materials, 
according to S. E. Swanson, execu- 
tive secretary. 


L. J. Bernatz Dies 

Louis J. Bernatz, 62, vice-presi- 
dent and general sales manager of 
the American Cabinet Hardware 
Corp., Rockford, Ill., died suddenly 
November 15 in Los Angeles, where 
he was on business. He started his 
career as a salesman for Marshall 
Field & Co, Chicago. He joined 
American Cabinet in 1929 as a 
director and early associate and 
was sales vice-president most of 
that time. 


J. Neils Lumber Co. Adds 


New Pressure Cylinder 
Richard P. Neils, poles sales 
manager, announced that the J. 
Neils Lumber Co., Libby, Mont., 
has added a new pressure cylinder 
for the purpose of treating wood 
products with pentachlorophenol. 
In the extensive producing region 
of the extreme northwestern part 
of the state this company concen- 
trates its treatment with penta of 
western larch, lodgepole pine and 
(continued on page 168) 


NEW BILCO DOOR PACKAGE gives the product added prestige and sales 
appeal while being delivered or stored at the job. The Bilco Company, New 
Haven, recently announced the new method of packaging Bilco Doors, which 


affords 


dealers 


better protection for the 
and distributors quick 


unit 
identification of the 


during shipment as 


door 


well as 
size, 


giving 
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Available 
And How! 


Donley Steel Mortar Boxes 


Donley Mortar Boxes are made of a Sizes, Weights, Dimensions 

: " Th Iti the table of dimensions, id itt 
single sheet of 14-gauge steel (Nos. 9 1h, fTne "nSmber “of each size cervespends, with the 
& 6 are 16-gauge) with unbreakable capacity in cubic feet 

welded joints. They are re-enforced Order | Shipping 
at the top with strong steel angles, by Width | tone | Beech | Wee 


No. Inche Inche Inche | Lbs. 
thoroughly welded to the box and to 31 a "-: an = ~ — | a 
each other. The smooth interior as “ ss | 8 oo 

° e 4 36 | 2 s 
makes complete cleaning a simple az (A 


operation. They are easy to handle = ‘ a $2 
and nest compactly and will take oun = 4 & | = 
lowest freight rate when ordered in A TE 

multiples of three. Rn nag or er Putty Box. 








| THE DONLEY BROTHERS COMPANY ° 13928 Miles Avenue, Cleveland 5, Ohio 








ae PROFITS FOR 
LUMBER DEALERS | 

Mal) Whee 
Since Zag oa 


through uee of these shatterproof, 
translucent, chemical-glass sheets. 


Only one of its type L.A. Code Ap- 
proved as “Flame resistant.’ Colorful. 
Colorfast. Fadeproof. Maintenance- 
free. No paint needed—ever. Pre- 
cision-molded under 400,000 Ibs. to 
give greater strength of 26,000 psi, 
and absolute uniformity throughout. 
5 colors in flat, or exclusive RIBBED 
shape so easy to install without costly 
special moldings. Small %&” rib over- 
lap saves up to 5c per sq. ft. Get facta! 


. an ; a" “Tomorrow’s Product” —available today. 
THAT $ RIGHT! For half a ; i ‘or complete facts, prices, free ‘Idea 
century the Fletcher-Terry Company has been making Seg Folder" or name of nearest dealer, tear 


b out coupon, now. Mail when convenient, 
etter glass cutters. i 
9g s. Even the first FLETCHER Glass FLAT CHEM.0. "Oe ee ee em em ee ee 


Cutter was not an experiment as the FLETCHER is a GLAS ENDS 


BREARAGS 1 CHEMOLD COMPANY, Dept. AL-12 
direct descendant of the Monce original steel wheel 2000 Colorado Ave. 


Santa Monica, Calif. 


RUSH ME: [jChem-O-Glas “Idea 
SEND FOR OUR NEW CATALOG. The ever-growing FLETCHER line of | |7e@ce atase im I Folder.” () Name of nearest dealer. 


1 
I 
l 
fine quality tools is described and illustrated. It's free for the Windows. “Lets | (1) Dealer franchise data. 
l 
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Use as replacement 


cutter patented June 8, 1869. oP eee ae 
NEWEST USE: To 


; light in; keeps 
asking. 


THE FLETCHER-TERRY CO. 


(Dealers: write for Company 
683 SOUTH STREET FORESTVILLE, CONN. 


franchise details.) Address 
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Douglas fir poles, posts and lum- 
ber. 

“Demand of our customers for 
wood pressure treated with penta 
preservative dictated our adding 
this new cylinder,” Neils said, add- 
ing that his company would be 
able to provide greater variety of 
treated wood. The new cylinder is 
144’ long with an 8’ diameter and 
has a capacity of about 3,000 cubic 
feet. 


Instruction for Dealers 
In Kitchen Installations 


Plans to instruct dealers in 
kitchen planning and installation 
were announced by Allison-Erwin 
Co., new Charlotte, N. C., Repub- 
lic Steel Kitchens distributor, 
who will establish Republic Steel 
Kitchens dealers throughout North 
and South Carolina, according to 
C. E. Howes, general manager of 
sales for Republic Steel Corpora- 
tion’s Berger Manufacturing Di- 
vision in Canton, Ohio. 

“We feel each steel kitchen deal- 
er should be qualified to work with 
his customers in kitchen planning,” 
explained Joe L. Pleasants, vice- 
president of Allison-Edwin. ‘There 
fore, we intend to divide our two- 
state territory into sections and 
hold classes for dealers of each 
here at our office and main ware- 
house.” Faison S. Kuester, dis- 
trict representative for Republic, 
will aid in these sessions. 

Dealers who have no facilities 


for kitchen planning and installa- 
tion will be assisted by Allison-Er- 
win’s factory-trained men. A staff 
of nine has been assigned to the 
newly - created Republic Steel 
Kitchen department. 


Manufacturers Announce 


Kyanize Paints, Inc., announced 
the return of William Binder, its 
former director of research. He 
has been assigned to a special new 
product development project, said 
Renshaw Smith, Jr., executive vice- 
president, who pointed out Kyan- 
ize pioneered in Alkyd flats and 
Clingeote Scrubable-Flat. Smith 
keynoted a recent two-day meeting 
of officials at the Everett plant, at 
which J. Van Vloten, sales man- 
ager, presided and 1954 merchan- 
dising plans were discussed. Other 
Kyanize officials participating were 
J. Edward Healey, sales director, 
and Harold E. MacInnis, Jr., ad- 
vertising manager. Kyanize recent- 
ly named Edmund A. Mooney as 
sales representative for the Cape 
Cod area. 


Universal Metal Products Co. is 
promoting its new Uni-Jal jalousie 
window for porch enclosures as 
well as conventional uses, follow- 
ing the trend to more living area 
in today’s homes. Actual installa- 
tions have proved the Uni-Jal’s 
weather-tight fit, with 100% ven- 
tilation from the louvered jalousie 
if desired. Universal also recom- 
mends the Uni-Jal for breezeways. 


West Coast Lumbermen’s Asso- 
ciation named James G. Manning 
manager, an- 


assistant traffic 











































































MAPPING DEALER INSTRUCTION CLASSES in kitchen planning 
and installation are (left to right) Walter C. Ballinger, Jr., of Alli- 


son-Erwin Co,, Charlotte, N. C; 
Kitchens district representative; 


Faison S 


Kuester, Republic Steel 
J. Cook and Joe L. Pleasants 


Allison-Erwin. The territory was divided into sections, with spe- 
cial class sessions set for each. 
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nounced K. C. Batchelder, traffic 
manager. He succeeds Emil Han- 
son, who retired after 31 years 
with the department. Manning, 
with the WCLA since 1947, has 
been in charge of the freight rate 
book since 1950. 


Holmes Eureka Lumber Co. an- 
nounces the addition of Herbert E. 
Crawford to the sales staff. His 
late father, Herbert Crawford, was 
general manager of Pacific Lum- 
ber Co., Scotia. This is Crawford's 
entrance into the redwood indus- 
try after being general manager, 
lumber division, of the S. P. Mill- 
ing Co., Santa Barbara, where he 
also managed a retail yard. 


Masonite Corporation announces 
three sales promotions: Robert K. 
Lewis becomes 
assistant 
to Paul B. Shoe- 
maker, vice- 
president 
inchar ge of 
sales, a new 
post; Arthur R. 





Reid succeeds / { f 
Lewis as assist- ;, 4 
ant to the gen- Holloway 


eral sales manager, and John T. 
Moore moves up from Greensboro, 
N.C., salesman to Reid’s former 
post of assistant to the manager 
of dealer sales. K. F. “Kim” Hollo- 
way was promoted to manager of 
Masonite’s southwest division, Dal- 
las, by F. O. Marion, general sales 
manager. Before he became assist- 
ant manager there this year, Hol- 
loway was on Long Island for Ma- 
sonite 13 years. His territory in- 
cludes ‘Texas, Louisiana, Okla- 
homa, Kansas, western Missouri 
and Arkansas. 


Skil Corporation announces ad- 
dress changes for its New York 
City, Baltimore, Portland and In- 
dianapolis branches. All are mov- 
ing to modern buildings with im- 
proved facilities in Skil’s modern- 
ization-expansion program. There 
are now 34 key city branches han- 
dling complete Skil tools sales- 
service. 


L. Sonneborn Sons, Ine., an- 
nounced the appointment of Wil- 
liam T. McCormick as advertising 
manager, building products divi- 
sion, according to Alex Rubin, gen- 
eral manager of the division. 








Henry J. Mackin, former presi- 
dent of Canadian Western Lumber 
Co., was named a director of Crown 
Zellerbach Corp., following the re- 
cent purchase of Canadian by Zel- 
lerbach. He will continue as ad- 
viser to the lumber company. Rob- 
ert J. Filberg was elected presi- 
dent of Canadian, which he joined 
in 1910 as a logging engineer. 
Other Canadian Western manage- 
ment changes are: Wilson J. Mack- 
in, first vice-president and a di- 


(continued on page 170) 





























The New Lupton Aluminum 





AWNING WINDOW 


Windows of a given type look very 
much alike. But you know and we 
know—-and most important of all, 
your customers know they are all 
different . Before you buy any 
Awning Windows you will want to 
see all the quality and value—all the 
customer satisfaction—that we have 
built into the newest development 
in the Lupton line—the new Lupton 
Aluminum Awning Window!... It 
is engineered to Lupton standards 

developed out of our more than 40 
years experience in the design and 
construction of metal windows 

and is precision built in every detail. 


From every practical standpoint of 
installation and service we believe 
you will find it the finest window of 
its type the building industry has 
ever known... It features a centrally 
operated control bar that delivers 
equal power to both jambs. This 
perfect balancing of power means 
easier opening, easser closing of 
each sash, and a perfect seal. Now 
ready in Commodity and Modular 
sizes .. . Let us tell you more about 
Lupton Aluminum Awning Win- 
dows. Write today for specification, 


details and sizes. 


MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, Philadelphia 24, Penna. 


Member of the Steel Window Institute and Aluminum Windou Manufacturers Association 
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rector of Elks Falls Co., Ltd.; 
James C. Sheasgreen, vice-presi- 
dent and director, and Archie 5. 
Cliffe, vice-president, Canadian 
Tugboat Co. 

DeWalt, Inc., has appointed 
Merle J. Adamiec district sales 
manager, announced 8. 8. Auchin- 
closs, president. He will cover 
West Virginia and Pennsylvania 
west of Lewistown. 

The Morgan Sash and Door Co., 
Chicago, announced the resigna- 
tion ot Ross D. Scamehorn as pres- 
ident, following his election to 
board chairman of Home Federal 
Savings and Loan Assn. He was 
also a director of Morgan and three 
affiliated companies. 

Clark Equipment Co. has ap- 
pointed Clarence E. Killebrew man- 
ager for marketing and sales of 
the Construction Machinery divi- 
sion, announced George Spatta, 
president of the materials-handling 
equipment manufacturer. Kille- 
brew will be responsible for bulk 
handling of materials in the indus- 
try, including products formerly 
manufactured by Michigan Power 
Shovel Co., which Clark acquired 
last May. A number of new prod- 
ucts are being tested for early in- 
troduction. 


Killebrew Smith 


Arkansas Oak Flooring Co. di- 
rectors have elected J. G. Smith 
president. He succeeds the late 
C. C. Fullbright. Smith was form- 
erly sales manager of the company, 
which operates plants in Pine Bluff, 
Ark. and Alexandria, La. 

Thor Corporation, Chicago, man- 
ufacturers of major kitchen and 
laundry appliances, announced a 
fall and winter trade advertising 
schedule to back up a ‘“‘Million Dol- 
lar Prize Bowl” contest and its en- 
trance into the contractor field. Ad- 
vertising manager Robert J. Runge 
said the schedule would include 
publications reaching building sup- 
ply dealers. 


Julian N. Cheatham, vice-presi- 
dent of Georgia-Pacific Plywood 
Co., has been placed in charge of 
lumber sales, Olympia, Wash. With 
the company 16 years, he was most 
recently manager of midwest di- 
vision. Thomas P. Ryan succeeds 
Cheatham as midwest manager af- 
ter four years as manager of G-P’s 
Chicago warehouse. 
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Bianco Mfg. Co., St. Louis, will 
introduce new style additions and 
new features in the Kitchen Host- 
ess Breakfast Nook line to builders 
at the NAHB convention, Chicago, 
January 17-21. President Charles 
A. Bianco said builders and archi- 
tects are showing increased inter- 
est in the company’s Nooks. Bianco 
this year opened new factories in 
Baltimore and Fort Worth to serv- 
ice east coast and southwest mar- 
kets. 


The Celotex Corporation named 
William H. Rector assistant mer- 
chandise manager of the roofing 
and allied products department, 
announced Fred W. Lagerquist, 


manager. Rector has been with the 
Philip Carey Roofing Co. and, more 
recently, U. S. Gypsum Co. 


Washington Steel Products, Inc. 
Tacoma, completed work on _ its 


plant expansion, which doubled 
previous floor space with a rein- 
forced concrete building. C. Mor- 
ris Johnson, president, developed 
modern cabinet hardware and ideas 
for Kitch’n-Handy Cabinet at- 
tachments. The company outgrew 
its Seattle location in 1948 and 
moved to Tacoma with 28 em- 
ployes; today it has 220. 


American - Marietta Company, 
Chicago, announced sales and earn- 
ings reached all-time highs in the 
nine months ended August 31. 
Sales were $67,111,964 and pre-tax 
earnings were $7,012,956, ‘an in- 
crease of 639% over 1953. Overall 
sales of paints, industrial finishes 
and chemical coatings are continu- 
ing at a favorable level, said 
Grover M. Hermann, board chair- 
man. 


Precast Slab & Tile Co., St. 
Louis, has appointed Minnesota 
Perlite Corp. an exclusive fran- 
chise for the manufacture of Cast- 
lite Insulating Roofing Tile, said 
J. John Brouk, president of Pre- 
cast. Minnesota Perlite, oldest pro- 
ducers of expanded perlite aggre- 
gate in the Twin Cities, will direct 
production of the lightweight Per- 
malite Alexite slab at a starting 
rate of 2,000 square feet per day, 
said C. W. Potts, president. 


General Oak Flooring Co., Na- 
cogdoches, Tex., has resumed op- 
erations after a fire almost de- 
stroyed its plant, said Willard Sut- 
ton, manager. ‘The plant was re- 
built and stocked with latest ma- 
chinery to manufacture top qual- 
ity hardwood flooring. 


Croft Steel Products, Inc., 
Jamestown, N. Y., has appointed 
Alvin G. Leighton general sales 
manager. He has spent many years 
in the metal window industry and 
will office in the new subsidiary, 
the Aluminum Co. of Mississippi, 
at McComb, which started opera- 
tions November 1. 


The Schlage Lock Co., San Fran- 
cisco, elected Marron Kendrick 
president and elected Charles Ken- 
drick, who had been president 27 
years, board chairman. The new 
president has been with Schlage 
20 years and served in all depart- 
ments. The door lock manufacturer 
now employs 1,700 persons. 


Black & Decker Mfg. Co. ap- 
pointed Albert S. Fehsenfeld as 
branch manager for its Dallas sales 
and service branch, said J. F. 
Spaulding, general sales manager 
of the portable electric tool manu- 
facturing company. He had been 
manager at Indianapolis since Jan- 
uary 1952. Carl G. Gutman suc- 
ceeds him there, having been with 
Black & Decker since 1943. 


The Perlite Division, Great Lakes 
Carbon Corp., named three new 
perlite processors, announced De 
Otis Loring Mariett, general man- 
ager of the division. The new hold- 
ers of the Permalite franchises are: 
Texas Lightweight Products Co., 
Irving, headed by Sherman W. 
Johnson, which will process Per- 
malite, with sales through the 
Dunne Company, Dallas; Perlite of 
Houston, Inc., of which William F. 
Smith is president; and Persolite 
Products, Denver, of which Her- 
man O. Fruedenberg is president. 
Persolite is one of the pioneer 
producers of expanded perlite. 


Detroit Steel Products Co. has 
appointed three managers, an- 
nounced E. C. Hodges, vice-presi- 
dent in charge of sales. Richard 
E. “Dick” Gentle, former Pennsy]- 
vania All-American, is manager of 
the Atlanta district, succeeding the 
late Roy E. Tackaberry, after two 
years as Cincinnati manager and 
service in Washington and Rich- 
mond since 1947; John E. Deacon 
succeeds Gentle as Cincy manager 
after three years in Indianapolis; 
and R. Eldon Sechler is manager 
of the Los Angeles district for the 
Fenestra steel windows, doors and 
building panels manufacturer. T. R. 
Wareham, with the latter appoint- 
ment, will now devote his full time 
to regional sales manager of the 
company’s Pacific coast division. 
moving to Oakland. 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Spruce, Norway Pine, Jack Pine 


Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bidg. 
CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 





TIMBERMEN 
FOR FOUR 
GENERATIONS 


G. A. Jacobs, Sr., 
third generation of 
timbermen, found- ~ 
ed Wood Products 
Company. His two 
sons, Richard W. 
and G. A. Jacobs, 
Jr. are now part- 
ners in the Firm. 


Grandfather and ie 
great grandfather 
owned Sawmill and 
Lumber Yard in 
Norwalk, Ohio. 


LUMBER DEALERS-— Sell our Fence without 
investment. We ship in your name. Write for 
catalog of all types . . Estate and Suburban. 


WOOD PRODUCTS Co. =o 

















Wake your scrap lumber 


PICKET 
CUTTER 


Net Price Only 


$52.50 


fob 
Wilmette, 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour ... smooth fiaish . . . adjust- 
able for width. Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone 
can operate ... prompt delivery. 


Write Us For Complete Information! 


H. A. SCHUBERT CO. 


1212 Washington Ave, 





Mochinists 
Wilmette, Il! 


Burttpinc Propucts MERCHANDISER 











“ROLLEZY"—Medel 326 Overhead Door (illustrated above) is now 
made in 32 standard sizes from 8' x 5' 6" to 16 x 7’. Here's a top 
quality easy operating, low priced door that will win trade and hold 
it for you. 

“GLIDEOVER"—Made in a wide ranae of overhead models and sizes 
from 8' x 7' to 24' x 24', which enables 

you to meet all residential and com 

mercial requirements. 


“AUTOMATIC DOORMAN" — The 

magic push button electric operator for 

opening and closing ANY make or type : 

of sectional overhead garage door and @ Folding Ladder 

mest makes and types of one-piece Brackets 

doors ® Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 33 

WAGNER MANUFACTURING COMPANY 


CEDAR FALLS IOWA U.S.A 


@ Sawhorse iresties 
© Scaffold Brackets 
@ Roof Brackets 


Ask for Garage Door Bulletin 53 AL 


(To obtain more data on advertised products see page 179) 





THE LUMBER MARKET 


Lower Lumber Grades 


Saved Millions for Users 

West Coast lumber manufactur- 
ers saved U.S. lumber users a 
spanking $55,000,000 in material 
costs during 1953. 

An estimated saving of $250 was 
made on each home built of Doug- 
las fir and west coast hemlock lum- 
ber where lower grades were prop- 
erly used, said H. V. Simpson, ex- 
ecutive vice president of the West 
Coast Lumbermen’s Association. 

Simpson said more than two and 
a quarter billion board feet of less 
expensive lumber has been made 
available by west coast mills to 
builders this year at a price ap- 
proximately $25 per thousand feet 
below the price of the next higher 
grade. 

Designers and thrifty builders 
have joined with lumbermen in 
fully utilizing lower grades of lum- 
ber, Simpson said. 

The U.S. Forest Products Labor- 
atory at Madison, Wis., has made 
recommendations on the proper use 
of lower grades of fir and hemlock, 
Simpson stated. FHA and other 
federal agencies accept these less 
expensive grades for a wide vari- 
ety of uses in home and construc- 
tion use. 

“There is a definite 
each grade of lumber,” Simpson 
pointed out. ‘Lower grades are 
suitable for many structural and 
framing uses at a saving. Proper 
use of lower grades eliminates un- 
necessary costs and at the same 
time insures sturdiness, comfort 
and long life.” 


place for 


Market Slow 
In Seattle Area 


Lumber demand is running slow; 
both buyer and seller, however, are 
firm. Green firm dimension is up $1 
from the low point reached in the 
past few weeks and seems set for 
a higher price. No. 3 fir dimension 
and boards are weak. Hemlock 
cargo prices have firmed. West 
coast prices frmed two weeks ago 
and the market is hanging there. 
There is no change in fir and hem- 
lock prices as compared to a fort- 
night ago. Both demand and pro- 
duction have slackened. 

The shingle market is slow. No. 
1 royals are down about 25¢ and 
No 2’s are similarly weaker. No. 1 
perfections run $9.75 to $10 in- 
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1,500 Hunters Pursue 


Hammond Bears 


It all started a month or so 
ago when the Hammond Lum- 
ber Company told the public 
that bears were damaging the 
California company’s cut-over 
lands. The stories didn't ac- 
tually say hunters were needed 
or even wanted, but somehow 
the impression got out. 

The response was immedi- 
ate and overwhelming. The 
mailman brought stacks of re- 
quests for hunting permits. The 
phones jangled continuously. 

When a form letter explained 
that the bears damaged trees 
mainly in the spring and early 
summer, many hunters post- 
poned their trips, but nearly 
1,500 did try their luck on Ham- 
mond lands. Result: 125 deer, a 
couple of gates, some equip- 
ment and only four bears. 

The climax for Hammond 
Lumber was an air-mail letter 
from France from a young man 
who wanted to “fais la chasse 
d’ ours.” That’s French for 

. . guess what. 











stead of just $10. No. 2 and 3 
XXXXX sell at the lowest of pre- 
viously quoted figures or $4.75 and 
$3.75. Lack of shingle demand is 
ascribed to small volume buying by 
eastern yards which are taking in- 
ventory. 

Red cedar lumber mills have 
rather high inventories but most 
have fair order files. Ten-inch clear 
bungalow siding moves at $180, 
$175 and $150 for the clear, “A” 
and “B”, which represents a drop 
from the high formerly listed. Or- 
ders still depend on_ individual 
trading with respect to what stocks 
the mill has available. 

There is no change in pine prices. 
The supply of air-dried lumber is 
still good and there is no reason 
for raising prices. Spruce prices 
also remain steady despite the B.C. 
strike which was expected to firm 
the pine and spruce markets. 


Normal Production 


In Tacoma Area 

Despite the prolonged period of 
quiet that the lumber market gen- 
erally has undergone, Tacoma and 
southwest Washington mills con- 
tinue to operate on a near normal 
basis. Long established retail out- 
lets are absorbing much of the pro- 
duction, particularly of the larger 
concerns. The balance is going into 
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reserve-stock piles, which, in some 
instances, are building up into con- 
siderably heavier proportions than 
is customary at this season of the 
year. 

Most mills report new business 
as being less than usual and con- 
fined in the main to special items 
that call for immediate delivery. 
Inquiries, likewise, are off. 

Surprisingly enough, the Doug- 
las Fir Plywood Association, chief 
marketing organization for tfe 
plywood industry, reports produc- 
tion as being somewhat higher than 
it was a year ago, with sales too, 
somewhat higher. 

Sales and production are report- 
ed as practically synonymous, be- 
cause warehouses keep practically 
no inventory on hand and mills 
produce only what is needed to fill 
order requirements. The industry’s 
production figures for this year are 
estimated at 3,400,000,000 feet, 
compared to 3,040,000,000 feet for 
last year. 


Sales Increase 
To Midwest States 


Kansas City—Mills in the south- 
west noted a distinct shift in the 
buying in recent weeks. Business 
from the southern and western 
parts decreased sharply but sales 
rose from the northern territories, 
notably the Ohio, Illinois and Indi- 
ana makets. Retail stocks have 
been low for most of the year and 
purchases have been mainly 
against immediate requirements. 
The middlewest, which had a good 
corn crop and a sizable cash income 
for the farmers, was in a_ better 
buying position than the southwest, 
which had a poor wheat crop be- 
cause of the severe drought. 

Mills with headquarters here 
note that business in the Texas and 
Okiahoma areas has tapered off 
measurably in the last two months 
and they attribute the lag to the 
smaller wheat crop. The lumber 
business in the Kansas area has 
been poor most of the year and the 
usual seasonal building that norm- 
ally occurs after harvest failed to 
develop. 

Mills are holding down produc- 
tion and output generally is in bal- 
ance with demand. Mills plan to 
continue to cut running time to fit 
sales. The little mills which supply 
some of the larger producers with 
lumber have been pinched severely 
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MOVE BULKY MATERIALS 
FASTER AND EASIER 


“WHEEL-IT” SAVES TIME, LABOR, MONEY 


WHEEL-IT makes handling of all 
building materials—lumber, shin Sil aes at oa eee 
gles, plywood, pipe, bags, posts, lock in any position 
fencing—faster and easier. One (see insert) 

man, using a WHEEL-IT, can do 2,000 Ibs. capacity 
the work of a man and a truck, 

or two men! Model 550 shown eet, all steel 
has 16” wheels, takes standard 
avto tires. Rolls easily even on 
rough surfaces. 


4—16" filing posts 
adjust sideways or 


Roller - bearing 
wheels, full Zerk 
lubrication 


FREE LITERATURE. Write today. 
HAWKEYE INDUSTRIES 


Longmont, Colorado 


8" heavy-duty 
caster wheel 
furnished 








eks 
=) Where can YOU put 
the garbage oa? 


Modern Homes Ue Coe 
Majestic 
Indoor Incinerator 


eel 


—the complete answer to 
garbage and trash disposal 


Modern homes with automatic 
heat, where the furnace no longer 
serves as a refuse burner, are a profitable market for this 
Fuelless Indoor Incinerator. With Maijestic’s patented down- 
draft, the readily burnable portion of household trash is all the 
fuel needed to burn wet and dry garbage easily, efficiently. 
Model 30 (illustrated) has doubl..-walled sceel casing with 
cast-iron liner and grates. Holds three bushels of refuse. 
Model 2 has double-wall casing with steel-rod basket liner. 
Two-bushel capacity. It’s surprisingly low-priced! Both in- 
stall in basement, utility room, or garage with only a simple 
connection to furnace flue. 


The Majestic Co., lic. 


See your 
distributor 
or write 





303-A Erie St., Huntington, Indiana 


BuILDING Propucts MERCHANDISER 


MOUNTAIN 
MILLS 


hrthaf jt amon 


PONDEROSA PINE 
PANELING 
MOULDINGS 

CUT STOCK 


aM * * 


FIR AND LARCH 
WHITE FIR 
DIMENSION & BOARDS 


Blue Mountain Mills’ large timber 
holdings in John Day Valley are in 
the center of one of the country’s 
finest stands of Ponderosa Pine and 
associated species. Our facilities and 
care in the manufacture of this raw 
material give you lumber and lumber 
products of outstanding quality and 
salability 


100% KILN DRIED 


Courteous, efficient handling of ali in- 
quiries cnd orders. Write, wire or phone— 


B | U@, MOUNTAIN MILLS 


JOHN DAY, OREGON 
Phone 36 


Teletype 56 


(To obtain more data on advertised products see page 179) 








Picnic Table Frames 
that get the 


REPEAT ORDERS 


@ For lumber dealers... you 
supply your own lumber; we 
supply the steel frames. 


Repeat business from other 
dealers and distributors is our 
best testimonial. 


You want the original . . . 
the table that has proved 
satisfactory — not a cheap 
imitation. 


Start now! Ask your distrib- 


utor — or write: 





( Here's the one that ) 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








ae 
Most dealers report: (@ 
“Our sales of Dur- 


ham's Rock - Hard 


Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
i-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


5) DONALD 
DURHAM 
COMPANY 
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this fall because of the cutback in 
demand. 


The box and furniture factories 
are buying sparingly and industrial 
lines are making few inquiries. 

The most encouraging sign in the 
lumber picture is that there is lit- 
tle if any distress inventory about 
and prices are holding firm. 


Strong Market 
At San Francisco 


The lumber market throughout 
northern California, both whoie- 
sale and retail, remains strong and 
promising for all types except No. 
3 common “which is worth what 
you can get for it and no more.” 


Total redwood shipments of 393,- 
285 M feet during the first nine 
months of 1953 are 45,000 M feet 
above shipments during the same 
period of last year. Redwood orders 
received totaled 398,574 during tne 
first nine months, as against 346,- 
345 in the first nine months of 
1952. Redwood orders on hand 
were up only slightly; 49,066 as 
against 46,386 for the first nine 
months of last year. 


Retailers complain about poor 
business but apparently are doing 
lots of buying. 

Price competition is stiff, with 
the greatest competition in _ fir, 
low-grade redwood and common 
pine. Prices haven’t varied much in 
the last month but have hovered 
around $70 to $72 for 2x4 No. 2 
and better. 

Sales activity is most spirited in 
fir dimension and boards. 

Retailers and wholesalers alike 
south to Bakersfield and north to 
Sacramento look for good business 
in the spring, although they feel 
that financing is “holding things 
up.” They complain of paying more 
for lumber in this area than in the 
east and midwest, while doing 
slightly less business. 

With less speculative home con- 
struction and a slack-off in indus- 
trial and remodeling work, activity 
“may slump a little.” Most of the 
smaller northern California mills 
close, however, when the rains be- 
gin and the market normally be- 
gins to go dead at the approach of 
winter. 

Some wholesalers express pleas- 
ure at the “disappearance of the 
direct sale by trucker from mill to 
contractor” and believe that lum- 
ber distribution is improving. 

Best seller in most yards remains 
Douglas fir. 


Fir Market “Dead” 
At Baltimore 


Fir market at Baltimore is de- 
scribed as ‘‘dead.” Such timber is 
now being delivered for around 
$103, of which $43 is freight, com- 
pared with $122 last year. Fir di- 
mensions are around $88. Georgia 
long leaf pine is now around $110 
per M for the 6x6 and 6x8, for ex- 
ample, but little of that is obtain- 
able. The spruce market is down a 
bit, about $5 under prices a year 
ago. 

Substituting for some of the un- 
obtainable American timber, a re- 
cent 600,000 feet of Honduran pine 
was received here by one dealer at 
about $200. This big timber aver- 
ages 28 feet in length. 

Another sidelight on the market 
is some recent offerings of white 
pine from Africa. This can be 
dropped here for around $235 in 
the rough, all first and seconds, 
in contrast to $300 for the Idaho 
sugar pine which would contain 
mixed loadings. 

Main impression gained from 
talks recently with managers of 
yards is this: They say “We must 
get out and sell. The easy days of 
order taking are gone.” 


The lumber yards of the city are 
winding up the year with business 
at a fairly slow pace—-nothing ex- 
citing, and not too doleful, either. 
The shipyards, which ordinarily 
absorb a lot of lumber, are not 
busy. Other industrial and com- 
mercial contracts are not large at 
this time of year. 

But there are numerous public 
buildings such as schools and 
churches which are in the process 
of construction. And best of all, 
home building is booming right 
along. 


Shipments Nationally 
4.1% Below Production 


Lumber shipments of 521 mills 
reporting to the National Lumber 
Trade Barometer were 4.1% below 
production for the week ending 
November 21, 1953. In the same 
week new orders of these mills 
were 6.9% below production. Un- 
filled orders of the reporting mills 
amounted to 30% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 19 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 61 days’ production. 

For the year to date, shipments 
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wallboard drive screws 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC. 


P. O. Box 2161 


noneel Westbury, N. Y. 





STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


More spread per 

gallon (20 yards or 

more) .. . smooth- 

er body... easy to 

spread ...no dis- 

agreeable odor . . . no presetting neces- 
sary ...never gummy or tacky. 


LINOLEUM TROWEL 
Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


WaTeneroo 
Se Bae 
ment 


Order from your wholesaler. 


CONSUMERS: GLUE CO. 


»1S N HADLEY $7 $T LOUIS 6 MO 


Buitp1nc Propucts MERCHANDISER 





of reporting identical mills were 
2.1% above production; new orders 
were 1.1% above production. 

Compared to the average cor- 
responding week in 1935-1939, pro- 
duction of reporting mills was 
89.2% above; shipments were 
99.5% above; new orders were 
88.5% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
4.4% below; shipments were 6.4% 
below; and new orders were 15.2 
below. 


Southern Pine Orders 
12% Above Previous Week 


Orders for southern pine lumber 
increased sharply for the week 
ended November 21 and they were 
only a shade below the corres- 
ponding week a year ago, accords 
ing to figures released by the 
Southern Pine Association, based 
on information from 101 mills. Or- 
ders jumped 12.1% over the pre- 
vious week. 

Orders totaled 19,310,000 feet 
compared with 17,221,000 the pre- 
ceding week and 20,098,000 last 
year. Similar comparisons of ship- 
ments are 17,936,000, 17,236,000 
and 20,532,000 and for production 
19,512,000, 18,700,000 and 20,482,- 
000 feet. 

Expressed in percentages from 
the preceding week shipments were 
up 4.06% and production was in- 
creased by 4.34%. 


Western Pine Orders 
12.2% Below Production 


Orders for western pine lumber 
and associated species decreased 
during the week ended November 
21. The 118 mills reporting to the 
Western Pine Association said or- 
ders were well under the previous 
week and the same period a year 
ago. 

Orders totaled 65,920,000 feet, 
compared with 76,216,000 the pre- 
ceding week and 73,782,000 the cor- 
responding week in 1952. Similar 
comparisons of shipments are 71,- 
042,000, 72,500,000 and 79,561,000 
and for production 75,621,000, 69,- 
940,000 and 74,621,000. 

This week shipments were 5.4% 
below production and orders were 
12.2% below production. Orders 
were 7.2% below shipments. Week- 
ly November averages for the three 
preceding years were: orders, 
66,912,000; shipments, 73,614,000; 
and production, 70,702,000. 
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Quick Shipment 
in DOUGLAS FIR. 


High speed equipment and 
experienced personnel in- 
sures top quality. No need to 
load your inventory with 
“cats and dogs” of slow sale 
items: Air-King gives de- 
pendability in fast loadings 
specified to the number of 
pieces needed in each size 
and length of the best green 
Douglas Fir dimension and 
small timbers thru 24-ft. 

Let us demonstrate. 


MANUFACTURING 
CORP. 


Tigard, Oregon 


Telephones—Portland line CH 5607 
or Tigard 6161 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received, The prices should be 


useful in following market trends and as a chec 
mately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. Cc DD 
m6 (Cs 165.00 155.00 100.00 
Flat Grain Flooring 
125.00 80.00 
130.00 1065.00 
Drop Siding 
1x6 (Pat. #106) 155.00 
1x6 (Pat. #116) 155.00 


159.00 95.00 
150.00 90.00 
Celling 


MEE cssenccsseesteee 2 60.00 
..+1165-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
No. 59.00 58.00 60.00 
53.00 53.00 65.00 
46.00 44.00 46.00 
No. 1 Dimension 
14’ 16° 18’ 
62.00 64.00 61.00 
2x 6 61.00 63.00 62.00 61.00 
2x 8 68.00 62.00 69.00 61.00 
2x10 61.00 63.00 61.00 61.00 
°x12 61.00 659.900 569.00 61.00 


12’ 
2x 4 62.00 


No, 2 Dimension 
‘ 57.00 657.00 59.00 69.00 
56.00 68.00 57.00 
68.00 57.00 54.00 
56.00 658.00 56.00 
56.00 54.00 564.00 


No. 3 Dimension R/L Only 
2x 4 ‘ ° ees 
2x 6 
2x 8 
2x10 
2x12 ’ pease ened eweee 
(Add $10-12 for dry lumber) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 1 
No. 2 24” 4/2 6.25-6 
No. 3 24” 4/2 3.85-4 
Perfections 
No. 1 18” 5/2% 9.75-10 
No. 2 18” 6/2, 
No. 3 18” 6/2! 
XXXXX 
No 16” 
No. 16” f 
No. 3 16” ) 


WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
cars, new bundling, @ to 16° are: 
Beveled Siding, 

oR 

K%x4 Inch ......7! 45.00 

¥%x6 inch ......380. i 65.00 

Yx6 Inch 5.00 

4x8 Inch .. 120.00 116.00 80.00 
Clear Bungalow Siding, % Inch 

8 Inch ..155.00 160.00 

10 inch -+«+180.00 175.00 

12 Inch -190.00 185.00 
Finish B and Btr, S2 or 4S, 

@ to 16° or Rough 

2 he deae haan «+ + - 830.00 

1x10 - A ~. ++ 240.00 

| RE a RS ee. ae, 
Celling or Flooring B and Bir, 9-10 

B&Btr. Cc dD 
20.00 100.00 90,00 
115.00 95.00 

Discount on mouldings 620° - 20° odfd 
lengths. 
Series 8,000 

Tdsting under 4.00—list plus 235% 

Listing 4.00 and over—lIist plus 35” 
Clear Lattice, 5/16” x 1°,"—3' to 1% 

100 lin. ft 1.50 
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120.00 
160.00 
160.00 


k on purchases made approxi- 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
and 
4/4 RW 6/4 RW 8/4 RW 
250.00 255.00 265.00 


200 


Selects 
28 or 48 
C&Btr RL 
Shop, S28 
: No. 1 No. 2 
5/4 142.00 110.00 
“/4 ty 142.00 110.00 
Commons, $2 or 48 
2&Btr. No. 3 No. 4 
ts D ees) fF 65.00 55.00 
1x12 RL 120.00 65.00 55.00 
Idaho White Pine 
Selects S2 or 48 
1x8 1x10 
5.00 265.00 270.00 
5.00 225.00 240.00 


1x4 
C&Btr RL 265.00 
D RL 225.00 
Commons, S82 or 48 
No. 2 No. 2 
tar iF 143.00 98.00 
1x12 ; 149.00 98.00 
Sugar Pine Selects S82 or 48 
4/44 RW 5/4RW 
B&Btr RL 260.00 275.00 
coe «6a 270.00 
225.00 240.00 


6/4 RW 
280.00 
275.00 
240.00 


No. 3 
80.00 
80.00 


No. 2 





OAK FLOORING 


Clear Pin #)x2% j x1 
White 185.00 55.00 
Red 189.00 165.00 


Sel, Plain 
White 175.00 


167.00 
Red 178.00 


167.00 
#1 Com, 
Pin. White 
& Red 160.00 
42 Com. 
Pin. White 
& Red 110.00 82.00 


145.00 


Shorts, 
14,” 115.00 $0.00 97.00 
F.0O.B. Memphis mills 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr Cc 
.233.00 223.00 
Flat Grain Flooring 
1x4 165.00 
.180.00 


1x4 Heart 


Drop Siding 
1x6 (Pat. #106) 175.00 
1x6 (Pat. #116) 175.00 


Ronards & Shiplap 
1x8 
BR « 107.00 
-. we 81.00 
3 68.00 


Dimension 
12’ 14° 16° 
29x 4 92.00 93.900 95.00 
2x 6 92.00 94.00 92.00 
2x § 5.00 95.00 495.00 
2x10 102.00 102.00 162.00 
2x12 112.00 112.00 


4 


roostenons » 
AnRAKA 


. 2 Dimension 

86.00 

77.00 
75.00 76.00 2 94. 
81.00 88.00 ° 95.90 95.00 
83.00 83.00 190.90 100.00 


. 3 Dimension R/1L 


- 
o 
Zs 


60.00 
68.00 
.. 60.00 
. .67.00 
57.00 


retorsrsce 


REDWOOD 


Bevel Siding 


Clear 
-G, Clear 
i. Clear 
. Clear 

. Clear 
7. Clear 
3, Clear 
x. Clear 


Heart 
Heart. 
Heart 
Heart. 


%x12 V.G. 
Note: A grade 


Redwood Siding 
$5.00 less for ‘%, 5 


% in above sizes. 
inane Siding 

1x10 V.G. Clear All Heart 

1x12 V.G. Clear All Heart 

Note: Deduct $15.00 for A Grade. 
Finish 


1x 4 Clear Heart SiS.. 

ix 6 Clear Heart S4S.......... 
ix 3 Clear Heart S48......... 
3210 Clear Beart S48... ..ccees 
1x12 y 


Clear Heart S4S..... 


Note: A Grade 1x4, 1x6, 1x8 deduct 
$10. 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


c D 
1x4 50.00 140.00 100.00 


Flat Grain Flooring 


1x4 sees bane 


; 120.00 75.00 
$e ... 155.00 


150.00 100,00 
Drop Siding 


1x6 (Pat. #106) 140.00 
1x6 (Pat. #116) 140.00 


135.00 
135.00 


Ceiling 
a . 105.00 


: 100.00 
ee kasvan 110-125 


105-110 


Boards and Shiplap and 
2” (Dry) 


No. oseseetnee Tian 
No. 2 J 69.00 
No. 3 


No. 1 Dimension 
12° 14’ r ’ 
2x 4 63.00 63.00 i 66.00 66.00 
2x 6 3. ' J 66.00 66.00 
y 63.00 63.00 
63.00 63.00 
63.00 69.00 


63.00 63.00 


Dimension 
x 4 59.00 459.00 2 62.00 62.00 
x 6 59.00 60.00 x 62.00 62.00 
x § 61.00 61.00 9. 59.00 64.00 
x1 
x12 


59.00 61.00 59.00 69.00 64.00 
59.00 59.00 69.00 59.00 64.00 
No. 3 Dimension R/L Only 

2x 4 

2x f 

2x 8 

2x10 

2x12 





ENGELMANN SPRUCE 


Roards and Shiplap (dry) 
1x6 1x8 

2&BRtr 1109.00 110.00 
%&Btr 69.00 71.90 


Dimension 


Dimension 


e000 £0 “100 GO.NN &6O-F 
60.50 60.50 6000 64.50 
F950 595659 59.00 #4.50 
42.50 62.50 An.On 64.50 
2x12 59.50 59.50 60.00 64.50 64.50 


(Roards graded No. 1, 2, 3, at flat 
price: no price for straight No ?. Mills 
do not grade out No. 2 dimension sep- 
arately as fn fir.) 
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BARN POLES 

FOR ENDURING 

FARM CONSTRUCTION 
®@ Quality Lodgepole Pine poles 
from our own timberlands are 
straight, strong, uniformly ta- 
pered. Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber. 


Write for information. 


J.NEILS 
LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 





Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load ata Time 
Complete Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Catoleg ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 


BuiL_pinc Propucts MERCHANDISER 








Southern’s 
FACTORY SANDED 


OAK FLOORING 
Cuts Costs... 


For your customer who prefers standard 
strip oak flooring to be finished after lay- 
ing, Southern’s factory sanded flooring re- 
duces the floor layer’s sanding job to once- 


over lightly. 
RESULT: 


A more uniformly smooth surface at 
less than on-the-job labor cost. 


Less time lag between the last nail 
and first application. 


A completed floor that enhances the 

skilled finisher’s best workmanship. 
You'll profit by the extra sales appeal of 
this advanced refinement in Southern’s su- 
perior flooring. Try it out as a mixed car 
item loaded with Arkansas Soft Pine trim 
and yard stock. Say when! 


SOUTHERN LUMBER COMPANY 


WARREN, ARKANSAS 





(To obtain more data on advertised products see page 179) 





PRICE 


offers a 


setter 


FIREPLACE 


FRONT OPENING 
DIMENSIONS 
engineered for con- 
venience in using 
standard brick and 
standard masonry 

joint. 


DUCTMAKERS 

FURNISHED FREE 
that save masons 
valuable time. 


EXPANSION 
CHANNELS 
eliminate the ugly 
joint between face 
brick and fireplace 
form. No masonry te 
crack and fall out. 


FLEXIBLE METAL 

STOP provided to 
hold insulation blan- 
ket in place above 
fireplace opening. 





INCREASED 

VOLUME of warm 
air supplied dua to 
larger air passages. 


6 NATIONAL ADVERTISING PROGRAM 
offering book “100 Fireplace 
ideas” brings meny thousands! 


of inquiries every year—leads ay 
for you—and helps sell ooth f fp intas 


builders and some owners 
on the benefits of this won- 
derful new fireplace form. 


Send for copies of the Price book * 
ideas” for each of your Salesmen 


PRICE 


19” W 


FIREPLACE, HEATER & 
TANK CORPORATION 


/USTIN ST. MUFFALG 7, NEW YORK 
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‘100 Fireplace 


(To obtain more data on advertised products see page 179) 





ADVERTISERS’ INDEX 


A & F Tileboard Co., In - 105 
Acme Steel Co coe 
Aetna Plywood & Veneer Co.. 
Air-King Mfg. Corp. .. bea 
Aluminum Co. of Ameri ca 
Aluminum Co. of America eee 
American Cabinet Hardware 
Corp. . 
American Cyan: amid Co 
American Lbr. & Treating "Co 
American Machine & Foundry 
Co The ° 
American Weldifg 
Tr 1c . . 
Anaco nda Copper Mining Co 
Andersen Corporation 
Angelus Wrought Iron 
Anthony Bros. Wood Co 
Appalachian Hardwood: 
A.RUL.B. Window Sates Co. 
Armstrong Cork Co. ... 
Arrow Fastener 'Co., Inc. 
Arrow Lock Co, 


Baldwin-Hill Co. 

Beadex Sales, In« 

Bemis Hardwood Lbr. Co 

Bessler Disappearing Stair 
way Co., The .... 

Blue Mountain Mills ; 

Bradley Lbr. Co. of Arkansas. 

Bridgeport Fabrics, Inc ine 

Brooks-Scanlon, Ince ‘ vee 

Brown & Co., Inc., Geo. C 

Bunyan Lbr. Co., Paul 


‘alder Mfg. Co. . ‘ 
California Sugar & Western 
Pine Agency, Inc. ; 
‘anadian Forest Produc ts, Ltd. 
pS ap Mfg. Co., The Philip, 
Miami-Carey Div. . ook 
Ceco Steel Products Corp 
Chemold Compiny 
Cherry River Boom & Lbr. Co, 
Chevrolet Div. of General 
Motors : ; 
Chicopee Mills In: : 
Lumite Div 
Christian Lbr. Co. . 
Clark Equipment Co 
Cloud Oak Flooring Co 
Columbia Mills, Inc 
Conifer Lbr. Sales . 3 
Conkling Co., The Frank A 
Connor Lbr. & Land Co 
Consumers Glue Co. ... 
Continental Steel Corp 
Corbin Div., P. & F., The 
American Hardware Corp 
Country Gentleman 
Crisp Lbr. Co., M. E. 
Crossett Lbr. Co. . 
Curtis Companies Se rvice 


‘& Mfg. Co., 


Bureau . ‘ 
Curtis Lbr. Co 


De'Cor 

Deniston Co., 

De Walt, Inc 

Donley Brothers ‘Co., ange 
Douglas Fir Plywood Assn.. ee 
Dunean Lbr. Co., Ine. 
Durham Co., Donald 


Evans Products Co 


wa tar. Ca. BD. Va .cciccs 
Farrin Lbr. Co., The M. B 
Fenestra Building Product 
(Detroit Steel Products 
Fletcher-Terry Co., The 
Flynn Mfg. Co., Michael 
Fordyce Lbr. C 
Frost Lbr Industries, I 
Olin Industries, Inc 


Getty & Co., Inc., H. S.... 
Goldblatt Tool Co 

Grand Traverse Sales Co. 
Great L: ‘arbon orp 
Greenlee ‘ 7 


Griffin Mf¢ 


Hager & Sons Hinge Mfe 
Cco., € Se ‘ 
lamer Lbr. Co., J. P 
laskelite Mfze "Corp 
fassall, Inec., John 
lawkeye Industries 

Ine 
se (oO 
Tree Redwood Co. 
nl Co . 
pany 
lation. Inc 


Jeffreyvs-MecElrath Mfg. Co. 
Johnson Lbr. Corp., C. D 


Keashey & Mattison Co 
Kennatrack Corp 
Keystone Steel & Wire Co 
Keystone Wire Cloth Co 
Kimble Glass Co., Sub 
Owens-Illinois Glass 


dD. cem be a 


(OH) 
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Kirby Lumber Corp 
Kwikset Sales & Sei vice Co 
Laboratory Equipment Corp 
Libbey-Owens-Ford Glass C 
Lil-Ad Features . 
Long-Bell Lbr. Co., The 
Louisiana Cypress Lbr. 
Ree 
Lupton Window 


Macklanburg-Duncan 
Majestic Co., Inc., The. 
Malta Mfg The 
Masonite C orpor: ation 
McCloud Lbr. Co. .. es 
McCracken & McCall, Ine. 
MeGowin Lbr. Co., W. M 
Medford Corporation ... 
Memphis Hardwood Flo« 
Co, ° ° 
Menominee Indian Mills 
Midget Louver Co., The 
Miller & Co., Ine 
Miracle Adhesives Co rp. 
Mobile River Saw Mill C 
Morrill & Sturgeon Lbr. 
Mowbray & Robinson 
Mower Lumber Co., " 


National Gypsum Co 
Natienal Lead Co 
National Oak Flooring 
Manufacturers’ Assn 
Neile Lbr. Co., J. ... - 
Old American Roofing Mills 
Orlin Co., M. D 
Ozan Lbr. Co. . 
Ozark Oak Flooring Co 
Pack River Sales Co 
Padgett-Smith Flooring Co 
Pittsburgh Plate Glass Co 
Price Fireplace, Heater & 
Tank Corp : Bi 
Pullman Mfe. Corp 
Puritan Cordage Mills, Ine 
Quaker State Metals Co 
Rainy Jake Lbr. Co. Ltd 
= BC The one 
Readybullt Pro ducts Co., The 
Red Cedar Shingle Bureau 
Red Devil Tools . err 
Reynolds Metals Co. 
nemens Screw Anchor Co 


oo 


6 D-IS 


weve yore To 
Sen = 


In 
Robbins Flooring Co. 
Robinson, Inc., Edw: urd 
Roddis Plywood Corp 
Rosboro Lbr. Co 
Roseburg Lbr. C: 
ReOeW Sales Co 
tusszell & Erwin Div... The 
American Hardwi: are Corp 
Russell Co., The F. C 
Schubert Co.> H. A 
Selleck & Co., Walter E 
Silbernagel, Geo. . ath 
Silent Hoist & Crane Co...« 
Smith Lbr. Co., The Ralph I. 
Smith Shingle Co., M, K 
Soderberg Lbr. Co., Inc. Carl FE 
Southern Lbr. Co Wee 
Southern Pine Lbr. Co. 
Stanley Works, The : 
Stewart Tron Works Co., 
Inc., The . 
Storm King Corporation 
Superior Lhbr. Sales Co 


Tannewitz Works 
Tarter, Webster & 
Ine. . 
Thomas Products Co 
Thor Corporation 
Truscon Steel Div., 
Republic Steel Corp. . 
Twin Harbors Lbr. Co 
Union Lbr. Co. 
T.S.-Mengel Plywoods, Ine 
U.S. Plywood Corp 
U.S. Plywood Corp 
U.S. Steel C 
Tpson Co, 
UWrania Lbr. Co., 
Van Valer Lbr. Co 
Vento Steal Products Co Ine 
Wabash Screen Door Co., The 
Waener Mfe. Co 
Wales Lbr. Co 
Wales Lumber Co. 
Wallace Mfg. Co 
Weather-Proof Con., The 
Weatherproof Products Corp. 
Wel-Bilt Products Co., The 
Wells Lhr. Co.. J. W.... 
Wendling-Nathan Ca... 
Wendling-Nathan Co 
Western Pine Assn 
Western Wholesalers 
Western Woods, Inc. 
Weyerhaeuser Sales Co. 
White Motor Co 
Wood Conversion Co 
Wood-Mosaie Co.. Ine 
Wood Products Co 
Woodard Walker Rowen 
Zegers Incorporated 


as 
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A NEW SERVICE FOR READERS! 


e Designed to save you time 
© To make it easy for you to keep informed 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any product described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT'S NEW” ITEMS — 


All you have to do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 
end of each item in which you are interested. Then 
fill in remainder of coupon and mail. 


Keep Informed on 
“WHAT'S NEW”! 


“WHAT'S NEW” ITEMS | 


38 39 40 41 #42 43 


56 57 58 59 60 61 


ADVERTISED PRODUCTS 


Name _ 
(Please Print) 


Company 


20 21 





City 


"FOR INFORMATION ABOUT 


ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
Index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser's Name. 


For information about any product or service adver- 
tised in this issue, circle the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and muil the coupon to American Lumberman & 
Building Products Merchandiser. 


As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 
facturer of the “What's New” item. 


Take advantage of this new service today! 


Use the BLANK BELOW to obtain: 


“WHAT'S NEW” PRODUCT INFORMATION: 

Circle the code number on the coupon below which corresponds 
to the number listed at the end of that specific “WHAT'S NEW 
item, 


ADVERTISED PRODUCT INFORMATION: 
Check the Advertiser's Index for advertisement’s code letter. 
Then circle the code letter on the coupen below. 


4615 
22 23 «#24 #25 32 33 #4 
50 S51 52 


68 69 70 


AE AF 
BE BF 


AN AO 
BN BO 
ce cF CN CO 
DE OF DN DO 
ce EF EN 
FE FF FN 
GE GF GN 
HE HF HN ¢ 
JE sf JN 
KE KF KN 
te LF tG 
ND NE NF NN 
OD OEF OF ON 


______. Position 


Address 


State 





Mail This Coupon to American Lumberman & Building Products Merchandiser TODAY! 


Buitpinc Propucts MERCHANDISER 











Continuous 
demand 
for 
| | Stanley 
CONTINUOUS 
1 hinges 


for tables, desks, 
chests, 

boat lockers, 
sewing cabinets 





na 
o 


i 


as 
Piss 
= 








Get this FREE DISPLAY 
with purchase of 

311% Hinge Assortment 
q ... Customers see 
hinge operation and 
actual finishes. It’s a 
big sales advantage. 
Ask your wholesaler. 


Cc : The Stanley Works, 
ay New Britain, Conn. 


[ STANLEY] 


Reg. U.S. Pat. Oft. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STECL STRAPPING © STEEL 
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NEW 


New Gas Vent 

Transite Type 
B-W Gas Vent 
is a new asbes- 
tos - cement 
product devel- 
oped by Johns- 
Manville for re- 
cessed wall 
heaters that are 
gas fired. It is 
approved by Un- 
derwriters’ Lab- 
oratories, 








2” 


Inc., for *.% 
mum clearance to combustible sur- 


mini- 


faces, permitting installation in 
standard wall construction with- 
out furring. This vent has an oval 
backbone of asbestos-cement pipe. 
Around this is a jacket of light- 
weight aluminum. The two are sep- 
arated by spacers that extend the 
full heights of the vent. The out- 
side dimensions are 23,” by 712” 
by either four feet or five feet so 
the vent fits neatly between 2x4 
studs spaced 16 inches on center. 
The foot of the vent has two metal 
angles for attaching it to the 
header plate of the heater. 


For more data circle No. 1 on coupon, p. 179 


i i ee 
on irate 





sa de cl, elgemainamamS 2 = 
New Siding Shingles 


Supradur Ramblers are 


pre- 
shrunk asbestos - cement siding 
shingles with horizontal color 
bands. They are said to be non- 


grained, uniformly thick, easy to 
cut, and non-warping. Supradur 
Ramblers are available in three 
color-locked pastel shades. Supra- 
dur Corp. 


For more data circle No. 2 on coupon, p. 179 


eee 
grestata ces 


i costeemeenell 





Domelites 


Vanco Plexiglas Domelites come 
in two different types: Clear, color- 
less plexiglas which absorbs ultra- 
violet rays, and white translucent 
plexiglas which softens and evenly 


PRODUCTS 


infra-red 
and reduces 


diffuses 
rays, 
glare. 

In shipment, the Domelite comes 
individually packed in square, rec- 
tangular or round shapes. Stand- 
ard dimensions are from 20”x20” 
to 64”x96”, but special sizes can 
be custom made. Materials are a 
choice of copper, aluminum, ex- 
truded aluminum or _ galvanized 


light, reflects 
absorbs heat 


iron. E. Van Noorden Co. 


For more data circle No. 3 on coupon, p. 179 





Ready-Made Backsplash 


A new extruded aluminum back- 
splash assembly for counters, sink 
tops, and vanitories has been an- 
nounced by The B & T Metals Co. 

Identified as the Chromedge 
sure-fit backsplash, the unit com- 
bines back panel, cove trim and 
cap molding all in one. It fits 3,” 
plywood tops covered with stand- 
ard high-pressure plastic laminates 
or other 1/16” coverings. A facing 
strip of the counter covering slides 
between grooves at the top and 
bottom, of the backsplash. The 
sections are available in 8 foot, 
10 foot and 12 foot lengths. 


For more data circle No. 4 on coupon, p. 179 


Heavy Duty Vacuum 
Machine 

The new Hild 
Vacuum Ma- 
chine, Model 
215, is powered 
with a % h.p. 
vacuum motor 
with turbine fan 
design. The car- 
pet tool, the 
floor, wall and w 
ceiling sweeping 
tools and the five-inch utility tool 
all have swivel connections which 
enable the operator to mdintain 
continuous surface contact without 
twisting the hose. The lip of the 
carpet tool is designed to glide 
over heavy or light pile rugs. The 
machine weighs only 52 pounds. 
Hild Floor Machine Co. 


For more data circle No. 5 on coupon, p. 179 


(continued on page 182) 
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“SUPERIOR” Lumber Mill = 


MARYSVILLE, CALIFORNIA 


Specializing in 

excellent quality dry 
Ponderosa, Sugar Pine, 
White Pine and Douglas Fir. 


Equipped with Modern Stetson- 


SUPERIOR LUMBER  iiiemssaeiiibcisiancans 


double-end trimmer. Member of 


SALES COMPANY [iismamammests 


920 9th ST. * Phone HUdson 4-8216 
SACRAMENTO 14, CALIF. 





straight or mised cars of 


YELLOW PINE 


~~ BOARDS & DIMENSION 


S Fas ° \ r Pe 
ae ie pra gcc ay bes song Ne om Our Future Crop of Timber 


tion to four species of Hardwood F ooring 


and Ye'low Pine Boards and Dimension, we 
offer a considerable variety in Southern 
Hardwoods. 30 years of quality production 
with 4 4 and thicker ash, red and white cak, FOR YOUR FUTURE NEEDS OF 
poplar, sap gum and tupelo a specialty -- 
assures your un 


; @ HARDWOODS 
reserved = satisfac 5 MODERN 
tion with all Miller BAND MILLS 


ve @ WHITE PINE 
iwems f mm 

. vner @ HEMLOCK 
For prompt service on your requirements, 


write, wire or phone - DEFEND YOUR TRADE with 


Miller « Company, ln. MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
SELMA, ALA. and JACKSON, TENN. 
Selma LD 43 — Phones — Jackson 23761 











Air-dried’ QUALITY LUMBER  Kiln-dried 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and oa 
thorough understanding of buyer's require 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 
supply your complete requirements. 





Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and patterns 





Morrill & Sturgeon 


Lumber Co. ag 
YEON BLDG., PORTLAND, ORE. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Ovr 32nd Year 








564 Market $t., Sen Francisco 4, Callf. 


VAN VALER LUMBER COMPANY 
Radio Central Bldg, Spokane 4, Wash. 
Phone: TEmple 1092 


WESTERN WOODS, INC. 
715 Spokane & Eastern Bidg.. Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 











CONIFER LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


P. O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE [Vanhoe 9-7655 


Carl E. Soderberg Lbr. Co., Inc. 


1120 Old Nat'l Bk. Bldg., Spokane 8, Wash. 


PINE SPECIALISTS 
TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 
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NEW PRODUCTS 
(begins on page 180) 


Can and Brush Holder 


The Whizzer Can and Brush 
Holder carries the brush securely 
and provides a grip for the paint 
can. Bright red plastic pistol-grip 
handle attaches to the can by a 
steel band and fastens with a wing 
nut. Brush is positioned by a clip 
so that any drip goes right back 
into the can. Whizzer Products Co. 


For more data circle No. 6 on coupon, p. 179 


Graforel Display Letters 


From Paris come the Graforel 
display letters offering 78 different 
alphabets of ready gummed char- 
acters in graduated sizes from 
3/16” to 4”. Twelve different type 
faces are available. Grace Letter 
Co. 


For more data circle No. 7 on coupon, p. 179 


Two-Piece Cap Flashing 


The Revere-Keystone Two-Piece 
Cap Flashing consists of two fac- 
tory-formed copper members. One 
of these is the receiver which is to 
be built into a masonry wall. The 
other is the counterflashing insert 
which snap-locks into place after 
the roofing and base flashing have 
been completed. 

The two-piece cap flashing is 
made of a 10-o0z. or 16-0z. solid cop- 
per sheet with the bonding ribs of 
the combination three-way flashing 
receiver providing even greater 
stiffness in the exposed portion. Jt 
is also available in lead-coated cop- 
per. Revere Copper and Brass, Inc. 


For more data circle No. 8 on coupon, p. 179 


Lawn Mower Motor Cover 


The problem of protecting power 
lawn mower motors is said to be 
solved by the Miller Protective 
Power Mower Cover. The plastic 
cover with elastic handle opening 
will fit any power mower, reel or 
rotary. It is made of metallic green 
vinylite with bright yellow edging 
and is waterproof, durable, flame- 
resistant and washable. John W. 
Miller and Associates. 


For more data circle No. 9 on coupon, p. 179 


Three New Chisel Rolls 


The Gensco Tool Division, Gen- 
eral Steel Warehouse Co., Inc., has 
announced three new vinyl coated 
canvas chisel rolls. Set No. 300-4 
contains four chisels from 1,” to 
1” in a flat pocket case with vinyl 
flap. Set No. 300-6 contains six 
chisels from 1,” to 114”, with a 


Sells On Sight! 





READYBUILT FIREPLACE 


(Reg. U. 8. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
medels in brick, stone and weod 
avaiable—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 
Dept. Al, 


1709-23 McHenry St. Baltimore-23, Md. 
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vinyl coated canvas roll, cotton 
flannel side flaps and heavy woven 
strap. Set No. 300-11 is the same 
style roll with the complete set of 
11 chisels from 1,” to 2” in size. 


For more data circle No. 10 on coupon, p. 179 


(continued on page 185) 





What's YOUR Answer? 


To paraphrase an old adage, “A lot of 
knowledge is a profitable thing.” Realizing 
that well-informed employes are th: mes* 
valuab'e “sales tor's,’ many cwners of 
retail yards annually make sure tha‘ al’ of 
their personnel get new subscriptions to the 
American Lumberman. Yari owners realize 
that such presentations are rea'ly tw -way 
gifts: employes feel better knowing they 
are keeping up with developments in their 
field; the boss gets better-‘nformed and, 
therefore, more valuable worke-s. One of 
the biggest bargains in the t:ade j vurnal 
field, subscriptions to the American Lumber- 
man cost only $1.50 per year when three or 
more are purchased at one time. This rean: 
the cost of each issue is just a little over 
five cents! 


What's YOUR Score? 
9 to 10 correct: Excellent! 7 or 8: Good. 
5 or 6: Fair 


1. What is believed to be the 
oledst retail lumber yard in the 
United States from the standpoint 
of continuous operation by the 
same family? 


2. Three ladies flatly state, 
“We don’t like stains” in an ad 
on screening by what manufactur- 
er? 

3. The Stevenson Lumber and 
Coal Co. Adrian, Mich., celebrates 
what anniversary this year? 

4. What is craze - resistant 
URAC 185? 

5. Who reminds you _ about 
“. . . How It Was in the Good Old 
Days” in a feature article packed 
with nostalgic memories of the re- 
tail lumber yard of yesteryear? 

6 What are Keasbey and Matti- 
son Company’s “Century” shingles 
made of? 

7. What’s coming up January 
11 for dealers in the American 
Lumberman’s exclusive ADservice ? 

8. ‘Panawall’’ is made by what 
plywood firm? 

9. In an article entitled “Store 
and Yard of the Future,”’ what 
does E. W. Hanson prominently 
recommend for increasing sales? 

10. A 3-D sales help program 
(aimed at homeowners, contractors 
and builders) is offered exclusively 
to retail lumber dealers by what 
firm? 


Answers on page 188 


BuILpInG Propucts MERCHANDISER 











- Cra weal 


$Si-Vel Spring 


Ordinary uncoated spring 
* 


i 


COMBINATION 
METAL ‘WEATHERSTRIP 
SASH BALANCE 


ZEGERS INCORPORATED 


SI-VEL 


(PATENT APPLIED FoR) 


SPRINGS 


Here’s a new exclusive feature 
for Zegers Dura-seal 
Combination Metal Weather- 
strip & Sash Balance! 
Counterbalancing springs are 
Si-Vel processed and coated 
to eliminate all noises. 

A velvet-like finish, actually 
baked on the galvanized steel 
springs, assures absolutely 
silent opening and closing of 
wood windows. It’s the most 
important window equipment 
development since the one- 
piece jamb member .. . 
another Zegers “‘first’’! 

Get complete information on 
this remarkable innovation 
now! Builders, see your 
Lumber Dealer;—Lumber 
Dealers, see your Sash and 
Door Jobber or Millwork 
Manufacturer. 


(To obtain more data on advertised products see page 179) 











2 GREAT 
CABINET LATCHES! 


*% No Moving Parts. *& Easily 
Installed. *& Trouble-free, 
Lifetime Service. % No Slamming 
to Close! %& No Jerking to 
Open! *& Clean — Sanitary. 


a 


for Kitchen and Bathroom 
Cabinets — fer Built-Ins 
— fer Furniture 


MAGNETIC 
LECO-LATCH 


with built-in permanent 
Alnico magnet. Never loses 
its power to hold! 





SILENT 
LECO-FLEX LATCH 


neoprene cylinder cushions 
action—lets door close 
silently! 








Write for literature and name 
of your distributor — TODAY! 


St. Joseph 5, Michigan 











Automatic Driver 
Diamond Points 


Shoots 100 Zinc or Steel Points into 
the hardest wood—as fast as a man can 
pull the trigger. Speeds up glazing of 
sash, frames and mirrors. Points can be 
driven at an angle, due to patented 
nose plate. 

For hand-driving — perfect glazing 
with Red Devil Triangle Points. Zinc 
Coating prevents corrosion. 


Product of 


Rad Devil Toots. 


IRVINGTON 1 
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LABORATORY EQUIPMENT CORP. 










“This Van of Padgett-Smith 
Oak Flooring is the finest I've 
ever received!” 





“Padgett-Smith Van Service on Oak 
Flooring is tailored to my needs.” 


Why don't you demand the best in service on 
fine oak flooring? Padgett-Smith trailers give 
direct delivery within a 500 to 600 mile radius 
—or regular freight shipment to points beyond. 
Padgett-Smith flooring meets all NOFMA 
standards of manufacture and grade .. . and 
has the plus values that mean builder and 
homeowner preference. For service and sales, 


try P.S. today! 
NORMAN 


pats 


= 


"ADGETT- \ his eele) 11, (emeen 


Manufacturers 


Representatives in most states. 
Write or phone for details! 


PHONE 31 MOUNTAIN VIEW 





(To obtain more data on advertised products see page 179) 
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a » NE W. / Makes 
"windows 
work 

again! 


il iil 


PULLMAN SASH BALANCE ~ 


Pre-tested—sells itself! 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes. 
For householders, landlords, bandy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


PULLMAN 


December 14, 















MANUFACTURING CORP 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 
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NEW PRODUCTS 


(begins on page 180) 


New Hudee Section 

A new type of frame has been 
added to the Hudee Sink Frame 
line. Designated Type B, the new 
section, available in stainless steel 
or aluminum, is designed for sink 
top installations where the flat rim 
or china bowl to be installed has a 
ledge 14” to 34” thick. 

Two fastening lugs have been 
developed for the new frame. The 
No. 2 lug is for use with °,.” to 

,” counter tops, plus top covering 
material up to 1.”. The No. 4 lug 
will take care of ‘.” to 1” tops, 
plus coverings up to 1x” thick. 
Walter E. Selck and Co. 


bor more data cirele No. 11 on coupon, p. 179 











New Tub Enclosure 


The Beauti-Dor comes complete 
in one carton—ready for installa- 
tion on any 5 or 5!’ recessed tub. 
All parts are included—-even the 
doors are completely pre-assem- 
bled (including the glass) at the 
factory. 

“Beauti-Dor”’ Tub Enclosures 
feature double overhead cadmium 
plated, ball-bearing rollers; thick, 
heavy aluminum and “Star-lite 
Aristocrat” and “Sea Foam” glass 
patterns. The 7/32” glass mounts 
in neoprene rubber channels for 
water-tight performance Shower 
Enclosures. 


For more data cirele No. 12 on coupon, p. 179 


New Bar Latch 

The Colonial Magnetic Bar Latch 
Is a new addition to the Amerock 
line of Colonial cabinet hardware. 
Here Colonial design is combined 
with magnetic power. The Alnico 5 
magnet has floating action for posi- 
tive contact to hold cabinet doors 
securely. The latch has no moving 
parts and is easy to install on new 
or old cabinets. No. E8550 latch 
is made for flush doors and No. 
E8555 for ” offset doors. Amer- 
ican Cabinet Hardware Corp. 

For more data circle No. 13 on coupon, p. 179 


(continued on next page) 
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% yet » o 
<n w Koy Guaranteed by ™ 
Good Housekeeping 


4 * 
45 avveanisto WES 


EASY TO INSTALL 


Lightweight, strong, resilient—no flopping, no “wrestling.” 
Blankets hold fast when placed between studs and joists. 
Save time and money on every job. 


FEDERAL SPECIFICATIONS 
B-H SPUN BLANKETS meet or exceed Federal Specifications. 


MOISTURE RESISTANT 


Mineral wool fibers can’t absorb moisture; vapor barrier 
guards against condensation in walls. 


GUARANTY BY GOOD HOUSEKEEPING 


Provides for replacement or refund of money if not as 
advertised in GOOD HOUSEKEEPING 





B-H MERCHANDISING PROGRAM 


Hard hitting sales aids Counter Display, Wall 
and Window Streamers, Decals, Newspaper Mats, 
Sales Literature, Sweet's Catalog Insert, Samples. 
All are powerful selling tools to help speed turn- 
over and build increased insulation volume. 








Write for Complete Information 


BALDWIN-HILL COMPANY 


2012 Breunig Avenue — Trenton 2, N. J. 


Kalamazoo, Mich... .Huntington, Ind... .Temple, Texas 


(To obtain more data on advertised products see page 179) 














NEW PRODUCTS 


(begins on page 180) 


amount of cement. It is nailed in 
place. Using the bead as a screed 
to make a flush true corner, the 
metal flanges are used with suc- 
cessive coats of cement. United 
States Gypsum Co 


For more dota eivele No. 14 on coupon, p. 179 


Line-Guide Fastener 

A line-guide fastener for brick 
or block laying at gable ends of 
homes and buildings is now avail- 
able. Called the Beaver Gable-Line 
Fastener, it is constructed of 
heavy-duty aluminum and operates 
by a simple twist of a thumbscrew. 
3ottom limit rests on top of prior 
row of brick, giving fixed height of 





Corner Reinforcement 


The Dur-A-Bead all metal corner 
reinforcement has been introduced 


for use with Sheetrock gypsum 
wallboard, It is said to true corn- 
ers, is easy to install, resist im- 
pact, and requires a minimum 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Phones: 8-8747 - 5-1191 ° Memphis 3, Tennessee 


















EVERY PORCH & BREEZEWAY 
\\\i)]| YOUR MARKET with 


ORLIN Self-Storing Enclosure Units 











Newest item in the field Self-Storing Screen and 
All Season All Weather Glass Instant Open 
Patented Porch Enclosure ing of Closing 














Takes Porch Rooms out of the high-cost 
bracket! Orlin self-storing units are easy to 
erect Cut costs in half no need to bother with 
combination sash or door jobs Porch or breezeway 
can be securely closed or opened in a few seconds from 
the inside. Sold on Exclusive Dealership Basis 























Compore — a 30x88 unit retails about $27. Write or 
phone for discounts 








7300 Kinsman Rd 
BRoadway 1-1332 


Cleveland 


— = 





M D. ORLIN CO. 


DEPENDABLE SERVICE 
FOR THE YARD TRADE 


Band-Sawn 
e Southern Pine ki 


WOODARD WALKER 


e Southern 


Hardwoods 
e Cypress BOWEN, INC. 
e Oak Flooring SHREVEPORT, 
The Best of the Leg—For the Best Oak LOUISIANA 
186 (To obtain more data on advertised products see page 179) 
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line and operates equally well with 
any pitch of face-board. Beaver 
Products Co. 


For more data cirele No. 15 on coupon, p. 179 


Portable Drawing Board 


A portable drawing board mold- 
ed of clear polystyrene plastic 
weighs less than eight ounces. Four 
corner clamps are provided for at- 
taching 8!~%”x11” paper. The two 
metal straight edges, one _hori- 
zontal, one vertical, are retract- 
able. The board measures 9°,”x 
12!,”. The Graphostat Co. 


For more data circle No. 16 on coupon, p. 179 











Home Lawn Aerator 

The new model Spike Disc lawn 
aerator and cultivator has a fully 
adjustable handle so that spiker 
may be run in either direction. The 
No. 8 has eight high alloy steel 
discs, each 10 inches in diameter. 
Spiking width is 16 inches. John 
H. Graham & Co., Ine. 


For more data cirele No. 17 on coupon, p. 179 


12-Foot Pocket Tape 
Evans & Co., offers a new 12-foot 
pocket-size white steel tape. Not 
only is it marked off in inches, but 
it also has a second scale, a foot- 
and-inch scale. The conventional 
scale is calibrated in 16th of an 
inch and is marked off from 1 to 
144 inches. The other scale is cal- 
ibrated in S8ths and is marked off 
12 inches to the foot, foot mark- 
ings being given in white on black 
island backgrounds. In addition, 
black-on-white smaller-size foot 
markings are repeated between 
(continued on page 188) 
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Dealers everywhere have found 

this to be true. Are you getting 

your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 
Write for catalogs today. 








Chain 
Link 





Wire es - \ 
Fence & : : 4 ; 
in : Shao Gi j / 1 — 
several ae % ee ps w/e 
types ees BE SE , 
° ' 


Poors Cylon 











| ee > oe | —— p? 
wee And they said cheap roofing saves money! 
Fence | 

in many styles COMMON SENSE: CHEAP ROOFING MATERIAL forces 


PAE Z| OTHER PRODUCTS — the builder to use twice as much 


Settees @ Flagpoles she; y > unre . . 
THE STEWART IRON WORKS CO., Inc. Stee! Folding Gates | — sheathing lumber and twice as much 


2051 Stewart Block, Cincinnati 1, Ohio Bronze Plaques meee = labor applying sheathing. This fellow 


eemuanenmnamenenentasnmnens cadets | eee | sealuenthadh-eel cnapnelaalinad, 
§; | art. [ROW nsWine fl hedges 
RED CEDAR SHINGLE BUREAU + SEATTLE, WASH, and VANCOUVER, CANADA 
, FENCES © ) 
sahil | 106 MILLION 
WHOLESALER 
7 @)°@)0) mm el\-) 4.4 PEOPLE AGO 
e®.hCO 


we started in business (1920). Through 
the years the population has grown until 
it is now estimated to be 160,000,000. 














































































































We have kept pace with the requirements 


of this ever-expanding market by furn- 


ishing quality products and giving de- 
pendable service during those 33 years. 


let us serve your needs today in the 


KILN DRIED 
YELLOW PINE 
DE MARKED 


/ 
DO END TRIMMED : S | 
W. M. McGOWIN i WALE LUMBER COMPANY 


anufacturing MANUFACTURERS AND WHOLESALERS 


LUMBER COMPANY art@ Dressing é Old Metienet Beak Bide. Spokene 10, Werb. 


Western Pines and associated specics. 








PINE APPLE ' Flooring — Siding — YP, Telephone: MAin 5617 — Teletype: SP 108-U 
ALABAMA. Boards, etc. tras Mills Located 
Darby, Mont. St. Regis, Mont 
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BONDERIZED 
STEEL 
WINDOWS 
OF 


Gets 


All casements drilled and 
tapped to receive storm sash and 
screens, operator arm guide chan- 
nels attached with screws for easy 
removal and replacement, if neces- 
sary; ventilator frames constructed 
from the same heavy sections asthe 
outside frame. This provides greater 
rigidity and stronger ventilators. 


VENTO 


BONDERIZED 


CHAMPION” 
BASEMENT 
WINDOWS 





14-gauge electrically welded frame, 
fins welded to jamb for quick in- 
stallation and double contact with 
leak-proof watershed sill. A plus 
value incorporates a_ redesigned 
latch which assures positive opera- 
tion under all conditions. 


Also ask about the extra value in: 

VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento ‘ ‘Champion” Barred Basement Windows 

Vento “Champion” Utility and Barn Windows 

Vento Thrifty Utility and | Howe Type Windows 

Write us for full information 


Some desirable territories are open 
for representatives and distributors. 
Write for particulars. 


Ill 


STEEL PRODUCTS 
CO., Inc. 


Buffalo 15, N. Y. 





249 Colorado Ave., 
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NEW PRODUCTS 


(begins on page 180) 


each inch notation. Each tape 


packaged in a clear Tenite plastic 
box. 


is 


For more data circle No. 18 on coupon, p. 179 








Aluminum Cupola 

The Cu-Po-Vent is a_prefabri- 
cated aluminum cupola. Side panels 
consist of rust-proof screen fas- 
tened between two sheets of heavy, 
embossed aluminum. Effective wind 
resistance is provided by double 
‘ouver construction. Cu-Po-Vent 
comes in two varieties: Model 7 
with all four panels fully louvered 
and designed for hip roof, flat 
roof, or curb mounting; and Model 
3, with two panels fully louvered 
and two panels with three louvers 
each, designed for ridge mounting 
on lower pitched roofs. United 
States Gypsum Co. 


For more data cirele No. 19 on coupon, p. 179 


Solution to 
What's YOUR Answer? 


Stop! Read questions on page 183 

1. The R. T. Arnold Lumber Corp., 
Adams, Mass., which has been in op- 
eration for 165 years. See page 70 for 
the full story on this and other pion- 
eer operations. 

2. Alcoa (Aluminum Company of 
America) on page 6. 


3. 80th. This firm was founded the 
same year as the American Lumber- 


man, See page 82. 

4. A resin adhesive featured in 
American Cyanamid Company’s ad 
on page 20. 


5. Ray E,. Saberson, Lumber Deal- 
ers Merchandising Institute, St. Paul, 
Minn. Don’t miss this account of the 
“good old days” on page 88. 


Mattison Com- 
shingles are made 


and 
“Century” 


6. Keasbey 
pany’'s 


of asbestos-cement. Advertised on 
page 42. 
7. A new feature entitled “Your 


AD of the Week.” Pages 120-121 con- 
tain full details. 


8. Roddis Plywood Corp. Ad 


pears on page 83. 


ap- 


9. He recommends using the store 
and yard as a coordinated sales unit. 
For further information on the retail 
lumber yard of the future, be sure to 
read this fascinating article on page 
94. 


10. Wood Conversion Co. 
pages 122-123. 


Ad on 


dD Cé mii ’ 


Advertisement 


DRYWALL PROBLEMS 
WHIPPED BY BEADEX 
ENGINEERING 


Remember this adage! 

“Spare the rod and spoil your job.” 
Conscientious architects, builders, 

drywall applicators, and home owners 

do not tolerate crooked corners, 

gles or surfaces 

finish walls. 


an- 
around openings in 


Due to proper designing and a 
proven application process, only 
BeapeX products correct and over- 
come all three of these discrepancies 
in drywall construction. 

BEaDEX products have advanced 
drywall finish to the fine wall class. 
There is no substitute for BEADEX, 

@ BeEapeX cornerbead for outside 
corners. @ BEADEX Corner-Rite for 
inside corners. @ JambeX reveal trim 
for door and other openings. 


Buy BeapeX products from your 
dealer. For additional information 
write BeapeX Sales, Inc., 4615 
Eighth Avenue N.W., Seattle 7, 


Wash. BreaneX of Canada (Ltd.), 


Box 417, Kingston, Ontario. 


CASH IN 









SEAL- 
PACKAGED 
FAST-MOVING 


BROWN'S 


SUPERLEWAR 


Fee the a... Red Heart-100% Oil Comment 


Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 


CEDAR is a fast-moving, 
SUPE 


profitable item and is 
produced by the largest 
Write for Builders Folder and Consumer Booklet | 


aud oldest experts in 
the business. Sold only 
through leading jobbers 
and millwork distribu- 
tors. 





Line J; 








PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


| GREENSBORO, N. C, Established 1866 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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New Workbench Standards 


The Quik-Bild workbench stand- 
ards are made of high-tensile rail 
steel for strength and rigidity and 
the exclusive “K” design provides 
ample knee clearance. Holes are 
located in the base plate and legs 
for permanently fastening the 
workbench to the floor or 
wall. Andy 


back 
srand furnishes the 
prefabricated standards, drilled, 
painted and ready for assembly 
with all nuts, bolts and_= screws. 
The building supply dealer furn- 
ishes the necessary pre-cut mate- 
rial for building the complete work- 
bench. Anderson Products Manu- 
facturing Co. 


For more data circle No. 20 on coupon, p. 179 


ea 


New Ceiling Prop 


The Gyp ‘“C” Prop is a sturdy, 
lightweight, self-adjusting  tele- 
scopic steel unit with a spring-steel 
tension top and a combination foot- 
plate and non-skid base. This prop. 
is said to hold ceiling panels se- 
curely after they have been lifted 
in place. A companion product is 
the Gyp “C” Doodle which acts as 
a sidewall prop. Gypsum Ceiiing 
Jack Co 


For more data circle No. 21 on coupon, p. 179 





New Flush Doors 


Grand Traverse Sales Co. is re- 
leasing three new lines of flush 
doors: (1) the Shoreline Admiral 


BuitpInc Propucts MERCHANDISER 


line, made from A-select birch; 
(2) the Shoreline Commander line, 
made from A birch, and (3) the 
Shoreline Chief line, made from 
paint grade birch. Door units are 
bonded with Urac 185 glue, which 
is made by the American Cyanamid 
Co. Door stiles, rails and cores are 
milled to micrometer readings. 
Each unit uses 24 pieces of 5,” all- 
wood ladders. 


For more data circle No. 22 on coupon, p. 179 


Paint Brush Rest 


The new Enterprise Paint Brush 
test is a three-ounce aluminum 
tray 6” long by 512” wide by 1” 
deep, notched to accommodate the 


brush handle. A detachable curved 
hanger supports the rest over the 
lip of the paint can of any size from 
quart to gallon. The rest can also 
be used as a spackling tray. En- 
terprise Mfg. Co. 

For more data circle No, 23 on coupon, p. 179 


(continued on next page) 


Svmbol of Quality! 


1 


MIPLE 


without compromise 


OUTHERN PINE 


LUMBER COMPANY 
DIBOLL, TEXAS 


(To obtain more data on advertised products see page 179) 








NEW PRODUCTS 


(begins on page 180) 





Jointer and Saw Set 


The Speed Jointer and Saw Set 
for circular saws is manufactured 
by the Speed Corporation. It is de- 
signed to take circle saws with 
diameters from 6 inches to 12 
inches with '.” to %” centers. The 
manufacturer states that jointing 
and setting with Speed Jointer and 
Saw Set (then properly filing) will 
make any circular saw true, sharp 
and fast working. This combination 
tool comes with jointing file and 
detailed instructions. 


For more data circle No. 24 on coupon, p. 179 


A fence should be selected to suit 
the design of a house, just as a prop- 
er frame is required to set off a pic- 
ture to advantage. 





GB SALESAIDS: 





Stereo Sales Aid 


This new point-of-purchase vis- 
ual selling aid gives a pictorial dem- 
onstration of a product or a service 
in 3D full color. By turning a knob, 
the Stereo - Exhibitor machine 
shows 40 photos without handling 
the slides. The counter model is 
compact—occupies only 12”x10” of 
space. It can show a complete line 
of products in every dealer’s store 
without burdening him with an 
overloaded variety of inventory. 
Stereo-Exhibitors, Div. of Mansol 
Ceramic Co. 


For more data cirele No. 25 on coupon, p. 179 





Jumbo Ball Twine Assortment 


This display self-shipper is print- 
ed in blue and yellow on white for 
the impulse buyer. The King Cot- 
ton Jumbo Ball Twine Assortment 
No. 25 contains 10 balls 300’ parcel 
post twine, six balls 500’ cable kite 
twine, four balls 500’ 4-ply house- 
hold twine, four balls 160’ 2-ply 
jute twine, three balls 175’ No. 18 
India twine, three balls 60’ No. 414 
India twine and three balls 150’ 
No. 15 mason twine. John H. Gra- 
ham & Co., Inc. 


For more data circle No. 30 on coupon, p. 179 
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- HOLLOW TREE REDWOOD COMPANY 


UKIAH, CALIFORNIA — 





\ 










Manufacturers of California Redwood 
e Dependable Quality 
e Dependable Shipment 


EASTERN SALES OFFICE: 228 N. La Salle St., Chicago 1 














TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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HOLT HARDWOOD CO. 


Manufacturers of 


BIRCH e BEECH e 
STRIP e BLOCK 
and 
HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


MAPLE e OAK 


e 
GRADED SAWDUST 
* 
High Grade Northern Hardwoods 
* 
Custom Kiln Drying 


Members: M.F. M.A. N H.L. A. WN. H. 2H. M.A. 


OCONTO, WISCONSIN 








GREENLEE CHISELS 


for fast, 


ran: hs Me Ac) a 4 


When you sell a Greenvee chisel, you are 


selling the means to true Each 


craftsmanship 
Greener chisel is of highest quality 


carefully balanced cted tool s 


blade is sele 
that long retains its true, fine cutting edge 
attractive green plastic handle provides 


comfortable, sure grip. Available in Socket Butt, 
Socket Firmer, and Tang Butt types. Stocked 


by leading wholesalers. Write for descriptive 


ITI ENLEE 


Greenlee Tool Co., 2272 Twelfth Street, Rockford, 


literature today 


one SALES- RAKING “™ to 
¢ v me for you 


wel gy Bir 
cs 


Ilinots 


BuILpInc Propucts MERCHANDISER 


, "MANY OF OUR APPLICATORS 
yom) USE THE FERROW GUN TACKER” 


I. \— | says the BALOWIN HILL COMPANY, 
Manufacturers of Insulation. 


CEILING TILE 
INSULATION 
BUILDING PAPER 
BATT WOOL 
FOIL 

CANVAS 
ROOFING FELT 
UNDERDECKING 
SHINGLES 
SIDING 
CORNERITE 


Ss 


is =f. MRRrow FAsTener [o../nc. 


ONE JUNIUS STREET, BROOKLYN 12 





* SOLD ONLY THRU DEALERS 
WE DO NOT SELL DIRECT TO CONSUMER 


N Y 


‘It's EASY to Profit with Wel-Bilt! 


* Adds Extra Room 
at Small Cost 


* Every Home a 
Sales Prospe:t 





Today's big housing problem 
is lack of space how your 
customers how Wel-Bilt Stair 
ways allow them to convert 
unu.ed attic space into a bed 
, playroom orf storage 
area It's easy and 
inexpensive for them 
and Wel-Bilt is a 
sure way to extra 

profits for you 


Well built of 
sturdy White Pine 
Smooth and eff 
cient in opera 

Best mate 

rials and design for 
maximum strength and 
safety Comes com 
pletely assembled to 
be c¢ natural for the 
“do it 


market! 


tion 


Write for full quality 
construction deails - 
and economical Wel- 
Bilt price list 


yourself 
SOLD BY LEADING DISTRIBUTORS FROM COAST TO COAST 
MANUFACTURED ®Y 
THE WEL-BILT PRODUCTS COMPANY 


P. O. BOX NO. 95 e MEMPHIS, TENNESSEE 


(To obtain more data on advertised products see page 179) 











SALES AIDS 


(begins on page 190) 





Tool Merchandiser 


Stanley Electric Tools announc.s 
the H1 do-it-yourself merchan- 
diser. The tools on the merchan- 
diser are set against a background 
of natural finished so‘id b'rch and 
black pegboard. Merchandiser in- 
cludes: one 6” saw, one *,. h.p. 
plane, two 4” drills, one 14 h.p. 
router, and one %% h.p. router, one 
%” drill and 10 router manuals. 
The merchandiser is 42” long by 
17” wide by 28” high. 


For more data circle No, 26 on coupon, p. 179 





NEW Sf} EQUIPMENT. 





Swinging Clamp Device 

A swinging clamp attachment is 
now available for use with al! gas 
and electric - powered Carloader 
models of fork lift trucks manufac- 
tured by Clark Equipment Co. 

The clamp device has a full 180 
traverse. A wide range of gripping 
reaches are available, operated 
either by hydraulic shift alone or 
by combination hydraulic shift and 
manual adjustment of the rear 
pad. 


For more data circle No. 27 on coupon, p. 179 


Rapistan Roller Conveyor 
The new 1.9 series Rapistan roll- 


er conveyor is manufactured by 
tapids-Standard Co., Inc., in 11 
regular widths from 12” to 51” 
with choice of seven roller spac- 
ings from 2!,” to 12” on centers. 
Capacity is 250 pounds per roller 
in normal duty use, subject to 
frame capacity of 2,750 pounds (in- 
cluding weight of conveyor) when 
supported on five-foot centers. 


For more data circle No. 28 on coupon, p. 179 


Tilting Arbor Saws 
Darra-James 8” and 9” Tilting 
Arbor Saw Models 85 and 89 have 
several new features. Newly de- 
signed work tables have reinforcing 
ribbing and a working surface of 
34”x20”. Lever-locking fence is 
self-aligning with ball knob handle. 
The new miter gauge is of heavy 
cast aluminum construction with 
automatic stops at most used an- 
gles. Toolkraft Corp., Div. of the 
Hampden Brass & Aluminum Co. 


For more data circle No, 29 on coupon, p. 179 
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WHITE FIR 
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South 








PONDEROSA PINE. 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. | 


SUSANVILLE 


INCENSE CEDAR 








CALIFORNIA 






































“When are you going to build 
some BOOKSHELVES?” 





ve 


» 


DOUBLE THE RETURNS FROM 
YOUR NEWSPAPER ADVER- 
TISING by using our cor- 
toons. Your cost is only 50c 
per week—so YOU Are Los- 
ing MONEY it you Pass This 
| Up. Select from 104 cartoons 

on Building, Remodeling, etc 
Mets come in 1 of 2 column 
| sizes to fit any size ad. 
| Exch 350 FREE copy ideas 
} 


—— | 


Exclusive city franchises go- 
ing fast Write today for 
FREE proofs and complete 
information to: 


‘LIL-AD FEATURES 


RFD 3, Santa Ana, Calif. 

















classified 
advertising ... 


is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 





hie bution. Check the classified pages for rates in this 
issue. 
Address 
192 (To obtain more data on advertised products see page 179) December 14, 1953, AMERICAN LUMBERMAN & 














| —_ 
| adenosis 


VERNON 


‘FLOORING — 
BEECH - Oak - PECAN 


NOFMA Certified 
We presently have large stocks of BEECH and 
PECAN in all grades, available for prompt shipment. 


PECAN FLOORING is particularly suitable for 
INDUSTRIAL CONSTRUCTION, GYMNASIUMS, 
SKATING RINKS, and at the same time is a MAG- 
NIFICENT floor for HOMES. 


Substantial savings by use of either BEECH or 
PECAN, 


OBTAIN OUR PRICES 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alaboma 











there's money in 


ClCH 
casy-To-hande, 
Profitable 


PRESSURE TREATED 


Stops Rot and Termites 


Know the reasons why 
genuine Pressure 
Treated Wolmanized 
Lumber outsells the 
field two to one. Write 
for this free Branch Offices in Boston, New York, Baltimore, 
booklet. Why Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
‘ “ San Francisco, Seatile and Portland, Ore. 


American Lumber 
& Treating Co. 
1673 McCormick Bidg., Chicago 4, Ill. 


Wolmanized is a registered trademark of 
American Lumber & Treating Co. 





Jeffreys-McElrath 
MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Macon, Ga. 


Milledgeville, Ga. 
A ¢, Ga. Chase City, Va. 


Keesville, Va. 
Rateigh, N. 
Jackson, Ga. 


Oxford, N. C. 














TANNEWITZ rere 


for Swing Saws 
Ss AV E S | $30 to $50 A MONTH 
IN LUMBER AND neem 


30 Days Free Trial | 


ORDER’ NOW OR SEND FOR 
CIRCULAR 


GRAND RAPIDS 
MICHIGAN 





BuitpInc Propucts MERCHANDISER 





ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 
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HINGES: Display unit, sti 
mee avt 1s 
INS LATION spun wool: 
t mp bialedwi Hi ’ 
. j W 
mh MISER, incense cedar: Foldet est 
\2 ern Pine Assn. See adv't p. lot 
X Lt MB i, treated: Booklet; American 
bt & Treating Co See adv't p 
93 
3 way setting which allows the file to NAILS, aluminum, display unit: Liter- 
j reach corners and edges; the Li’ ature; Reynolds Metals Co. Ses sev" 
2 Heow-ell Sharpy Hand File is a ‘‘home-size” NATE, roofing Samples, booklet; Den 
; i : file with cushion-action iston Co. See adv't p. 149 
: PAINT, color system National Lead 
bor more data circle No. 33 on coupon, p. 179 Co See adv't pps. 40-41 
1 PAINT BRUSHES: Sales aids, displas 
r , ‘ ‘ tobinso ic, 8 
rhe exclusive franchise plan which ened ate oe, ms 
enables lumber dealers to serve the PANELS fibreglass: Folder; Chemold 
do-it-yourself trade with rental tools SS ee a Peer Oe ae . 
‘ > a ~ RS nformation 
is explained in “Profits Unlimited. hICKET € Ga. des ove o. Til } 
a two-color brochure and explanatory PLYWOOD, fir: Sales aids; Douglas Fir 
package. Allied RenTool Service Plywood Assn. See adv't p. 61. | 
RANGES, electric Information Tho. 
For more data circle No. 34 on coupon, p. 179 Corp. See adv't pps. S5-86 
ROOFING, aluminum Information 
+ Alun l Co. of America. See adv't 
Advantages and uses of Fenestra “Aaa sales ? 
: ; residential-type sliding closet metal ROOFING, — aluminum Information 
Garage door information for deal- doors are described in a new eight- a State Metals Co, See adv't 
ers, contractors, and architects is page, two-color folder available from R éoF ING aluminum Information; 
presented in the new 1954 catalog Detroit Steel Products Co Installa- Reynolds Metals Co See adv't pps 
-enar re ¢ ar . . 42-93 
eosperee , A Howell Manufactur- tion details, stock sizes and special SASH BALANCE: Sales aids: Pullman 
ing Oo. illustrated and described features are described and illustrated. Mfg. Corp. See adv't p. 184 
are the How-ell-dor line of standard For ; testa Ne. a8 a SAWHORSE BRACKETS: Display car- 
and special design residential and or more data circle No. 35 on coupon, p. 17 con i homas Products Co See adv't 
commercial doors, electric operators ‘ ‘ Ss SENING: Catalog; Keytsone Wire 
and accessories The Worksaver Telescopic high lift ° See adv't p. 164 
For more data circle No. 31 on coupon, p. 179 platform truck which is available in tids ‘ A va atte oa 
capacities of 3,000 and 4,000 pounds, p 19 is ' ‘ 
Eclipse Fan Type Combination is featured in a new bulletin P1512B, SHEATHING, laminated Descriptive 
Gas-Oil Burners are described in a published by the Yale Materials Han- incormation Upson Co, See adv't p 
new catalog recently published by dling Division of the Yale & Towne SEIINGLES, aabestos-coment: Informa- 
the Eclipse Fuel Engineering Co. The Mfg. Co tion; Keasbey & Mattison Co. See 
unit includes blower, burner, oil For more data circle No. 36 on coupon, p. 179 yeas 
ump with motor, tuyere am STAIRW Vs attic: Catalog; Bessler 
ee ; : iyere, mixer Disappearing Stairway Co See adv't 
safety equipment, transformers, reg- ‘ ' ; : ». 163 
ulators, valves, filter, piping and wir- rhe Blue Bevil Blade mg the subject a oe AYS, attic: Information; Wel- 
ing of a bulletin made available by the be Sm Co, See advy't p, 191 
Musto-Keenan Co. The blade comes TILEBOARD Do-it-yourself” plan 
For more data circle No. 42 on coupon, p. 179 en > of é A&E Pileboard Co Tic See adv't p 
in 6” and 8” sizes and can be mounted 105 
New Li'l Sharpy Hand Tools are on any standard arbor. It is said to be ae hat hg at nar Fletcher-Terrs 
. . o ee ne { ’ wi 
described in a four-page folder pre- be the first low-cost blade employing TOOLS, hand Bulle tin, eats log. Gold 
pared by the Milwaukee File Co. The the use of diamonds and powdered , platt Tool Co, See wdv't p. 13! 
Li'l Sharpy Sanders have cushion-ac- metal in a blade designed exclusively — S, ree ena ‘De Walt, 
tion for better sanding qualities; the for the tile trade. TOOLS, powe! Circular Tannewitz 
Li'l Sharpy Versatile File has a three- cor more data circle No. 37 on coupon, p. 179 TRI CK BODY roll or Catalog; R-B 


Co, See adv't p. 177 
TRUCKS, automotive, maintenance pro 


| + e DOORS. wood. louvered: Information angi pegs + pa White Motor Co 
: . mee wc , 4 
n ormation Offered DeCor. See adv't p. 16 TRUCKS, fork lift: Catalog, movie 
FENCE, iron and wire: Catalogs; Stew Clark EKauipment Co. See adv't © 1 
. art Iron Works Co., Ine See adv't TRUCKS. fork lift: Bulletin 77: Silent 
In Advertisements tary $DCKS, fork Net: Bulletin 27; Site 
FENCE teel ales plan Kevstone TRUCKS yard manual Literature 
Do you wish detailed information on a specific Steel & Wire Co. See adv't pps. 66-61 wade oe ope p a. ae wee S38 
product or service? Check through this easy-to- FIREPLACE UNITS: Book: Price Fire Pr lip c I ay -. a - Information 
use index of literature and data offered in place, Heater & Tank Corp. See adv't WALL Pp ANELS oh. o. See advt p. 4 
this issue's advertisements: ». 178 Sok Ce ae WD <" Armstrong 
FIRKEVLACKE UNITS: Catalog Ready WALL PANELS: Deserinptive literature 
built Products Co See adv't p. 182 Homasote Co. See adv't p. 159 
———— FLOORING, hard maple: TMlustrated lit WALL PANELS: Information; Roddis 
erature ii pbbin Flooring Co Se Plywood Cory See adv’t p. 83 
adv't p. lot WALL PANELS Promotion aids. in 
a + oi neat Ad Fes t eke ys FLOORING, hardwood Samples liter ane ane 9.4 Plywood Corp See 
ari i te ! ‘ eal ure mee - «tf TS ’ 
adv't p. 192 Rola His in oo See nth yf se WALL PANELS Display Unit Wal 
> _— . . t = mietal Sales ilds Angelus lace Mfv Co See adv't » fl 
CRE « Sane: Mae: Wrought Iron. See adv't p. 141 WALLBOARD: Sales aids bok: Weed 
uiv't p. 29 FRAMES, metal Information Hevyve al ion Co See adv't pps. 122- 
CLOSET LINING: Folder, booklet; Geo eee tinsel cil d WEATHERSTRIPPING: Booklet, sales 
(. Brown & Co., Inc. See adv't p. 188 GLASS window Booklet Libbey aids, display unit ey: “ab- 
, een commana a enren ak Owe Ford Glass Co. See adv't p. 39 yar eg 4 eport Fab 
CONCRETE AGGREGATE Kulletit ries. Tne See adv't p 42 
Great Lakes Carbon Corp. See adv't GLASS BLOCK: Information Kimble WEATHERSTRIPP ING pisates ear- 
p. 138 Glass Co, See adv't p. 46 ton: Macklanburg-Dunecan Co See 
CONCRETE FORM TIES: Informatio: GLUE: Informatk American Cyana adv't pos. 26-27 
Richmond Serew Anchor Co. See adv't mid Co. See adv" t p. 20 WRATHE RSTRIPPING SASH BAT, 
rp. 2 HARDBOARD: “Do-it-yourself” project ANCE Information Weatherproof 
DOORS combination Information plans; Masonite Corp. See ady't p. 69 Products Corp. See adv't p. 152 
Wabash Screen Door Co See adv't HARDWARE, cabinet: Catalog; Amer WINDOWS. aluminum awning: Speci 
mp. 145 ican Cabinet Hardware Corp See fication data: Michael Flvnn Mfg. Co 
DOORS, flush: Deseriptive informatior ulv't p. 19 See adv't p. 169 
Grand Traverse Sales Co, See adv't p HARDWARE, latches Descriptive lit- WINDOWS. steel: Information r. .€ 
1 erature Laboratory Equipment Russell Co. See adv't p. 75 
DOORS, Garage overhead Catalos Corp. See adv't p. 184 WINDOWS, steel: Information; Vento 
Calder Mf Co, See adv't p. bt HARDW AR locks Merchandising Steel Products Co., Ine. See adv't p 
DOORS arage. overhead: Bulletin 52 plan ee * Corbin Div American 188 
AL: Wagener Mfg, Co, See adv't p. 171 H iw: ire Corp. See adv't p. 89 WINDOWS. wood: Specification det 
DOORS tee Descriptive literature HARDWARE locks Catalog sales Andersen Corn, See adv't pps. 102-108 
Truseon Steel Div Republi Steel aids: Russell & Erwin Div., American WINDOWS wood Information Malta 
Corp. See adv't p. 129 Hardware Corp. See adv't p, 33 Mfe. Co. See adv't p. 134 
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BUILT TO LAST! 
BUILT TO SELL! 


REDWOOD SURROUNDS 


Improve casement installations and reduce labor costs with STORM 
KING Redwood Surrounds. They allow for expansion—won't decay 
and are easily painted Precutting to exact length, with half 


lapped and mitered joints, quickly enab'es your builders to fit any 
standard type casement sash 


America’s Foremos' 
HEAD FRAMES — SILL 
and JAMB FRAMES 


Available 


Mcnufcocturer 
of K.D. 
Redwood 
Surrounds 


in Random Lengths 


Any CQuentity - ‘ 
Buy Drect from “Ay 


STORM KING 


CORPORAT ON 
505 East Pearl St Miamicburg, Ohio 








‘LAYTITE’ «= FLOORING 


Blocks, continuous or regular 
strip, and Slats 


Forest Products Since 1872 


CONNOR LUMBER AND LAND COMPANY 


P. O. Box 112-M, Marshfield, Wis. - Phone No. 3 - Teletype No. 26 








“THE GREMLIN’ 


THAT’S BLISTERING 
THE HOUSE PAINT! 


Give Condensation the Air 
with “MIDGET” LOUVERS 


“MIDGET” LOUVERS not only build cus- 
tomer good-will and increase sales ... they 
provide additional profit for both the dealer 
and the paint contractor. 


Ventilate all danger spots and prevent 
sweating and dampness that causes mois- 
ture blistering. Simple to install. 


2 styles—for indoors or out—6 sizes. 


the “MIDGET” LOUVER COMPANY 
8 WALL STREET - NORWALK, CONN. 








ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR ares | Lumber 
Pi + E rom sgn 


" California Ponderosa Pine 
Mouldings and Cut Stock 


¢ 
~~ eee 


\ S 











KIRBY 
Lumber Corporation 


® Yellow Pine 


@ Oak Flooring 


KIRBY BUILDING HOUSTON, TEXAS 


“Is it as Good as Kirby’s?”’ 























Buitpinc Propuctrs MERCHANDISER 


McCloud Lumber Co. } 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


’ 


P Quality 6 


WESTERN 
le] aa fete) s)-) 


by 
4 - 
Teas 


. 
PONDEROSA PINE 
SUGAR (Genuine White) PINE 
DOUGLAS FIR, WHITE FIR 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 

1 Time — 10¢ per word for each insertion. 
Minimum charge of 50c per line. 

3 Times — $c per word for each insertion. 
Minimum charge of 45c per line. 

6 Times — 8c per word for each insertion. 
Minimum charge of 40¢c per line. 


7e per word for each insertion. 
Minimum charge of 35¢ per Iine. 


26 Times — 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 


lication. Advertisements are set in 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 


sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 

For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 


When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, M. 





HELP WANTED 





Wanted — Salesman, drawing account 
and commission basis for Indiana. Ex 
cellent opportunity for man who has a 
following who can sell a widely diver- 
sified line of lumber and plywood prod- 
ucts. 


EDWARD HINES LUMBER CO. 
77 W. Washington Street 


Chicago, Illinois 


LUMBER SALESMAN WANTED 


Young man, some lumber excerience. Chi 
cago territory. Western softwoods. Old es 
tablished with large clientele. Commission 
and drawing account. If proven worthy then 
profit sharing or working interest. Advise 
qualifications, age, etc. Replies confidential. 
Address Box N-38, American Lumberman, Inc. 


Warehouse manager 
or wholesale 
desirable. 


Alexander Warehouse & Sales Company 
105 W. Adams Street 
Chicago, Ill. 


Central Illinois. Retail 
building material experience 





SITUATIONS WANTED 





HELP WANTED 


Buildin 
ence. 


Material Executive. 20 years expori- 
uccessful background in retail man- 





WHOLESALE LUMBER SALESMAN 


Opening available for an experienced lum- 
berman in the Southwestern Ohio area. Young, 
aggressive concern specia)l: in upper 
qrades of White Pine, with 1 Shipments, 
Transits and Distribution Yard service, re- 
quires high caliber representative preferably 
with a following among the reta'l yards of 
this area. Reply fully te Northwest Lumber 
Company, Inc., 50-26th Street, Pittsburgh 22, 
Pennsylvania. 


Wanted by an established southern whole. 
sale lumber company selling both southern 
and western woods two salesmen for south- 
eastern and central territories. Give full in- 
formation, and all correspondence will be 
treated in «trict confidence. Address Box N-35, 
American Lumberman, Inc. 





MANAGER — Must be experienced in retail 
J bh h 4 ? 7 A. 2 A. , upon 
ability: write, stating age, experience and 
qualifications. Address Box N-39, | 


Lumberman, Inc. 


Wanted: We are looking for a ton flight man 
with the knowledge of wholesale selling re- 
tail and industrial accounts. We want this 
man to assist us in a training program of 
wholesale lumber selling for our salesmen. 
This man should be thoroughlv versed in 
sources grades and uses, particularlv of the 
West Coast species and with the abilitv to 
impart this knowledge to others. Would pre 
fer man with large following of customers in 
the middle west, but would consider appli 
cant anywhere who would be willing to move 
to Chicago or vicinity Address Box P-?0, 
American Lumberman, Inc. 


Lumber and Millwork—Inside Salesman 
Must be experienced in retail lumber busi- 
ners. Experienced in making show drawinas 
and material lists of woodwork for schools 
and homes. Salary depends upon ability. Per. 
manent position for capable man. Write stating 
age and qualifications. 


THE A. G. SHARP LUMBER COMPANY 
1224 Brittain St. 
Youngstown, Ohio 


Experienced Millwork Salesman for Central 
Illinois territory. Exceptional opportunity. 
Morgan Sash Dorr Company, 2287 Blue Island 
Avenue, Chicago 8, Illinois. 


Help Wanted—Assistant manager home owned 
a ee county a population 
qrowing usiness, opportunity. Ad 
dress Box N-50, American ne Inc. 
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gq field. 46 years of “1; college train- 
ing. Desire change. Retail, Wholesale, Man- 
ufacturing. Address Box N43, American 
Lumberman, Inc. 


Detailing and billing special millwork cabinets 
and fixtures. 25 years experience all types of 
buildings. Address Box N-58, American Lum 
berman, Inc. 


Manager, Assistant Manager or will buy. Sell- 
ing my interest in yard I omen 45 years 
old, available after January 1954. Prefer In 
diana, Ohio or Illinois. ddress Box 
American Lumberman, Inc. 


Graduate Forester, some experience, desires 
position with private company. Details upon 
request. Address Box P-21, American Lumber 
man, Inc. 


MILLWORK SUP’T: Years of experience, large 
volume special millwork; oroduction man; 
Central States preferred. Address Box P-22, 
American Lumberman. 


Thoroughly experienced in special millwork, 
detailing, billing. listing estimating. Know 
machines and bench. Able to direct others 
Sober. reliable. Address Box P23, American 
Lumberman, Inc. 


Experienced Lumberman presently employed 
by firm of Engineers desires connection with 
retail lumber yard. Would prefer Southern 
States. Can furnish excellent references. Cap- 
able of managerial or supervisory position. 
Write P.O. Box 4332, Jackson, Miss. 


SALES REPRESENTATION 
WANTED 


WANTED SALESMEN with following to seli 
Inland Empire Lumber. Idaho White Pine 

. Engelmann White Spruce, Fir 
and dian Western White 
Spruce, both KD and AD. Can ship highly 
mixed cars, good sized cupacity. 


FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE, WASHIINGTON 








DISTRIBUTORS WANTED 

New line of Grandview Birch paneled kitchen 
cabinets offered in standard modular sizes. 
Also Formica sink and counter tops. Write 
for catalogues and discount schedules. 
Grandview Products Co., (Suburban Kansas 
City) 129th Street South on Highway 71, 
Grandview, Mo. 


December 


SALES REPRESENTATION 
WANTED 





Carload sales organization desirous o!{ obtain 
ing additional mil: connections for all species 
of domestic lumber for sales to retail yards 
and industry in Buffalo, Erie, and Cleveland 
area, commission or wholesale. Keep us ad 
vised on your transits. Write Cadilla- Lum- 
ber Sales, Inc.. P. O. Box No. 6621, Cleve 
land, Ohio. 


SALESMAN 
Man now covering lumber yards Northern II 
linois including Chicago and suburbs to sell 
additional line of White Pine Mouldings. Al! 
replies held confidential. Address Box N-49, 
American Lumberman, Inc. 


Manufacturers Representatives wanted to han 
dle Wood Window line in the areas of Mich 
igan, Ohio, and Indiana. Firm well established 
with outstandina product. If interested write 
Box P-24, American Lumberman, Inc 


Building Specialties Distributors. 
Extremely competitive. 


Beautiful Line — All Steel Chrome Framed 
Recess Rolling Mirror Door Medicine Cabinets, 
now available. Protected territories. 


IMPERIAL MFG. CO. 
BURNSIDE AND TAFT AVENUES 
INWOOD, L.I.. NEW YORK 


EXPERIENCED FULL TIME 
HARDWARE SALESMEN 


Protected territories with expense account 
drawing and commission. Expanded sales of 
fers unusual opportunity for additional sales- 
men to sell “FASTINGE’ the non-mortising 
door hinge that has opened new markets in 
the Hardware Field. Unique merchandising 
plan sells readily to Hardware and Bu'lding 
Material jobbers, Lumber Yards, Hardware 
Stores and industrial users. Onlv full time, 
thoroughly experienced men need apply. 


NO MORTISE HINGE CORPORATION 
BOUND BROOK, NEW JERSEY 


Agents wanted calling on Kitchen Cabinet 
dealers, manufacturers, lumber and bu Iding 
supply dealers and wholesalers for complete 
line of MAPLE KITCHEN CABINET COUNTER 
TOPS. Top commissions. State territory cov 
ered. POLLAK INDUSTRIES CORPORATION, 
Escanaba, Michigan. 





SALES REPRESENTATIVES 
AVAILABLE 





MANUFACTURERS REPRESENTATIVE calling 
on Long Island and New York Citv yards can 
actively handle additional plywood, millwork, 
builders’ hardware and specialty items. Ad 
dress Box P-25, American Lumberman, Inc. 





Manufacturers Representative with excellent 
following wants one substantial line for Lum 
ber and Building Supply Deslers in Long Is 
land, New York Citv and Westchester. Can 
produce volume. Direct Factory Representation 
only. Address Box P-26, American Lumberman 
Inc. 





WANTED — RAILS 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1. Mo 


STEEL RAILS 


Any Quantity-—-Any Size 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 


RAILS 

New Relaying 
Always in market to purchase and sell al! 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bldq 
New York, N. Y. Pittsburgh, Pa 

105 Lake St., Reno, Nev. 


I4, 1953, 


AMERICAN LUMBERMAN € 























BUSINESS WANTED 





Wanted to Buy—A lumber and building ma 
terial supply business, preferably Ohio. Send 
all particulars to P.O. Box 1125, Columbus, 
Ohio. 





BUSINESSES FOR SALE 


YARD FOR SALE 

RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equipment on the L4N R.R. Co. Fifty 
miles south of Cincinnati. Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
ard and can be increased. Been in business 
or 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry, Ky. 





Want to buy a lumber and hardware busi 
ness with as little as ten per cent down? Some 
young man of high character can do just that. 
Write Joseph Binford & Son, Crawfordsville, 
Indiana. 


FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively 
small investment will handle. Owner wishes 
to retire. Address Box N-45, American Lum- 
berman, Inc. 


Want sell part interest in modern planing mill 
to good operator. Exceptional opportunity 
for good man. All new Yates Equipment, un 
limited supply White Spruce lumber. Located 
in go town in Canada. Piincipals respons- 
ible. Address Bex N-46, American Lumber- 
man, Inc. 


Lumber, Builders Supply Business. Yard with 
private sidings. Attractive store on heavy 
traveled highway in Eastern Ohio. Gross for 
1953 one half million dollars. Attractive pro 
position to parties with successful record. 
$60,000 cash, balance on long period terms. 
Write Box N-54, American Lumberman, Inc. 


Long established lumber yard and _ planing 
mill in central Wisconsin. Good business. 
Address Box N-51, American Lumberman, Inc. 


YARD FOR SALE 


Successful lumber and coal business with 5 
year average gross sales $170,000. Sp'endid 
opportunity for established business wishing 
to expand. Owner wishes to retire. Present 
employee fully capable of handling manager 
ship for new owner if desired. For further 
information write: H. C. Heinsch, Deer Lodge, 
Montana. 


Lumber Yard & Hardware Store in Albuquer 
que, New Mexico. Inventory, Machinery & 
Accounts. Avproximstely $40,00000. Volume 
$130,000.00. Can be doubled. Sell t> respon- 
sible party on easv terms. Will lease Real 
Estate to suit purchaser. Owner retiring. Ad 
dress Box P-27, American Lumberman, Inc. 


Old established Lumber and Supplies. $30,000 
stock, sell or lease property. Close in, Tulsa, 
Oklahoma. F. W. Newman Agency, 807 S. 
Detroit, Tulsa, Oklahoma. 


Retail lumber and wood products manufac 
turing business in central Illinois. Terms. 
Address Box N-53, American Lumberman, Inc. 





PROMPT SHIPMENT 





BUILDING PAPER 
Glas-Eraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Ba (larger opening) 
Twine Tor tying lumber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast” Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalis 
Adjustable Shelf Supports 

HOSKING PAPER 6&6 S$ 


P. O. Drawer 43 ette, Il. 


Buitpinc Propucts MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and 
products send us inquiries. 


Corinth 
Hardwood Co., Bristol, Tenn. 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Arch‘tectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


Have available for sale to Retail Lumber 
Dealers in carload quantities or possibly truck 
shipments depending upon distance from our 
mill in Kentucky — perfectly manufactured 
25/32"x1¥o''—Kiln Dried Appalachian Oak 
Flooring in all grades — your inquiries appre- 
ciated. —— unch Lumber Company, 4631 
Reading Road, Cincinnati 29, Ohio — Phone 
REdwood 5700 — TWX CI-269. 


Kiln Dried Dougles Fir Industrial Clears 
Standard sizes through 16/4 


also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly. 


Mouldings 
Millwork Blanks 


Al Clements Lumber Co. 


Phone 5-3317 TWX EGO49 


FOR SALE: 150M dry jack pine 1x4-8' & 
longer. ISOM dry 4/4-8’ poplar. Can S4S or 


S2S and resaw. A. M. Rhoda Yard, Bemid i 
Minnesota. 





BUSINESS OPPORTUNITIES 





—_ 


WOODWORKING PLANT 


Sales $6,000 month; large building area; 
complete equipment; low price. Specialize in 
cabinet work. 
APPLE CO. 


BROKERS, CLEVELAND, OHIO 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minnea Minna. 


ADVERTISING YARDSTICKS 


Basswood, 2-color. Same ce as l-color. 
Also Paint P AA . 7 ) br hip sore 


RB. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, fl. 





FOR SALE 


Large Roller Rink, doing good business. Also 
portable Saw Mill. Walter Clem, Decatur, 
Indiana. 


USED MACHINERY FOR SALF 





1937-D-40 International Semi-Tract Pole Trail- 

Winch, Fully equipped for logging and 
lumbering. Address: P. O. Box 1282, Indian. 
apolis, Ind 





For Sale — 1 Only—Hall & Brown No. 215 
8° Ball Bearing Moulder, Belt Driven 


$1695.00 


1 Only Yates-American No. $05 12” 
Babbit Bearing Moulder, Belt Driven 
$845.00 


Both machines less motors. Offered as is where 
is, but will load on cars or trucks. Can be 
inspected at 6515 Page Blvd., St. Louis. Mis 
souri. If interested contact W. L. Behan, Jr., 
Hill-Behan Lumber Companv, above address. 


FOR SALE: One Clark Bros. 42” band mill 
ball bearing complete with carriage, saws, 
and saw fitting equipment. Priced to sell. 
Tom Scholar 
P. O. Box 325 
Phone 7426 
Asheville, N. C 


Dry Kiln Stickers & Bolsters 


100,000 pcs. 114" to 2’’—4' long. Also 10,000 
pes. 4x4'—-54"" Ross Carrier bolsters Red 
& White Oak S4S HM then leg*is bolted to 
bolster. This way bolsters become separators 
in lift truck stacking. 


Huss Lumber Company 
2301 No. Racine Avenue 
Chicago 14, Illinois 


ELECTRICAL MACHINERY 


Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at al) times. Ex- 
pert Repair service. Send us your inquiries 
Vv. M. NUSSBAUM 6 CO., Fort Wayne, Ind. 





BOOKS FOR SALE 





LUMBER AND ITS USES. By Kellogg. A 
practical outline describing in non-technical 
language the properties and uses of the prin 
cipal cial speci of wood which are 
manufactured into lumber. Fourth edition. 
Price $4.00. 





FOREST PRODUCTS. By Nelson C. Brown. 
Harvesting, processing and marketing of ma 
terial other than lumber, including the prin 
cipal derivaties, extractives and incidental 
products. Features 155 illustrations, g'oseary 
and reference list. Price $5.CO. 


LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un 
derstanding of logging methods employed. 
Price $5.00. 


COMMERCIAL HARDWOOD 
TION CHART. By B. F. Kukachka and 
Reno. Simple and easy to understand 2:+- 
page wood identification chart covering most 
commercial hardwoods. Makes it easy to sep 
arate red and white oak; birch, beech. and 
maple; red gum and mahogany; Philippine 
mahogany and the true mahogany; cotton- 
wood, buckeye, and black gum; only to men 
tion a few. Visual wood identification made 
accurate and easy with just the naked eye ° 
and a hand lens. Price $1.00 


AMERICAN LUM M 6 
BUILDING PRODUCTS TEERCHANDISER 
139 N. Clark St., Chicago 2, Ml. 


IDENTIFICA- 
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MAINTENANCE 
MANAGEMENT 
PROGRAM 


ANOTHER FIRST FOR WHITE IN THE SCIENCE OF 
EFFICIENT TRUCK MAINTENANCE SUPERVISION 


THE WHITE MOTOR COMPANY, realizing the 
tremendous importance of efficient and econom- 
ical truck maintenance under today’s operating 
conditions, has developed the White Mainte- 
nance Management Program as a further service 
to fleet operators who do their own repair work. 


The White plan of Maintenance Management 
is based on a constant belief that the greatest 
improvement in truck maintenance will come 
from better supervision of the maintenance 
operations and more knowledge of the best and 
most modern methods for maintaining equipment. 





White's plan of Maintenance Management provides: 


aintenanc 


i o 
Available w ithout cost, 


travel and person 





1 expenses. 





mal ENANCE 
2 NG OF WHITE h aerators 
yn-SHOP CONSULT! rk directly Wit) Oo the de- 


. . si 
whe whe headquarter “oe 
ape se i nce metho 
re pa effective maintenan 
winters a agement techniques- 


and improved - 





In making this plan available to truck operators, White 
has one interest in mind—improving the quality of truck 
maintenance throughout the industry and thereby reducing 


a very important part of truck operating costs today— 
maintenance cost. 


For complete information about the White Maintenance 
Management program, consult your White Representative. 


THE WHITE MOTOR COMPANY 


AND 





FOR MORE THAN 
50 YEARS THE 
GREATEST NAME 
IN TRUCKS 





Cleveland 1, Ohio 





For Truck Operators Who Have No 
Shop Facilities, White Has Available 


White originated Guaranteed Maintenance as 
a service to truck operators who do not have 
a sufficient concentration of equipment in one 
location to warrant having shop facilities of 
their own. This plan provides complete main- 
tenance service at fixed cost to operators. 
Maintenance that is guaranteed, of necessity, 
does cost more. To make a guarantee it is 
necessary to include provisions in the esti- 
mated cost to protect the guarantor against 
operating conditions beyond his control. 
Where there is a fleet of sufficient size to 


GUARANTEED MAINTENANCE 


warrant an operator having his own shop, 
cost of maintenance, when performed by the 
operator's own shop, wil! be less than if fur- 
nished and guaranteed by an outside concern 
—assuming, of course, that proper mainte- 
mance procedures are used and good super- 
vision provided by the operator. 

And White's plan is the most comprehen- 
sive and economical in the industry. Facts 
about White's Guaranteed Maintenance 
program are available from your White 
Representative. 
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(To obtain more data on advertised products see page 179) 


Advertisers’ Index appears on Page 178 








TarTeER.WEBSTER & JOHNSON. INC.» 


1 Montgomery Street <4 > P.O. Box 1731 
SAN FRANCISCO 4, CALIF. i A f -peele Gio), mae Vals 
DOuglas 2-2060 Teletype SF 531 \SMRY Stockton 4-8361. Teletype SK 2 





and it’s yours absolutely Free 


with the purchase of five 100’ rolls 
of Lumite* Saran Screen Cloth ot Hit 


*Registered Trade-mark 


ORDER this sales-pulling dramatic ‘‘stand- 
on demonstrator” from your jobber. Prove to 


K_| a ste ) 
cay ecg CUT 

your customers Lumite’s amazing strength. \ Shah gpaeen Ot \) 
Hi - 


CHICOPEE MILLS, Inc., Lumite Division, 
47 Worth Street, New York 13, N. Y. 





